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McKnowledge 
expert  system 

McKesson’s  McKnowledge  expert  system  feeds  off  a  constantly  growing 
experience  base  to  speed  problem  resolution.  Information  about  events  and 
how  they  were  handled  is  automatically  passed  to  the  experience  base  for 
use  by  network,  systems  and  help-desk  personnel. 
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McKesson  expert  net  tool 
just  keeps  getting  smarter 


By  Paul  Desmond 

Senior  Editor 


Chevron  builds  LAN 
future  on  NetWare 

Will  favor  Novell’s  product  in  future  acquisitions 
over  LAN  Manager-based  offerings,  even  IBM’s. 

By  Timothy  O’Brien 

West  Coast  Bureau  Chief 


Infonet  airs 
global  LAN 
link  service 

By  Barton  Crockett 

_ Senior  Editor _ 

EL  SEGUNDO,  Calif.  —  In¬ 
fonet  Services  Corp.  next  month 
will  introduce  a  public  inter¬ 
networking  service  designed  to 
give  users  a  high-speed  alterna¬ 
tive  to  private  networks  for  link¬ 
ing  LANs  around  the  world. 

With  the  turnkey  Infolan  of¬ 
fering  —  through  which  Infonet 
will  supply  equipment  and  trans¬ 
mission  services  —  users  will  be 
able  to  interconnect  local-area 
networks  at  speeds  between  9.6K 
and  2.048M  bit/sec.  Internet 
traffic  will  be  supported  by  a  rout¬ 
er  subnet  on  Infonet’s  global 
T-1 /European  T-1  backbone. 

Observers  say  Infolan  could 
take  off  because  it  lets  users  link 
geographically  dispersed  net¬ 
works  with  fewer  headaches  than 
private  nets  and  at  faster  speeds 
than  X.25  offerings.  The  service 
also  offers  adv’antages  over 
emerging  but  unproven  frame  re¬ 
lay  services. 

“It’s  almost  going  to  be  up  to 
Infonet  to  be  quiet  about  this  in 
order  not  to  draw  too  many  com¬ 
petitors,”  said  Joaquin  Gonzalez, 
vice-president  and  director  of 
global  network  strategies  at  the 
META  Group,  a  consultancy  in 
Westport,  Conn.  “It’s  going  to  be 
( continued  on  page  56 ) 


SAN  FRANCISCO  —  McKesson 
Corp.  is  developing  an  expert  sys¬ 
tem  that  will  not  only  help  to 
quickly  resolve  network  and  sys¬ 
tems  management  problems,  but 
will  also  become  more  powerful 
over  time  by  automatically  learn¬ 
ing  from  new  experiences. 

When  a  problem  arises, 
McKesson’s  McKnowledge  sys¬ 
tem  works  hand-in-hand  with 
IBM’s  NetView  and  Information 
Management  problem  manage¬ 
ment  data  base  to  give  network 
and  help-desk  operators  histori¬ 


cal  information  on  problems  and 
how  they  were  resolved.  Armed 
with  that  information,  operators 
will  be  able  to  automate  respons¬ 
es  to  common  problems. 

McKnowledge,  now  in  the  pi¬ 
lot  stage  but  expected  to  be  in 
production  by  year  end,  will  be 
used  to  manage  McKesson’s  na¬ 
tionwide  very  small  aperture  ter¬ 
minal-based  Systems  Network  Ar¬ 
chitecture  network,  as  well  as 
environmental  monitoring  sys¬ 
tems  and  a  complex  of  Tandem 
Computers,  Inc.  machines. 

Bud  Turner,  director  of  data 
(continued  on  page  59) 


SAN  FRANCISCO  —  Chevron 
Corp.  is  expected  to  announce 
this  week  at  a  conference  of  its 
domestic  personal  computer  co¬ 
ordinators  that  it  has  selected  No¬ 
vell,  Inc.’s  NetWare  as  the  LAN 
operating  system  of  choice  for  fu¬ 
ture  acquisitions. 

According  to  a  source  within 
Chevron  Information  Technol¬ 
ogy  Corp.,  a  subsidiary  that  pro¬ 
vides  information  processing  ser¬ 
vices  to  Chevron,  the  decision 
was  made  after  a  1  */2-year  evalua¬ 
tion  of  NetWare  and  Microsoft 
Corp.  LAN  Manager-based  prod¬ 
ucts,  including  IBM’s  LAN  Server. 

The  official  acknowledged 
that  Chevron  has  been  a  staunch 
IBM  shop  and  that  although  Net¬ 
Ware  was  chosen  on  its  own  mer¬ 
its,  it  might  not  have  been  accept¬ 
ed  by  management  without  IBM’s 
endorsement.  In  a  major  depar¬ 
ture  from  its  previous  strategy, 
IBM  announced  last  February  it 
would  resell  NetWare  and  work 
with  Novell  on  joint  marketing 
and  development. 

Chevron  is  one  of  the  many  us¬ 
ers  whose  local-area  network 
buying  decisions  are  expected  to 
be  influenced  by  the  IBM-Novell 


partnership. 

Chevron  has  approximately 
20,000  personal  computers  and 
estimates  that  about  half  are 
networked  today.  The  compa- 
/ continued  on  page  59) 


INSIDE 


PHOTO  ®199l  RICHARD  PASLEY 

Hub  highway  job  a  challenge 
for  N.E.  Tel,  page  2. 


^l■pr^|^(  ii  IH  1^11  icws  ^'sauskT 

Early  user 
lauds  frame 
relay  service 

By  Bob  Wallace 

_ Senior  Editor _ 

DALLAS  —  Convex  Computer 
Corp.  last  week  said  it  is  migrat¬ 
ing  from  a  private  T-1  network  to 
a  hybrid  public/private  frame  re¬ 
lay  network  anchored  by  WilTel’s 
new  frame  relay  service. 

Dubbed  WilPak,  the  service 
has  enabled  Convex  to  cut  month¬ 
ly  leased-line  charges,  more  effi¬ 
ciently  interconnect  geographi¬ 
cally  dispersed  Ethernet  local- 
area  networks  and  provide  faster 
access  from  remote  sales  offices 
to  supercomputers  on  its  net¬ 
work. 

“The  WilPak  service  has  per¬ 
formed  flawlessly  since  we  began 
using  it  two  months  ago,”  said 
Coyne  Gibson,  Convex’s  MIS 
computer  operations  manager. 
( continued  on  page  56 ) 
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FEATURE 

Virtual  nets  go  global 
as  features  proliferate 


By  Daniel  Briere 

Contributing  Editor 

Virtual  networks  are  used  al¬ 
most  everywhere  these  days.  In¬ 
troduced  in  1985,  these  high- 
end,  software-based  long-dis¬ 
tance  services  have  been 
growing  at  a  phenomenal  pace. 

“Traditionally,  in  the  long¬ 
distance  industry,  it  has  taken 
16  years  to  build  a  $1  billion 
segment  in  the  market.  Virtual 
networks  [made  $1  billion]  in 
less  than  five  years,  at  a  time 
when  rates  were  falling  dramat¬ 
ically,”  says  Marcus  Canipe,  di¬ 
rector  of  product  marketing  for 


US  Sprint  Communications  Co. 

Carriers  have  positioned  vir¬ 
tual  network  services  both  as 
complements  to  and  replace¬ 
ments  for  private  leased-line 
networks.  With  the  addition  of 
higher  speed  switched  digital 
transmission  capabilities  to  the 
carriers’  service  offerings,  vir¬ 
tual  net  services  can  now  carry 
voice,  data,  video  and  image 
traffic. 

By  year  end,  AT&T  will  offer 
switched  data  transfer  rates  of 
up  to  1.544M  bit/sec  as  part  of 
its  virtual  network  service.  And 
/ continued  on  page  39 ) 


New  Verity  software  eases 
remote  document  access 

Rrm  also  upgrades  client/server  software  to  let 
users  quickly  locate  locally  stored  information. 


By  Jim  Brown 

_ Senior  Editor _ 

MOUNTAIN  VIEW,  Calif.  — 
Verity,  Inc.  last  week  introduced 
software  that  makes  it  possible  to 
link  its  LAN-based  document  re¬ 
trieval  systems,  enabling  users  at 
one  location  to  find  and  down¬ 
load  documents  stored  at  others. 

TOPIC  Partition  Server  en¬ 
ables  users  on  a  variety  of  work¬ 
stations  to  search  through  re¬ 
mote  directories  listing  docu¬ 
ments  that  contain  certain  key 
words  or  specific  topics.  The  soft¬ 
ware  will  also  retrieve  documents 
from  a  remote  server  and  refor¬ 
mat  them  for  display  on  a  client 
workstation  running  TOPIC  Ver¬ 
sion  3-0. 


Verity  last  week  also  an¬ 
nounced  TOPIC  3.0,  an  enhanced 
version  of  the  company’s  client/ 
server  software  that  makes  it  eas¬ 
ier  for  users  such  as  researchers 
and  customer  service  representa¬ 
tives  to  quickly  locate  locally 
stored  documents. 

Users  and  analysts  agree  TOP¬ 
IC  Partition  Server  will  now  make 
it  easier  to  retrieve  remote  docu¬ 
ments  that  cannot  be  stored  in 
traditional  data  bases. 

In  fact,  data  base  management 
system  vendor  Borland  Interna¬ 
tional,  Inc.  plans  to  use  TOPIC 
Partition  Server  to  enable  cus¬ 
tomer  service  representatives 
around  the  world  to  tap  into 
( continued  on  page  57) 


Major  hgwy.  project  forces 
N.E.  Tel  to  build  fiber  net 

Boston  reconstruction  means  relocating  circuits. 


By  Bob  Brown 

_ ^nior  Editor _ 

BOSTON  —  The  kickoff  last 
week  of  a  10-year,  $5.4  billion 
highway  construction  project 
here  also  signaled  the  start  of 
what  New  England  Telephone 
and  Telegraph  Co.  officials  are 
calling  the  single  biggest  carrier 
network  project  ever  undertaken. 

The  Central  Artery /Third 
Harbor  Tunnel  project,  which  got 
the  go-ahead  from  the  Federal 
Highway  Administration  last 
week,  calls  for  a  major  interstate 
highway  that  passes  through  the 
heart  of  Boston  to  be  replaced 
with  an  underground  thorough¬ 
fare.  It  also  includes  building  a 


new  tunnel  under  the  harbor  to 
Boston’s  Logan  International 
Airport. 

Nothing  lasts  forever 

In  the  1950s,  Central  Artery 
engineers  promised  New  England 
Telephone  that  the  newly  built 
highway  would  serve  Boston’s 
roadway  needs  forever.  But  the 
carrier,  which  laid  a  massive  net¬ 
work  of  cables  beneath  the  artery 
when  it  was  constructed,  must 
now  begin  a  $40  million  reloca¬ 
tion  and  upgrade  of  interoffice 
and  local  loop  circuits. 

These  network  facilities, 
which  handle  17  million  calls  a 
/ continued  on  page  56 ) 


McDATA  touts  flexibility 
of  new  cluster  controllers 


By  Paul  Desmond 

_ Senior  Editor _ 

BROOMFIELD,  Colo.  — 
McDATA  Corp.  today  will  an¬ 
nounce  a  new  family  of  IBM-com¬ 
patible  cluster  controllers  that 
will  support  up  to  twice  as  many 
terminals  as  equivalent  IBM  con¬ 
trollers  and  enhance  McDATA’s 
support  for  Digital  Equipment 
Corp.  VAX  machines. 

McDATA’s  new  LinkMaster 
7100  Network  Controller  family 
includes  two  machines  that  can 
be  configured  as  local  or  remote 
controllers  and  a  third  that  can 
only  be  used  remotely. 

The  company  claims  the 
7100s  are  more  flexible  than 


comparable  IBM  controllers.  All 
three  of  the  machines,  for  exam¬ 
ple,  can  be  used  stand-alone  or 
can  be  mounted  on  a  rack,  and  the 
local  controllers  can  be  used  with 
copper  bus/tag  channel  cables  or 
upgraded  to  support  IBM’s  new 
Enterprise  System  Connection 
(ESCON)  fiber-optic  channel  ar¬ 
chitecture.  IBM  controllers  only 
support  one  or  the  other. 

The  new  models  include  the 
7100  Model  10  and  20,  both  of 
which  are  remote  controllers  that 
can  be  upgraded  with  channel 
adapters  to  become  local  control¬ 
lers,  and  the  7100  Model  60R, 
which  can  only  be  used  remotely. 
/ continued  on  page  57) 


Briefs 


NW  launches  new  test  series.  Look  for 
the  first  article  of  Network  World’s  Network  Test 
Series  in  next  week’s  issue.  In  the  premier  trial.  Net¬ 
work  World  —  in  cooperation  with  Enterprise 
Technology  Center,  Inc.,  of  Houston  —  puts  routers 
through  their  paces  in  a  test  involving  use  of  two 
protocols  and  simultaneous  transmission  of  packets 
in  two  directions.  Future  tests  will  evaluate  such  ar¬ 
eas  as  data  base  software  to  lOBaseT  hardware. 

Supporting  FDOl  over  twisted  pair. 

Five  vendors,  including  Chipcom  Corp.,  Digital 
Equipment  Corp.  and  SynOptics  Communications, 
Inc.,  are  expected  this  week  to  announce  develop¬ 
ment  of  technology  that  will  enable  desktop  work¬ 
stations  to  use  shielded  twisted-pair  wire  instead  of 
fiber  to  connect  to  Fiber  Distributed  Data  Interface 
backbones  at  lOOM  bit/sec.  The  vendors  will  agree 
to  a  common  implementation  of  the  technology, 
which,  for  example,  will  enable  Chipcom’s  twisted¬ 
pair  network  interface  boards  to  connect  directly 
into  a  DEC  FDDI  concentrator. 

COS  announces  new  president.  Last 
week,  the  board  of  directors  for  the  Corporation  for 
Open  Systems  International  (COS)  elected  Steve 
Hudson,  formerly  the  group’s  executive  vice-presi¬ 
dent  and  chief  operating  officer,  to  be  president  and 
chief  executive  officer.  Lincoln  Faurer,  the  current 
COS  president,  had  earlier  announced  plans  to  re¬ 
tire. 

During  the  board  meeting  held  in  Vancouver, 
Hudson  said  COS  plans  to  launch  a  quarterly  busi¬ 
ness  periodical  on  open  systems  and  have  an  Inte¬ 
grated  Systems  Digital  Network  conformance  test 
program  by  year  end. 

In  a  separate  action  at  the  International  Stan¬ 
dards  Organization/Intemational  Electrotechnical 
Commission  conference  on  World  Recognition  of 
Test  Results  held  last  week,  COS  announced  the  for¬ 
mation  of  the  U.S.  Open  Systems  Interconnection 
Testing  and  Certification  Policy  Council.  The  coun¬ 
cil  will  strive  to  coordinate  a  common  U.S.  position 
on  standards  by  creating  a  set  of  policy  statements 
relating  to  OSI  testing  and  certification. 

Fuji  Bank  makes  HP  net  deposit.  Fuji 
Bank,  Ltd.  last  week  said  Hewlett-Packard  Co.  was 


selected  to  build  a  $7  million  system  based  on  an 
Ethernet  backbone  at  its  headquarters  in  Tokyo.  HP 
will  install  its  EtherTwist  local-area  network  hard¬ 
ware  and  software  and  a  number  of  Unix-based  HP 
9000  Series  800  minicomputers  and  HP  700/X 
workstations  running  the  X  Window  System.  Fuji 
Bank  will  also  use  HP’s  OpenView  integrated  net¬ 
work  management  system  to  manage  both  the  net¬ 
work  and  the  attached  systems. 

Virtual  net  service  slated  in  Japan.  Ja¬ 
pan’s  leading  international  carrier,  Kokusai  Den- 
shin  Denwa,  Ltd.  (KDD),  last  week  said  it  plans  to 
begin  offering  an  international  virtual  network  ser¬ 
vice,  called  Vimet,  to  the  U.S.  beginning  June  1.  Mr- 
net  supports  abbreviated  corporate  dialing  plans 
and  offers  a  7%  discount  over  standard  internation¬ 
al  direct-dial  long-distance  charges.  Initially,  KDD 
will  link  its  Mmet  service  with  AT&T’s  Global  Soft¬ 
ware-Defined  Network  service.  Japan’s  other  major 
international  carriers.  International  Digital  Com¬ 
munications,  Inc.  and  International  Telecom  Japan, 
Inc.  are  also  expected  to  roll  out  international  virtu¬ 
al  net  services. 

Pacific  fiber  cable  goes  live.  Service 
commenced  last  week  on  the  North  Pacific  Cable 
(NPC),  the  second  fiber-optic  link  between  the  U.S. 
and  Asia,  according  to  Japanese  carrier  Internation¬ 
al  Digital  Communications,  Inc.,  which  controls  Ja¬ 
pan’s  half  of  the  cable.  NPC  will  enable  users  for  the 
first  time  to  establish  redundant  fiber-optic  links  to 
Asia. 

Roim  to  soil  MCI  services.  MCI  Commu¬ 
nications  Corp.  last  week  signed  an  agreement  that 
will  enable  Rolm  Co.  to  sell  a  variety  of  the  carrier’s 
long-distance  calling  services  with  its  97  5 1 CBX  pri¬ 
vate  branch  exchange  line.  The  program  will  enable 
Rolm  to  offer  customers  a  single  point  of  contact  for 
switching  equipment  and  network  services.  Under 
the  program,  customers  who  buy  MCI  Card  calling 
card  services  from  Rolm  receive  a  26%  discount  on 
domestic  calls  and  a  6%  discount  on  international 
calls.  Companies  that  buy  MCI  Prism  1  receive  dis¬ 
counts  of  10%  on  domestic  and  international  stan¬ 
dard  rate  calls.  Users  that  buy  MCI  800  service  re¬ 
ceive  discounts  of  1 5%  to  23%. 
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Conference-goers  look  for 
interoperability  answers 


By  EHen  M«ssmer 

Wtehington  Correspondent 

VANCOUVER  —  The  meeting 
here  last  week  of  the  North  Amer¬ 
ican  Open  Systems  Conference 
drew  a  crowd  of  network  manag¬ 
ers  from  across  Canada  and  the 
U.S.  seeking  answers  to  their  sys¬ 
tems  interoperability  problems. 

Among  the  roughly  200  peo¬ 
ple  attending  the  conference,  the 
most  common  question  asked 
was  how  to  migrate  proprietary 
networks  to  nets  based  on  Open 
Systems  Interconnection.  Both 
users  and  vendors  gave  opinions, 
which  included  clues  on  the  broad 
network  strategies  of  IBM. 

The  Boeing  Co.,  a  strong  advo¬ 
cate  of  OSI,  sent  several  members 
of  its  Boeing  Computer  Services 
Co.  division  to  speak  at  the  con¬ 
ference,  which  was  cosponsored 
by  the  User  Alliance  for  Open  Sys¬ 
tems,  The  OSI/Network  Manage¬ 
ment  Forum,  OSINET,  Transport 
Canada  and  the  Canadian  Inter¬ 
est  Group  on  Open  Systems. 

One  speaker,  Paul  Schachter, 
a  systems  analyst  at  Boeing,  out¬ 
lined  the  aircraft  manufacturer’s 
long-term  commitment  to  mi¬ 
grating  its  various  Transmission 
Control  Protocol/Internet  Proto¬ 
col,  IBM  Systems  Network  Archi¬ 
tecture  and  Digital  Equipment 
Corp.  networks  to  OSI. 

Speaking  on  the  subject  of  mi¬ 
grating  TCP/IP  to  OSI,  Schachter 
conceded,  “We  really  haven’t  fig¬ 
ured  out  the  coexistence  of 
TCP/IP  and  OSI.  We’re  learning 
as  we  go  along.” 

Boeing  has  developed  a  test 
network  running  parallel  to  its 
production  networks  to  experi¬ 
ment  with  OSI  applications,  such 
as  X.400  and  File  Access,  Trans¬ 
fer  and  Management  (FTAM). 


Corrections:  The  May  6  article 
“Digital-on-demand  ser\ice  in¬ 
troduced  by  WorldCom”  incor¬ 
rectly  stated  Italcable’s  hourly 
charge  for  T- 1  bandwidth  to  Italy. 
The  correct  figure  is  1.7  million 
lire  ($1,312  U.S.). 

The  telephone  numbers  for 
the  Spartacus,  Inc.  di\ision  of  Fi- 
bronics  International,  Inc.  and 
Central  Point  Software,  Inc.  were 
given  incorrectly  in  two  recent 
stories.  The  correct  number  for 
Spartacus  is  (508)  937-1600, 
while  Central  Point  Software’s 
phone  number  is  (503)  690- 
2650. 

The  “Packet  switching  speeds 
up”  Buyer’s  Guide  (A'W,  .May  6) 
misstated  the  circuit  capacity  of 
one  of  Dynatech  Communica¬ 
tions,  Inc.’s  X.25  packet  switch¬ 
es.  The  CPX  20  can  support  four 
64  K  bit/sec  circuits  as  shipped 
and  up  to  20  64K  bit/sec  circuits 
with  additional  line  cards. 


Although  Boeing  installed  an 
X.400  gateway  to  connect  its 
electronic  mail  system  to  suppli¬ 
ers  outside  the  network,  the  com¬ 
pany  is  refraining  from  installing 


X.400  on  the  Boeing  production 
net  until  positive  results  ft-om  the 
experiments  warrant  a  go-ahead. 

Experience  has  led  Boeing  to 
view  X.400  gateways  as  only  a 
transitional  solution  at  best, 
Schachter  said.  One  of  the  prob¬ 
lems  with  gateways  is  that  net¬ 
work  management  is  hindered 
because  the  gateways  convert 
protocols  for  transmission  across 


different  network  segments. 

Boeing  is  also  discouraging 
other  migration  approaches, 
such  as  tunneling  —  the  encapsu¬ 
lation  of  TCP/IP  packets  in  OSI 
envelopes  for  transmission 
across  OSI  transport  networks  or 
vice  versa. 

“It’s  inefficient,”  Schachter 
said.  Each  end  system  must  be 
modified  to  support  the  process. 


which  is  not  a  standards-based 
solution. 

Wfiile  Boeing  is  still  reviewing 
transition  options,  it  is  leaning 
toward  the  idea  of  adopting  lower 
lever  OSI  transport  protocols  and 
maintaining  multiple  upper  layer 
protocol  stacks.  In  this  scenario, 
the  upper  layer  protocols  would 
be  migrated  to  OSI  as  well. 

( continued  on  page  6 ) 
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Using  a  LANtern  to  get  a  complete  view  of 
your  network  can  make  you  look  a  lot  brighter. 


Here’s  how  to  shed  some 
light  on  your  network.  The 
LANtern™  network  monitor. 
It  provides  a  complete, 
non-intrusive  view  of  all 
network  activity.  It  can  track 
all  devices  on  any  Ethernet 
network,  noting  common 
problems.  So  it  helps  you 
improve  performance,  pre¬ 
vent  downtime,  and  plan  for 
efficient  growth. 


Use  it  with  Novell’s 
LANtern  Services  Manager, 
a  Windows-based  console 
that  provides  a  graphic  view 
of  your  entire  network.  Or, 
since  LANtern  is  the  de  facto 
industry  standard  SNMP 
monitor,  you  can  choose  a 
management  console  from 
over  15  third-party  vendors, 
including  SUN,  DEC,  NCR, 
and  Hewlett-Packard. 


So  call  1-800-243-8526 
today  for  a  free  demo  disk. 
And  let  LANtern  help  you 
prove  you  have  a  good  head 
on  your  shoulders. 


L4  N  O  V  E  L  L 


The  Past,  Present,  and  Future 
of  Network  Computing. 


Network  Analysis  Products  Division.  Multi-vendor  network  analysis  &  monitoring. 
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IBM  forms  business  unit  to 
focus  outsourcing  efforts 

Company  will  offer  data  processing,  other  services. 


IBM  stops  selling  PROFS; 
users  more  to  OfficeVision 


By  Wayne  Eckerson 

_ Senior  Editor _ 

WHITE  PLAINS,  N.Y.  —  In  an 
effort  to  compete  more  effective¬ 
ly  for  outsourcing  business,  IBM 
last  week  announced  that  it  had 
formed  a  new  wholly  owned  sub¬ 
sidiary  that  will  provide  a  range 
of  outsourcing  services,  from  di¬ 
saster  recovery  to  application  de¬ 
velopment. 

The  move  is  designed  to  give 
IBM’s  outsourcing  group  greater 
autonomy  to  respond  more 
quickly  and  cost-effectively  to 
customers’  needs.  The  new  sub¬ 
sidiary,  called  the  Integrated  Sys¬ 
tems  Solution  Corp.  (ISSC),  re¬ 
places  IBM’s  Systems  Services 
Division,  which  was  formed  last 
fall  after  another  reorganization. 

New  offerings 

The  move  enables  IBM  to  re¬ 
main  in  full  compliance  with  the 
provisions  of  a  consent  decree  it 
signed  with  the  U.S.  government 
in  1956,  which  stipulates  that 
IBM  can  only  offer  data  process¬ 
ing  services  through  wholly 
owned  subsidiaries. 

As  a  result,  ISSC  will  now  be 
able  to  offer  customers  a  variety 
of  data  services  that  IBM  had  pre- 


By  Maureen  Molloy 

_ Staff  VWter _ 

WASHINGTON,  D.C.  —  The 
U.S.  Department  of  Defense  is  ex¬ 
pected  this  summer  to  pilot-test  a 
new  electronic  procurement  sys¬ 
tem  designed  to  streamline  the 
purchase  of  millions  of  products 
used  by  the  military. 

The  agency  plans  to  establish 
an  electronic  bulletin  board  sys¬ 
tem  on  which  it  will  post  requests 
for  quotation  (RFQ)  for  some 
four  million  products  costing  less 
than  $25,000.  Suppliers  will  be 
able  to  access  the  bulletin  board 
through  a  variety  of  value-added 
networks  (VAN)  to  monitor  post¬ 
ings  and  submit  bids. 

The  system  will  speed  up  the 
procurement  process  and  open  it 
up  to  more  suppliers  by  maldng  it 
easier  for  smaller  businesses  to 
participate.  That  increased  com¬ 
petition  is  expected  to  drive  down 
the  prices  the  agency  pays  for 
products. 

“We’ve  had  many  complaints 
from  suppliers  who  say  that  it’s 
too  cumbersome  to  do  business 
with  the  government,’’  said  Jack 
Bartley,  director  of  the  Defense 
Department’s  Electronic  Com¬ 
merce  Initiative.  “Our  aim  is  to 
change  that.  The  DOD  wants  to 
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viously  never  provided,  including 
check  processing,  travel  reserva¬ 
tion  processing  and  fee-based  re¬ 
port  generation.  IBM  officials 
said  customers  have  increasingly 
asked  IBM  to  supply  these  ser¬ 
vices. 

Besides  those  offerings,  ISSC 
will  provide  data  center  outsourc¬ 
ing  as  well  as  help-desk  services 
and  systems  integration. 

ISSC  personnel  from  the  Sys¬ 
tems  Services  Division  will 
change  little.  Dennie  Welsh,  who 
headed  up  at  division,  will  be  as¬ 
sume  the  position  of  ISSC  presi¬ 
dent  and  chief  executive  officer, 
and  the  Systems  Services  Divi¬ 
sion’s  5,000  workers  will  com¬ 
pose  ISSC’s  work  force. 

The  benefits 

The  new  arrangement  frees 
ISSC  from  having  to  pay  certain 
overhead  costs  for  shared  staff 
and  other  items  that  are  charged 
to  all  IBM  divisions.  This  will  re¬ 
duce  ISSC’s  costs  and  help  it 
make  more  competitive  bids, 
Welsh  said. 

In  addition,  as  a  wholly  owned 
subsidiary,  ISSC  will  be  free  to 
structure  bids  as  it  sees  fit  without 
having  to  go  through  formal 


give  all  suppliers,  big  and  small, 
the  ability  to  easily  submit  bids.” 

Under  the  current  manual  sys¬ 
tem,  vendors  looking  for  oppor¬ 
tunities  to  submit  bids  on  any¬ 
thing  from  aircraft  parts  to  food 
supplies  must  dispatch  represen¬ 
tatives  to  a  Defense  Department 
site,  such  as  a  military  base,  to  pe¬ 
ruse  paper  items  posted  on  a  bul¬ 
letin  board. 

Using  the  new  system,  the 
agency  will  download  a  data  base 
of  all  RFQs  daily  to  the  VANs  sup¬ 
porting  the  bulletin  board  ser¬ 
vice.  A  supplier  will  be  able  to  dial 
into  the  system  and  identify  the 
items  it  wants  to  bid  on.  The  VAN 
would  then  download  the  RFQs  to 
the  vendor’s  computer  in  ANSI 
XI 2  format. 

After  the  supplier  generates 
and  submits  bids  via  the  VAN,  the 
agency  would  make  its  selection 
and  issue  an  electronic  purchase 
order  to  the  chosen  supplier. 

Five  major  VANs  have  ex¬ 
pressed  interest  in  supporting  the 
service.  The  Defense  Department 
is  aiming  to  contract  with  as 
many  vendors  as  possible  to  give 
suppliers  a  variety  of  options  for 
accessing  the  data  base. 

Bartley  said  the  electronic 
commerce  program  is  essentially 


channels  within  IBM.  This  will 
help  ISSC  deliver  bids  in  a  more 
timely  and  cost-competitive  man¬ 
ner,  Welsh  said. 

Jeff  Kaplan,  a  director  at  the 
market  research  firm  Ledgeway/ 
Dataquest  in  Lexington,  Mass., 
said  the  new  subsidiary  will  effec¬ 
tively  unleash  entrepreneurial 
energy  that  IBM  needs  to  com¬ 
pete  more  effectively  in  the  grow¬ 
ing  outsourcing  market. 

Kaplan  also  said  the  move  in 
part  is  an  attempt  by  IBM  to  re¬ 
lieve  the  concern  of  potential 
outsourcing  customers  that  the 
company  views  outsourcing  as  a 
vehicle  to  sell  more  hardware. 

As  a  wholly  owned  subsidiary, 
such  as  IBM  Credit  Corp.,  ISSC 
will  purchase  IBM  equipment  at 
full-market  value,  as  its  outsourc¬ 
ing  competitors  do.  □ 


We  want  to  hear  from  you. 

Network 
World  has 
set  up  a  toll- 
free  num¬ 
ber  you  can 
use  to  leave 
news  tips  or 
letters  to 
the  editor. 
Let  us  know 
what’s  going  on  or  how  you 
feel  about  the  stories  you  read 
in  our  publication.  Call  (800) 
622-1108  and  ask  for  Ext. 
487. 


an  expansion  of  the  agency’s 
present  electronic  data  inter¬ 
change  program.  Procurement 
officers  have  been  asking  for  the 
ability  to  support  requests  for 
product  in  aMtion  to  standard 
EDI  transactions. 

“Officers  were  saying,  ‘EDI  is 
great,  but  it  only  handles  a  small 
part  of  the  business,’  ”  Bartley 
said.  “What  we  want  is  end-to- 
end  automation  of  the  entire  ven¬ 
dor-user  business  relationship.” 

The  department  will  begin  a 
pilot  test  of  the  new  system  this 
summer  at  W’ight-Patterson  Air 
Force  Base  in  Dayton,  Ohio.  Bart¬ 
ley  said  W'ight-Patterson  will 
serve  as  a  microcosm  of  a  fully 
deployed  system  since  the  base 
contains  multiple  procurement 
offices  that  purchase  a  substan¬ 
tial  number  of  items  each  week. 

Bartley  said  that  other  federal 
agencies  are  interested  in  imple¬ 
menting  electronic  commerce 
initiatives  as  well  and  will  be 
closely  eyeing  the  progress  of  the 
W’ight-Patterson  pilot. 

A  full-scale  system  is  expected 
to  be  deployed  throughout  the 
entire  department  by  early  next 
year,  he  added. 

“The  idea  of  electronic  com¬ 
merce  is  beginning  to  rumble 
through  private  industry,  and  the 
federal  government  wants  to  en¬ 
courage  industry  to  follow  that 
route,”  Bartley  said.  “It’s  a  tech¬ 
nology  we  plan  to  agwessively 
promote  and  pursue.”  U 


By  Wayne  Eckerson 

_ Senior  Editor _ 

WHITE  PLAINS,  N.Y.  —  IBM 
this  week  will  officially  stop  sell¬ 
ing  its  widely  used  Professional 
Office  System  (PROFS)  main¬ 
frame-based  software,  but  the 
news  drew  hardly  a  yawn  from 
PROFS  administrators  and  users. 

As  of  today,  IBM  will  no  longer 
sell  PROFS  but  will  work  to  mi¬ 
grate  PROFS  users  to  OfficeVi- 
sion/VM,  IBM’s  Systems  Appli¬ 
cation  Architecture-compliant 
office  system  software  for  VM- 
based  hosts. 

IBM  will  continue  to  support 
PROFS  until  it  ships  the  second 
release  of  OfficeVision/VM,  al- 


By  Caryn  Gillooly 

_ Senior  Editor _ 

BASKING  RIDGE,  N.J.  — 
AT&T  Computer  Systems  and  Mi¬ 
crosoft  Corp.  last  week  an¬ 
nounced  an  agreement  to  con¬ 
solidate  their  respective  LAN 
Manager  for  Unix  products  and 
base  the  new  release  on  AT&T’s 
existing  version  of  the  product. 

Under  terms  of  the  agree¬ 
ment,  all  OEM  versions  of  LAN 
Manager  for  Unix  will  ultimately 
be  based  on  the  new  core  product. 

Currently,  there  are  two  core 
products:  one  from  AT&T,  which 
the  company  both  markets  as  an 
OEM  to  other  vendors  and  sells  in 
its  AT&T  StarGroup  product  line, 
and  one  from  Hewlett-Packard 
Co.,  which  Microsoft  codeve¬ 
loped  with  HP.  HP  has  agreed  to 
base  all  future  products  on  the 
new  consolidated  version  of  LAN 
Manager  for  Unix. 

LAN  Manager  for  Unbc  2.0  will 
also  be  interoperable  with  Micro¬ 
soft’s  LAN  Manager  for  OS/2,  the 
original  product  Microsoft  devel¬ 
oped  with  3Com  Corp.  “LAN  Man¬ 
ager  for  OS/2  and  LAN  Manager 
for  Unbc  will  use  the  same  [appli¬ 
cation  program  interfaces]  and 
the  same  mechanisms  to  adminis¬ 
ter  servers,”  said  Bob  Kruger, 
group  manager  for  Unbc  network¬ 
ing  at  Microsoft  in  Redmond, 
Wash.  “Servers  and  clients  of  one 
will  be  able  to  participate  fully  in 
a  network  based  on  the  other.” 

Actual  customer  products 
based  on  the  new  version  will  not 
be  available  until  those  compa¬ 
nies  with  licensing  agreements 
incorporate  the  new  core  into 
their  own  products,  which  will 
take  at  least  a  year. 

Companies  that  license  LAN 
Manager  for  Unbc  from  AT&T  in¬ 
clude  Data  General  Corp.,  NCR 


though  IBM  officials  would  not 
say  when  that  will  be. 

Observers  speculated  that  IBM 
would  continue  to  support  PROFS 
for  at  least  another  12  to  18 
months. 

The  majority  of  large  PROFS 
users  have  already  made  plans  to 
migrate  to  IBM’s  OfficeVi- 
sion/VM,  which  most  say  is  iden¬ 
tical  to  PROFS. 

“Except  for  a  few  features, 
there’s  little  difference  between 
PROFS  and  OfficeVision/VM,  at 
least  right  now,”  said  Rebecca 
Hudnall,  systems  programmer  at 
Wells  Fargo  Bank,  N.A.  in  San 
Francisco,  which  migrated  6,200 
/ continued  on  page  57) 


Corp.,  Olivetti  Systems  &  Net¬ 
works  and  Unisys  Corp.  Compa¬ 
nies  that  license  LAN  Manager  for 
Unbc  from  HP  include  the  Open 
Software  Foundation,  The  Santa 
Cruz  Operation,  Inc.  and  Tandem 
Computers,  Inc. 

To  assist  in  the  upgrade  pro¬ 
cess,  AT&T  and  Microsoft  will  re¬ 
lease  a  portation  kit  by  year  end 
to  help  these  companies  more 
quickly  move  their  product  to  the 
new  platform. 

According  to  an  AT&T  spokes¬ 
man,  the  new  version  will  have 
more  functionality  than  both  of 
the  current  versions.  Companies 
licensing  both  versions  will  have 
to  use  the  portation  kit  to  up¬ 
grade  their  products. 

According  to  Bill  Redman, 
vice-president  at  Gartner  Group, 
Inc.,  in  Stamford,  Conn.,  one  of 
the  primary  drawbacks  of  the 
agreement  is  the  need  for  this  kit. 
“The  code  base  is  different  in  the 
AT&T  and  HP  version,  and  al¬ 
though  they’re  creating  an  adap¬ 
tation  kit,  I  still  have  questions 
about  how  easy  this  will  be.” 

But  this,  he  said,  is  one  of  the 
few  drawbacks.  The  rest  of  the  ef¬ 
fects  will  be  positive.  “One  of  the 
great  things  is  that  to  the  client, 
nothing  changes.” 

Redman  and  other  analysts 
pointed  to  the  future  consistency 
between  LAN  Manager  products 
from  different  vendors. 

“This  will  make  it  less  confus¬ 
ing  to  the  customer  about  which 
LAN  Manager  implementation 
works  with  which  other  LAN  Man¬ 
ager  implementation,”  said  Ja¬ 
mie  Lewis,  vice-president  at 
Clarke  Burton  Corp.,  a  consultan¬ 
cy  in  Salt  Lake  City.  “Customers 
will  see  a  more  consolidated  mar¬ 
ket  and  will  be  better  able  to  giece 
different  system  together.”  □ 


U.S.  Defense  Dept,  to  test 
on-line  purchasing  system 


Companies  to  merge  Unix 
versions  of  LAN  Manager 

New  offering  will  be  based  on  AT&T’s  version. 


Or,  How  TbMake  Conference  Calls 
That  Won't  HangYou  Up, 


In  todays  breakneck  business  world,  there’s  no 
avoiding  conference  calls.  But  you  can  avoid  their 
interferences  and  scheduling  frustrations.  Easily 
By  purchasing  AT&T’s  Digital  Conferencing  and 
Switching  System  96  (DCSS).  AT&T  Bell  Laborato¬ 
ries  designed  it  with  a  host  of  flexible  features. 
Like  echo  cancellation  for  superb  voice  quality 
The  flexibility  to  conference  from  a  PC  worksta¬ 
tion,  pushbutton  console  or  touch-tone  phone. 
Tbtal  networking  compatibility  with  all  your  exist¬ 
ing  equipment.  Exceeding  any  competitor’s.  Cost- 
effectiveness?  Buying  the  DCSS  96  far  surpasses 
leasing  alternatives:  It  pays  for  itself  in  as  little  as  18 
months.  Or  less.  Call  1 800  722-DCSS  for  more 
information  or  a  free  demonstration.  You’ll  never 
get  hung  up  on  a  conference  call  again. 


and  Bell  Laboratories. 
Technologies  For  The  Real  World. 


AT&T 

The  right  choice. 
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NTI  set  to  introduce  new 
low-end  Meridian  1  switch 

PBX  able  to  support  between  50  and  150  lines. 

By  Bob  Wallace 

Senior  Editor 


US  sprint  forges  CCS7 
connection  with  BellSouth 

By  Maureen  Molloy 

Staff  Whter 


ANAHEIM,  Calif.  —  Northern 
Telecom,  Inc.  is  expected  to  an¬ 
nounce  a  new  low-end  digital  pri¬ 
vate  branch  exchange  at  the  In¬ 
ternational  Communications  As¬ 
sociation’s  44th  Annual  Confer¬ 
ence  and  Exposition  here  in  June. 

The  switch,  the  Meridian  1 
System  Option  1 1,  is  designed  to 
support  betw'een  50  and  1 50  lines 
and  will  fill  a  gap  between  North¬ 
ern  Telecom’s  Norstar  key  tele¬ 
phone  system  and  its  larger  Me¬ 
ridian  1  Model  21 A  PBX. 

“It’s  an  impressive  product,’’ 
said  Richard  Kuehn,  president  of 
RAK  Associates,  a  Cleveland  con¬ 
sultancy.  “Northern  is  targeting 
the  system  at  small  businesses 
and  larger  companies  that  want 
strong  networking  capabilities  at 
their  smaller  sites.” 


WASHINGTON,  D.C.  —  As 
part  of  its  ongoing  battle  to  win 
greater  regulatory  freedom, 
AT&T  last  week  lobbied  Congress 
and  the  FCC  with  a  survey  it  fi¬ 
nanced  in  which  14  large  custom¬ 
ers  backed  the  idea  of  giving  the 
carrier  more  marketing  flexibili¬ 
ty- 

In  the  study,  users  said  that  be¬ 
cause  AT&T  must  file  tariffs  and 
other  carriers  do  not,  AT&T  cus¬ 
tomers  are  missing  out  on  savings 
and  facing  unnecessary  delays  in 
getting  new  services.  But  some  of 
those  surveyed  also  said  they 
would  be  unlikely  to  move  imme¬ 
diately  to  cash  in  on  new  AT&T 
freedoms,  such  as  the  ability  to 
abandon  tariffs  and  do  business 
with  the  carrier  through  private 


Show-goers  look 
for  answers 

continued  from  page  3 

At  the  conference,  Unisys 
Corp.  outlined  some  of  its  plans 
to  help  customers  migrate  to  OSI 
and  IBM’s  Glen  Shelton,  manager 
of  communications  systems  ar¬ 
chitecture,  detailed  IBM’s  inten¬ 
tions  to  integrate  SNA  and  OSI  in 
multiprotocol  environments. 

“We  want  to  be  able  to  carry 
OSI  data  over  SNA  networks  and 
vice  versa,”  Shelton  said. 

IBM  hopes  part  of  its  SNA/OSI 
Integration  Architecture  will  ac¬ 
complish  that  task.  The  vendor 
intends  to  create  a  common 
transport  access  layer  to  support 
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A  Northern  Telecom  spokes¬ 
woman  would  neither  confirm 
nor  deny  plans  to  introduce  the 
product. 


T 

A.  he  switch  will  fill  a 
gap  between  Northern 
Telecom’s  Norstar  and 
Meridian  1  Model  21  A. 

AAA 


Norstar  customers  use  the  sys¬ 
tem  to  support  an  average  of  29 
lines,  while  users  with  the  Merid¬ 
ian  1  Model  21 A  support  an  aver¬ 
age  of  100  lines,  she  said. 

The  System  Option  1 1  is  a  sin- 


contracts. 

The  study,  which  cost  AT&T 
$20,000,  was  conducted  by  Na¬ 
tional  Economic  Research  Asso¬ 
ciates,  Inc.  Joel  Lubin,  regulatory 
vice-president  of  government  af¬ 
fairs  at  AT&T,  said  he  expects  the 
carrier  to  introduce  the  study  of¬ 
ficially  as  part  of  a  Federal  Com¬ 
munications  Commission  pro¬ 
ceeding  examining  whether  to 
loosen  regulation  for  AT&T. 

Authors  Harry  Shooshan  and 
John  Haring  acknowledge  that 
the  survey  is  not  a  scientific  sam¬ 
ple  but  say  they  believe  it  fairly 
represents  the  views  of  a  number 
of  large  users. 

But  the  way  in  which  the  sur¬ 
vey  was  conducted  may  raise 
questions  about  whether  users’ 
views  were  unfairly  biased  in  fa¬ 
vor  of  AT&T.  While  at  least  one 


upper  layer  SNA  and  OSI  proto¬ 
cols,  Shelton  said. 

“It’s  not  a  simple  mechanical 
protocol  conversion,”  he  said, 
describing  the  process  on  the 
transport  layer.  “It  will  have  to 
look  up  a  directory  and  do  ad¬ 
dress  changes. 

“The  way  I’d  love  to  see  it 
done  is  to  use  the  X.500  directo¬ 
ry,”  he  continued.  “I  don’t  think 
that’s  the  way  [we’re]  going  to  do 
it  with  the  first  product.  It  will 
probably  be  something  more 
crude.”  Shelton  noted  that  no 
target  date  has  been  set  for  prod¬ 
ucts. 

The  conference  confirmed 
that  demand  for  open  systems  is 
building.  The  second  meeting  of 


gle-shelf  module  with  10  univer¬ 
sal  card  slots.  A  second  cabinet 
with  10  more  slots  can  be  added. 
The  processor  takes  one  card 
slot,  and  each  circuit  card  sup¬ 
ports  l6voice/dataports. 

The  switch  can  be  configured 
as  an  automatic  call  distributor. 

The  new  PBX  uses  the  same 
line  and  trunk  cards  and  supports 
the  same  telephone  sets  used 
with  Northern  Telecom’s  Merid¬ 
ian  1  PBX  line. 

Users  that  outgrow  the  Merid¬ 
ian  1  System  Option  1 1  can  retain 
80%  of  their  investment  when  up¬ 
grading  to  the  larger  switch, 
Kuehn  said. 

Northern  Telecom  has  told  in¬ 
dustry  analysts  it  will  take  two 
weeks  from  receipt  of  order  to  de¬ 
liver  the  new  PBX. 

Vince  Rafferty,  vice-president 
of  The  Aries  Group/MPSG,  a 
Rockville,  Md.,  consultancy,  said 
the  wall-mountable  Meridian  1 
System  Option  1 1  will  be  received 
warmly  by  both  large  and  small 
customers  that  cannot  justify 
building  a  dedicated  room  for  a 
new  switch.  “It’ll  be  a  natural  for 
those  businesses.”  □ 


user  was  chosen  based  on  filings 
he  had  submitted  to  the  FCC  con¬ 
cerning  AT&T’s  regulation, 
AT&T  helped  Shooshan  and  Har¬ 
ing  choose  most  of  the  Tariff  12 
and  non-AT&T  customers  for  the 
survey.  AT&T  account  represen¬ 
tatives  made  introductions, 
helped  them  arrange  appoint¬ 
ments  and  were  present  when  all 
interviews  were  conducted. 

But  Shooshan  said  he  does  not 
think  the  presence  of  AT&T  rep¬ 
resentatives  influenced  custom¬ 
ers’  responses. 

“I  don’t  think  it  had  a  chilling 
effect  at  all.  In  fact,  one  reason 
we  felt  we  got  blunt  assessments 
from  customers  was  because  the 
account  reps  were  there,”  Shoo¬ 
shan  said.  “The  customers 
viewed  it  as  an  opportunity  to  get 
off  their  chests  some  points  to  be 
fed  back  to  the  AT&T  marketing 
people.” 

The  users  quoted  in  the  survey 
include:  AMR  Corp.,  The  Boeing 
Co.,  Boise  Cascade  Corp.,  Adolph 
( continued  on  page  57) 


the  Users  Roundtable  was  held  at 
the  conference,  where  represen¬ 
tatives  from  several  user  groups 
resolved  to  carry  out  certain  proj¬ 
ects. 

“We  have  agreed  to  attempt  to 
describe  open  systems  solutions 
in  the  form  of  a  template,  a  pro¬ 
file  stack,”  said  Bud  Huber,  a  se¬ 
nior  consultant  at  Hughes  Air¬ 
craft  Co.  and  chairman  of  the 
User  Alliance  for  Open  Systems. 
“We’re  going  to  create  a  group  of 
proposals  for  a  transition  model. 
Open  systems  solutions  have  to 
focus  on  a  solution  for  today,  not 
tomorrow’s  dream.” 

The  roundtable  plans  to  con¬ 
vene  ^ain  this  November  in  Lon¬ 
don.  E3 


MEMPHIS,  Tenn.  —  US  Sprint 
Communications  Corp.  last  week 
became  the  first  interexchange 
carrier  to  establish  a  Common 
Channel  Signaling  System  7 
(CCS7)  connection  with  a  re¬ 
gional  Bell  holding  company. 

The  connection  between  the 
CCS7  networks  of  US  Sprint  and 
BellSouth  Corp.  at  a  South  Cen¬ 
tral  Bell  Telephone  Co.  local  ex¬ 
change  office  here  will  have  the 
immediate  effect  of  speeding  call 
setup  time  for  Memphis  custom¬ 
ers,  among  other  things. 

But  more  importantly,  ana¬ 
lysts  say,  the  interconnection  sig¬ 
nals  the  growing  cooperation 
between  local  exchange  and 
long-haul  carriers  to  provide  in¬ 
telligent  network  services. 

According  to  Gregory  Mes- 
niaeff,  an  analyst  at  Northern 
Business  Information,  a  market 
research  firm  in  New  York,  this 
type  of  link  is  central  to  the  provi¬ 
sion  of  nationwide,  end-to-end 
intelligent  network  services. 

The  US  Sprint-BellSouth  inter¬ 
connection  “is  a  major  first  step 
toward  the  deployment  of  ad¬ 
vanced  signaling  systems  that 
will  eventually  make  Intelligent 
Network  and  ISDN-based  services 
available  nationwide,”  he  said. 

Courtney  Munroe,  project 
manager  of  telecommunications 
services  at  Northern  Business  In- 


Users  and  analysts  last  week 
applauded  networking  compa¬ 
nies  for  pushing  ahead  with  new 
multivendor  service  and  support 
programs. 

A  growing  number  of  vendors 
are  teaming  up  to  provide  users 
with  a  single  point  of  contact  for 
service  and  support  of  their  mul¬ 
tivendor  networks.  For  example, 
Hewlett-Packard  Co.  last  week 
improved  its  Network  Support  Af¬ 
filiate  Program  through  an  agree¬ 
ment  with  Microsoft  Corp.  under 
which  HP  will  support  Microsoft’s 
LAN  Manager,  SQL  Server  and 
other  software  products. 

Two  weeks  ago,  Novell,  Inc. 
announced  the  formation  of  an 
alliance  with  1 1  other  vendors  to 
provide  cooperative  technical 
support  to  mutual  customers.  An¬ 
alysts  are  citing  this  alliance  as  a 
model  for  other  vendors  to  follow 
in  the  future. 

Novell’s  Technical  Support  Al¬ 
liance  (TSA)  includes  IBM,  Mi- 


formation,  said  the  US  Sprint- 
Bell  South  announcement  will 
put  pressure  on  other  RBHCs  to 
become  more  aggressive  in  pur¬ 
suing  CSS7-related  activities. 

Although  CCS7  has  been  avail¬ 
able  throughout  the  US  Sprint 
network  for  the  past  three  years, 
lack  of  local  exchange  carrier 
compatibility  prevented  the  car¬ 
rier  from  using  the  technology’s 
full  functionality  in  many  public 
network  applications,  he  said. 

Users  have  lamented  the  slow 
deployment  of  CCS7  by  the 
RBHCs  to  meet  the  advanced  ser¬ 
vice  needs  of  corporate  custom¬ 
ers.  Collectively,  the  RBHCs  sup¬ 
port  only  about  a  quarter  of  dl 
local  access  lines  from  CCS7- 
equipped  central  office  switches. 

Steven  Sazegari,  an  analyst  at 
Dataquest,  Inc.,  pointed  to  the 
high  cost  of  deploying  CCS7  as 
the  primary  reason  RBHCs  have 
been  slow  to  implement  the  tech¬ 
nology.  CCS7  is  important  to  us¬ 
ers  because  it  is  the  foundation 
for  Integrated  Services  Digital 
Networks  and  other  intelligent 
network  capabilities. 

“The  interconnection  is  a 
good  sign  of  progress,”  said  Rob¬ 
ert  Hutchinson,  president  of  Soft- 
right,  Inc.  in  Hightstown,  N.J. 
“I’ve  had  trouble  developing  and 
selling  ISDN-based  applications 
because  the  connectivity  is  large¬ 
ly  local  and  everyone  is  waiting 
for  wide-area  connectivity.”  □ 


crosoft  and  other  key  industry 
players.  Companies  tiill  cross- 
train  technical  staffs  and  ex¬ 
change  products  and  technology 
to  provide  customers  with  one- 
stop  problem  resolution. 

“Multivendor  service  pro¬ 
grams  are  definitely  desirable 
given  our  mix  of  products,”  said 
Michael  Prince,  director  of  infor¬ 
mation  services  at  Burlington 
Coat  Factory  Warehouse  in  Leba¬ 
non,  N.H.  “What  vendors  need  to 
show  me  is  that  these  programs 
work  and  are  affordable.” 

Carolyn  Watson,  senior  ana¬ 
lyst  for  network  support  at  Inter¬ 
national  Data  Corp.,  a  Framing-- 
ham.  Mass.,  market  research 
firm,  predicted  that  more  TSA- 
like  agreements  will  be  formed  in 
years  ahead,  especially  if  Novell 
can  make  it  work.  “It’s  this  kind 
of  cooperation  that  is  essential  to 
making  sure  that  customers’  ser¬ 
vice  needs  are  met,”  she  said. 

At  least  one  member  of  the  No¬ 
vell  group  is  already  plotting  a 
( continued  on  page  59) 


At&T  survey  shows  users 
support  carriefs  freedom 

By  Anita  Taff 

Washington  Bureau  Chief 


Integrated  net  users  praise 
multivendor  service  plans 

User  needs  push  suppliers  to  team  on  service. 

By  Bob  Brown 

Senior  Editor 


How  You  Operate  Your 
Network  Is  Your  Business* 

How  Your  Network 
Operates  Is  Ours, 

Networked  AT&T  Systems  From  ERI. 


jirtnaaiii 


Productive  networking  is  our  business.  We  per¬ 
form  analysis,  design,  systems  configuration,  integra¬ 
tion,  installation,  network  management,  support, 
training  and  maintenance  to  ensure  peak  system 
performance  for  Fortune  500  companies  nationwide: 

■  Connectivity  from  ERI  includes  the  WGS  com¬ 
puter  system  family  from  AT&T.  We  recommend 
AT&T’s  most  powerful  desktop  workstations  such 
as  the  6386/25  WGS,  the  flexible  6386  SX/EL, 


and  the  affordably  versatile  6286.  And  for  these 
state-of-the-art  systems,  we  design  connectivity 
solutions  supported  by  AT&T’s  StarGROUP 
LAN  Manager  Server  Version  3.4. 

■  ERI  University  instructors  use  the  UNIX-based 
AT&T  StarServer  Group  i486  to  train  MS-DOS- 
users  to  achieve  maximum  productivity  in  their 
native  mode.  They  learn  to  leverage  the  power  of 
UNIX,  while  accessing  multiple  operating  systems, 


■  In  a  network  designed  by  ERI’s  Systems 
Engineers,  Novell  NetWare  supports  client/ 
server  applications,  multi-station  linkages  and 
remote  connectivity  -  without  compromising 
the  highest  security  standards. 

Making  your  business  more  productive  is  ERI’s 
business.  That’s  why  we’re  the  nation’s  leader  in 
AT&T  networked  computing  solutions.  Call  us 
today  at  (800)  222-1050.  Ask  for  Dept.  G. 


Em 

Answering  your  needs  today. 

Anticipating  your  needs  for  tomorrow. 

Corporate  Headquarters:  180  Vanderbilt  Motor  Parkway,  Hauppauge,  NY  1 1788-9682 
(800)  222-1050  Fax  (516)  435-0995 
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After  being  a  professor,  author 
and  championship  athlete, 
he  was  fina%  in  a  position  to 

change  the  world. 


Ralph  Bunche  wanted  to  teach. 
So  he  became  a  professor  at 
Harvard,  and  later,  the  chairman  of 
the  political  science  department  at 
Howard  University. 

He  wrote  two  books  that  look 
at  race  relations  in  the  U.S.  and 
the  world. 

As  a  noted  statesman  and 
negotiator,  Bunche  led  the  United 
Nations’  commission  that  eased  the 
Arab-Israeli  conflict  in  1949. 

He  was  awarded  the  Nobel 
Peace  Prize,  the  Presidential 
Medal  of  Freedom  and 
more  than  fifty  honorary 
degrees  from  colleges  and 
universities  around 
the  world. 
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Some  people  have  a  talent  for 
helping  those  whose  lives 
they  touch.  But  few  have  a  wealth  of 
talents  that  can  help  the  entire  world. 


And,  he  was  even 
a  starting  guard 
on  three  consecutive  Pacific 

Conference  championship  basketball  advanced  solutions 

teams  while  at  UCLA.  to  a  surprising  variety 

If  you  understand  how  Bunche  of  communications  problems, 
combined  his  unique 
abilities  to  meet  and  excel 
at  many  challenges,  you’ll 
understand  the 
commitment  of  BellSouth. 

Individually,  the 
companies  of  BellSouth 
are  considered  among  the 
best  in  their  field.  Brought  together.  For  the  past  three  years  in  an 
they  can  provide  technologically  annual  survey  by  Fortune  magazine, 

senior  industry  executives  have 
named  BellSouth  the  most  admired 
telecommunications  company  in 
the  United  States. 

Which  means  if  you’re  looking 
at  your  own  communications 
needs,  the  companies 
of  BellSouth  may  be 
just  the  partner 
you’re  looking  for. 

After  all,  when  you 
can  surround  a  problem 

with  remarkable  talent, 
there’s  no  telling  what 
kind  of  solution 
you’ll  negotiate. 


HOW  THE  COMPANIES  OF  BELLSOUTH  INTHSRAIED 
MA^nr^AIENIS^O  HELP  SIAIE  GOVERNAiENTS. 

Deagned  an  integrated  telecommunications  and 
ii^rmation  syaems  solution  utilizing  computers,  gateways, 
t^phone  systems  and  wke  mail  to  support  a  state  lottery. 

linked  together  key  locathns  cKa!txs  the  state  with  a 
dieted  data  network Jrr  transmitting  important 
documents  with  customer  control  (^network  colouration 

Modernized  the  state  capital  communicalxrns  system 
by  installing  a  state-of-the-art  digital  switching  system. 


Telecommunications  Irjformation  Services  Mobile  Communications  Advertising  Services 


Everything  you  expect Jrom  a  leader^^ 


INDUSTRY  UPDATE 

VENDOR  STRATEGIES,  MARKET  TRENDS  AND  FINANCIALS 


Worth  Noting 


“T 

X  think  the  NCR 
[Corp.]  computing 
strategy  is  exciting 
enough  on  its  own. 
Now  NCR  has  the  deep 
pockets  of  AT&T  to 
help  carry  out  its 
strategy.  That’s  a 
positive 
development.” 

David  Evans 

Vice-president  and  director 
of  information  systems 
J.C.  Penney  Company,  Inc. 

Dallas 


eople  & 
Positions 


Alan  Kessler  last  week 
was  named  general  manager 
of  3Com  Corp.’s  Network 
Systems  Division. 

Kessler,  a  3Com  vice-presi¬ 
dent,  will  be  responsible  for 
leading  the  division’s  market¬ 
ing,  engineering  and  manu¬ 
facturing  operations. 

Network  Systems  Division, 
formed  last  October,  focuses 
on  terminal  servers,  wiring 
hubs,  protocol  software  and 
internetworking  equipment. 
Eric  Benhamou,  3Com’s  presi¬ 
dent  and  chief  executive  offi¬ 
cer,  had  been  managing  the  di¬ 
vision  since  its  inception. 

Previously,  Kessler  was 
vice-president  and  general 
manager  of  3Com’s  Distribut¬ 
ed  Systems  Division,  which  in¬ 
cludes  network  servers  and 
workstations. 


Gerard  Caccappolo  last 
week  was  named  vice-presi¬ 
dent  of  Worldwide  Carrier/ 
Post  Telephone  and  Tele¬ 
graph  Programs  at  Time- 
plex,  Inc. 

In  his  new  position,  Cac¬ 
cappolo  will  define  Time- 
plex’s  strategy  and  tactics  for 
increasing  Timeplex’s  current 
carrier/I^T  market  share. 
Caccappolo  joined  in  1988  as 
vice-president  of  network 
strategy.  Most  recently,  as 
vice-president  of  network  ar¬ 
chitecture,  he  was  involved  in 
the  firm’s  new  Broadband 
Networking  Program.  □ 


Vendors  respond  to  move 
to  faster  EDI  networking 

Offering  new  tools  for  fast-batch,  interactive  EDI. 


By  Bob  Brown 

_ Senior  Editor _ 

As  user  demand  grows  for 
tools  supporting  faster  methods 
of  electronic  data  interchange, 
vendors  are  responding  with  a  va¬ 
riety  of  new  software  and  net¬ 
working  products. 

Today,  a  growing  number  of 
users  are  migrating  from  tradi¬ 
tional  store-and-forward  EDI  to 
fast  batch,  interactive  and  event- 
driven  methods  of  exchanging 
electronic  documents  with  trad¬ 
ing  partners  (“Pioneering  users 
moving  to  faster  methods  of 
EDI,’’ W,  May  6). 

Many  observers  said  IBM  le¬ 
gitimized  the  market  for  faster 
EDI  tools  last  month  when  it 
rolled  out  EDI  software  for  MVS- 
based  mainframes  that  provides 
for  the  near  real-time  exchange 
of  business  documents  (“IBM 
EDI  software  to  run  in  near  real¬ 
time  mode,’’  NW,  April  15). 

Next  month,  the  Ordernet  Ser¬ 
vices  Division  of  Sterling  Soft¬ 
ware,  a  Dublin,  Ohio,  provider  of 
EDI  software  and  network  ser¬ 
vices,  is  expected  to  unveil  its 
own  software  for  real-time  EDI. 
The  division  last  fall  introduced 
its  Event-Driven  EDI  Module  for 
IBM  MVS  mainframes. 

This  month,  Sterhng  Software 
plans  to  complement  its  software 
upgrades  by  boosting  its  value- 
added  network  to  support  both 
event-driven  and  real-time  EDI, 
said  Doris  Korda,  vice-president 
of  product  management  at  the 
Ordernet  division. 

Other  leaders  in  the  EDI  soft¬ 


ware  and  net  services  market, 
such  as  GE  Information  Services 
(GEIS)  and  Kleinschmidt,  Inc., 
claim  to  have  offered  such  ser¬ 
vices  for  years.  For  example,  both 
GEIS  and  Kleinschmidt  offer  net¬ 
work  services  that  enable  an  EDI 
mailbox  to  automatically  estab¬ 
lish  communications  with  a  recip¬ 
ient’s  site  to  deliver  a  document. 

“Picking  up  EDI  messages  in 
the  purchase  order  business  once 
a  day  isn’t  worth  a  damn,”  said 
Harry  Gaples,  president  of 
Kleinschmidt,  based  in  Deerfield, 
Ill.  “We  have  customers  asking  us 
to  get  acknowledgments  that  a 
purchase  order  has  been  received 
in  15  minutes.” 

Guy  Fisher,  manager  of  EDI 
product  marketing  for  GEIS  in 
Rockville,  Md.,  said  his  company 
may  need  to  boost  customer 
awareness  of  its  existing  EDI*Ex- 
press  and  Priority  Mailbox  offer¬ 
ings  now  that  users  seem  to  be 
embracing  faster  EDI  methods. 

“There’s  a  lot  of  market  inter¬ 
est  in  event-driven  EDI,”  he  said. 

Walter  Ulrich,  director  of  the 
Pacific  Southwest  offices  of  Ar¬ 
thur  D.  Little,  Inc.  in  Los  Angeles, 
said  the  migration  of  users  from 
traditional  batch  mode  EDI  to 
faster  methods  of  EDI  is  a  natural 
evolution. 

“Sending  EDI  in  a  batch  mode 
overnight  used  to  be  a  tremen¬ 
dous  advantage  over  moving  doc¬ 
uments  by  mail  or  some  other 
physical  method,”  Ulrich  said. 
“But  that’s  not  good  enough  for 
many  users  anymore  in  this  era  of 
just-in-time  processes.”  □ 


INDUSTRY  BRIEFS 


Cabletron  licenses  OSI  software.  Cabletron  Sys¬ 
tems,  Inc.  last  week  announced  it  has  licensed  Touch  Communi¬ 
cations,  Inc.’s  Alliance  Open  Systems  Interconnection  network 
management  software. 

Under  the  agreement,  Cabletron  plans  to  incorporate  Touch 
Communications’  Alliance  OSI  software  into  its  Spectrum  and 
Remote  LANview/Windows  network  management  products.  By 
doing  so,  Cabletron  is  taking  a  step  toward  supporting  the 
Common  Management  Information  Protocol,  an  OSI  network 
management  standard. 

Alliance  OSI  software  implements  the  OSI/Network  Manage¬ 
ment  Forum’s  Release  1  net  management  specifications. 

Gandalf  and  OST  join  forces.  Gandalf  Technologies, 
Inc.  last  week  announced  the  signing  of  an  OEM  agreement  with 
OST,  Inc.,  a  Chantilly,  Va.,  maker  of  X.25  packet  switches. 

Under  the  agreement,  Gandalf  will  market  OST’s  line  of  X.25 
packet  switches  in  Canada,  the  U.K.  and  the  U.S.  The  company 
said  it  will  focus  on  selling  the  gear  for  finance  and  government 
accounts.  □ 


Proposed  SMDS  interface 


Management  capabilities 

DSU  reset/self-test 
Data  control 

Link  performance  management 
DSU  performance  management 


DSU/CSU 


T-1  or  T-3 


SMDS 

network 


DSU/CSU  =  Data  service  unit/channel  service  unit 
Ethernet  Token  ring  SMDS  =  Switched  Multimegabit  Data  Service 


Proposed  SMDS  interface  links  routers  to  SMDS  network  via  DSU/CSUs 
and  provides  management  capabilities. 

GRAPHIC  BY  SUSAN  J.  CHAMPENY  SOURCE:  UNGERMANN-BASS.  INC..  SANTA  CLARA,  CAUF. 


Vendors  team  up  on 
new  SMDS  interface 

Consortium  hopes  to  speed  development  of 
customer  premises  equipment  supporting  SMDS. 


By  Bob  Brown 

Senior  Editor 

SANTA  CLARA,  Calif.  —  A 
consortium  of  internetworking 
and  wide-area  network  vendors 
last  week  unveiled  a  standards- 
based  interface  for  linking  local- 
area  networks  to  Switched  Multi¬ 
megabit  Data  Service  (SMDS) 
networks. 

In  proposing  a  nonpropri¬ 
etary  specification,  the  consor¬ 
tium  is  seeking  to  speed  the  de¬ 
velopment  of  customer  premises 
equipment  that  supports  emerg¬ 
ing  SMDS  services.  Some  vendors 
plan  to  support  the  interface  in 
products  by  year  end. 

SMDS  is  a  new  class  of 
switched  data  service  that  oper¬ 
ates  at  speeds  ranging  from  T-1 
to  T-3 .  Late  this  year  or  early  next 
year,  local  exchange  carriers  are 
expected  to  roll  out  SMDS  ser¬ 
vices  that  are  particularly  well 
suited  for  interconnecting  LANs. 

Members  of  the  new  SMDS  in¬ 
terface  consortium  are  internet¬ 
working  vendors  Advanced  Com¬ 
puter  Communications  (ACC), 
Ungermann-Bass,  Inc.  and  Well- 
fleet  Communications,  Inc., 
along  with  WAN  vendors  Digital 
Link  Corp.  and  Verilink  Corp. 

The  consortium’s  proposal 
consolidates  key  features  from 
interface  specifications  being 
drafted  by  two  previously  sepa¬ 
rate  groups  —  one  pairing  Well- 
fleet  and  Digital  Link  and  another 
consisting  of  ACC,  Ungermann- 
Bass,  Digital  Link  and  Verilink. 

The  interface  is  designed  to 
enable  bridge/routers  support¬ 
ing  LANs  to  connect  to  SMDS  net¬ 
works  via  data  service  unit/chan¬ 
nel  service  units  (DSU/CSU). 

The  interface  partitions  SMDS 
functions  between  the  bridge/ 
router  and  the  DSU/CSUs  for 


more  effective  communications. 

The  consortium  plans  to  pre¬ 
sent  its  interface  specifications  to 
the  SMDS  Interest  Group,  a  larger 
consortium  of  carriers  and  equip¬ 
ment  makers  seeking  to  promote 
the  development  of  SMDS  prod¬ 
ucts  and  services.  The  interest 
group’s  next  meeting  is  in  June. 

According  to  Jayshree  Ullal,  a 
senior  product  line  manager  at 
Ungermann-Bass,  the  interface 
has  a  good  shot  at  becoming  a  de 
facto  industry  standard  given  its 
support  by  key  vendors. 

The  interface  is  based  on  the 
High-Level  Data  Link  Control 
protocol,  which  is  already  widely 
used  for  communications  be¬ 
tween  LAN  and  DSU  equipment, 
Ullal  said.  It  also  incorporates 
network  management  features. 

David  Yates,  senior  product 
manager  for  wide-area  network¬ 
ing  at  Wellfleet,  said  more  ven¬ 
dors  are  close  to  announcing  sup¬ 
port  for  the  interface,  though  he 
could  not  provide  details. 

Networks  Systems  Corp.,  a 
Minneapolis  maker  of  routers 
and  other  networking  equip¬ 
ment,  has  said  it  will  support  the 
interface. 

Brent  Bilger,  product  line 
manager  for  wide-area  network¬ 
ing  at  Cisco  Systems,  Inc.,  ac¬ 
knowledged  that  the  interface 
has  many  attractive  features,  but 
refrained  from  announcing  Cis¬ 
co’s  full  support  for  it. 

Cisco,  which  holds  the  biggest 
share  of  the  router  market,  is  pro¬ 
posing  its  own  SMDS  specifica¬ 
tions  based  on  work  it  conducted 
during  the  past  eight  months.  Cis¬ 
co  has  developed  SMDS  inter¬ 
faces  in  conjunction  with  ADC/ 
Kentrox  Industries,  Inc.  and  NEC 
America,  Inc.  that  will  be  avail¬ 
able  later  this  year.  □ 
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The  end  of  the  road 
for  overeharges. 


AT&T  Corporate  Calling  Card 
Essential  to  the  business  on  the  move. 


Not  all  pay  phones  automatically  connect  you  with  AT&T.  At  some, 
operator  service  companies  you’ve  never  even  heard  of  can  charge 
you  two  to  three  times  the  AT&T  price.*  But  when  your  employees 
use  the  AT&T  Corporate  Calling  Card,  you  can  be  sure  they’re 
using  the  ciuality  AT&T  network  for  all  their  long 
distance  calls.  That  means  you’re  protected  from  the 
higher  rates  charged  by  some  unfamiliar  operator 
service  companies.  And  you’re  getting  the  quality 
Al'&T  service  you  want  and  prices  you  expect. 

You  can  also  earn  the  maximum  AT&T  discount, 
because  AT&T  offers  savings  on  calling  card  usage 
with  our  interstate  volume  discount  plans  such 
as  WATS  And  MEGACOM^  WATS. 

Cost  control.  Another  AT&T  advantage. 


I'or  more  information  about  the  AT&T  Corporate 
Calling  Card,  call  your  AT&T  Account  Executive  or 

1  800  222-0400,  ext.  2150. 


*l5a.s(.-<.l  on  a  conipari.son  of  billetl  chargc.s  and  surcharj'c.s 
of  alternate  o(X‘rator  .service  companies. 

©  1991.  A 
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TELECOMMUNICATIONS 

CARRIER  SERVICES,  CENTREX,  CPE,  WIRING  SYSTEMS  AND  BYPASS 


GSA  halts  plans  to  migrate 
Navy  traffic  to  FTS  2000 

Hopes  to  quell  Congress’  concerns  of  impropriety. 

By  Ellen  Messmer 

Washington  Correspondent 


Proposed  Bell  Atlantic  ISDN  service  rates 


Tariff 


Cost  * 


Centrex  BRI 

$25  per  month  (voice) 

Non-Centrex 

BRI 

Still  unformulated  . 

PRI 

$900  per  month  (voice  and  data) 

2  to  5  cents  per  minute  usage  charge  (data) 

Residential 

$12  per  month  over  standard  maintenance  fee  (voice) 

BRI 

$5  per  month  over  standard  maintenance  fee 
(packet-switched  data) 

$8  per  month  over  standard  maintenance  tee 
(circuit-switched  service) 

BRI  =  Basic  Rate  Interface 
PRI  =  Primary  Rate  Interface 


SOURCE;  BELL  ATLANTIC  CORP.,  WASHINGTON.  D.C. 

GRAPHIC  BY  SUSAN  J.  CHAMPENY 


Bell  Atlantic  unveils 
ISDN  rollout  plans 

The  carrier’s  new  enthusiasm  for  the  service  is 
based  in  part  on  the  National  ISDN  1  standard. 


By  Ellen  Messmer 

Washington  Correspondent 


Bell  Communications 
Research  recently  said  it  is 
planning  to  host  a  meeting  to 
encourage  Integrated  Services 
Digital  Network  customer 
premises  equipment  and  ap¬ 
plication  software  vendors  to 
build  products  conforming  to 
its  National  ISDN  1  specifica¬ 
tion. 

The  meeting,  to  be  held 
July  9  and  10  at  the  Omni 
Shoreham  Hotel  in  Washing¬ 
ton,  D.C.,  is  open  to  private 
branch  exchange  and  central 
office  switch  vendors,  local 
and  interexchange  carriers, 
and  users.  It  marks  the  first 
time  ISDN  customer  premises 
equipment  and  application 
software  vendors  have  been 
invited  to  meet  with  the  re¬ 
gional  Bell  holding  companies 
that  fund  Bellcore. 

Sessions  will  target  techno¬ 
logical  and  marketing  hurdles 
that  vendors  must  overcame 
to  implement  National  ISDN  1 , 
which  defines  a  standard  ISDN 
interface  to  the  public  net¬ 
work  and  inter-central  office 
switch  communications. 

AT&T  last  week  an¬ 
nounced  AT&T  Small  Business 
Option,  an  outbound  long-dis¬ 
tance  calling  service  for  com¬ 
panies  that  spend  $25  to  $250 
a  month  on  services. 

The  new  service  offers  cus¬ 
tomers  100  minutes  of  month¬ 
ly  outgoing  direct-dialed 
state-to-state  calling  for  the 
flat  rate  of  $20,  regardless  of 
(continued  on  page  12) 


WASHINGTON,  D.C  —  Influ¬ 
enced  by  requests  from  Congress, 
the  General  Services  Administra¬ 
tion  has  put  on  hold  its  plan  to  mi¬ 
grate  the  U.S.  Navy’s  long-haul 
traffic  to  US  Sprint  Communica¬ 
tions  Co.  under  the  Federal  Tele¬ 
communications  System  (FTS) 
2000  contract. 

Although  the  GSA  move  is  de¬ 
signed  to  quell  congressional 
concerns  about  possible  FTS 
2000  contract  improprieties,  by 
the  GSA’s  own  account,  it  throws 
the  Navy’s  network  plans  into  dis¬ 
array  and  may  result  in  hundreds 
of  thousands  of  dollars  in  new  ex¬ 
penses  and  a  lawsuit  from  US 
Sprint. 

The  GSA  decision  to  suspend 
the  Navy  portion  of  the  FTS  2000 
contract  marked  a  complete  turn¬ 
around  from  the  agency’s  posi¬ 
tion  in  an  April  30  letter  to  Rep. 
John  Conyers  (D-Mich.),  head  of 
the  U.S.  House  Government  Op¬ 
erations  Committee. 

At  that  time,  Richard  Austin, 
GSA  administrator,  turned  down 
a  request  from  Conyers  to  sus¬ 
pend  the  Navy  portion  of  the  con¬ 
tract  until  questions  regarding 
the  Navy’s  assignment  to  US 
Sprint  are  cleared  up. 


In  his  letter  to  Conyers,  Austin 
wrote  that  US  Sprint  had  complet¬ 
ed  site  surveys,  subcontractor  ar¬ 
rangements  and  engineering  to 
cut  over  1 56  Navy  locations  to 
the  new  voice  and  data  network, 
planned  for  May  and  September, 
respectively. 

In  a  statement  issued  recently, 
US  Sprint  said  it  would  be  very 
disappointed  if  the  Navy  were  re¬ 
assigned,  as  the  carrier  is  already 
in  the  process  of  converting  Navy 
traffic  onto  the  FTS  2000  net. 

Halting  the  work,  Austin  said, 
would  invite  possible  breach  of 
contract  claims  by  US  Sprint. 

“Service  initiation  charges 
alone  would  amount  to  upward  of 
$750,000.  In  addition,  US  Sprint 
could  file  claims  for  additional 
damages,’’  Austin  stated. 

However,  under  last  week’s 
agreement  between  Austin  and 
Conyers,  the  GSA  has  suspended 
the  Navy  portion  of  the  contract 
until  an  assistant  administrator 
for  FTS  2000  post  is  created  and 
filled.  That  person  would  then  de¬ 
termine  whether  the  GSA  deci¬ 
sion  to  assign  the  Navy  to  US 
Sprint  should  be  reversed. 

The  Navy  portion  of  the  hotly 
contested  FTS  2000  contract, 
originally  assigned  to  AT&T,  was 
( continued  on  page  12 ) 


WASHINGTON,  D.C.  —  BeU 
Atlantic  Corp.  recently  mapped 
out  its  plans  to  roll  out  Integrated 
Services  Digital  Network  offer¬ 
ings  later  this  year  and  disclosed 
its  pricing  strategy  for  those  ser¬ 
vices  as  well. 

The  carrier,  conceding  it  has 
kept  ISDN  on  the  back  burner, 
said  its  renewed  enthusiasm  for 
the  technology  is  due  to  efforts  by 
equipment  manufacturers  to  im¬ 
plement  common  ISDN  stan¬ 
dards,  thus  eliminating  equip¬ 
ment  interoperability  problems. 

Frank  Schaffer,  data  products 
marketing  manager  at  Bell  Atlan¬ 
tic,  said  the  company  later  this 
year  will  file  its  first  ISDN  tariffs 
with  state  public  utility  commis¬ 
sions.  The  rollout  schedule  calls 
for  the  filing  of  a  Centrex  Basic 
Rate  Interface  (BRI)  tariff  in 
third-quarter  1991,  followed  by 
the  filing  of  a  tariff  for  non-Cen- 
trex  BRI  service  in  the  first  quar¬ 
ter  of  next  year. 

Its  tariff  for  Primary  Rate  In¬ 
terface  service  will  be  filed  in 
first-quarter  1992,  followed  by  a 
tariff  for  residential  BRI  service 
in  second-quarter  1992  (see 
graphic,  this  page). 

The  ISDN  services  will  be 
backed  up  by  a  Common  Channel 
Signaling  System  7  (CCS7)  net¬ 
work,  an  out-of-band  signaling 
network  that  Bell  Atlantic  is  in¬ 
stalling  to  support  ISDN.  “We’ll 
have  90%  deployment  of  [Signal¬ 
ing  System  7]  in  the  1993-to- 
1994  time  frame,”  Shaffer  said. 

The  carrier  has  293  switches 
equipped  to  support  ISDN  and 
will  have  a  total  of  700  ready  by 
1994.  The  company  now  has  6.9 
million  lines  capable  of  support¬ 
ing  BRI,  with  plans  to  have  17.1 
million,  or  90%  of  its  lines,  sup¬ 
porting  the  interface  by  1994. 


The  company  has  already  sold 
23,000  ISDN  lines  in  customer- 
specific  arrangements. 

Bell  Atlantic’s  new  plans  are 
based  in  part  on  an  industrywide 
commitment  announced  in 
March  to  adhere  to  National  ISDN 
1,  Bell  Communications  Re¬ 
search  technical  references  in¬ 
tended  to  alleviate  equipment 
compatibility  problems. 

At  that  time,  several  switch 
manufacturers  and  three  of  the 
regional  Bell  holding  companies 
announced  they  would  support 
the  references  starting  in  1992. 


T 

X  he  company  has 
already  sold  23,000 
ISDN  lines  in  customer- 
specific  arrangements. 

AAA 


This  collective  effort  was  orga¬ 
nized  under  the  auspices  of  the 
Corporation  for  Open  Systems 
International  (COS). 

Schaffer  said  the  ISDN  cus¬ 
tomer  premises  equipment  inter¬ 
operability  problems  made  his 
firm  reluctant  to  deploy  ISDN  un¬ 
til  the  issues  were  resolved.  “The 
big  thing  about  the  COS  an¬ 
nouncement  is  [that]  it  sets  the 
stage,”  he  said,  adding  that  in  the 
future,  users’  customer  premises 
equipment  should  be  compatible 
with  ISDN,  regardless  of  which 
manufacturers’  switches  are  in¬ 
stalled  in  an  RBHC  central  office. 

“Now  that  we  have  [the  com¬ 
mon  ISDN  line-coding  standard] 
2B1Q,  we’re  changing  our  sales 
strategy  to  actively  market 
ISDN,”  Schaffer  said.  l3 


WASHINGTON  UPDATE 


BY  ANITA  TAFF 

AT&T  reacts  to  leveraging  claims.  AT&T  last  week 
defended  a  proposed  service,  CustomNet  Plus,  in  which  it  would 
offer  small  business  users  combined  discounts  on  their  inbound 
and  outbound  traffic. 

last  June,  the  Federal  Communications  Commission  rejected 
as  unlawful  a  similar  AT&T  proposal  to  offer  combined 
discounts  on  800  and  Software-Defined  Network  (SDN)  service. 
Rival  carriers  claim  the  CustomNet  Plus  service  has  the  same 
legal  flaw:  It  allows  AT&T  to  leverage  its  dominant  position  in 
the  800  market  to  sell  another  service.  Additionally,  MCI 
Communications  Corp.  complained  that  AT&T  was  trying  to 
undermine  its  MCI  Preferred,  a  similar  service,  by  announcing 
several  months  in  advance  that  it  would  offer  a  competing 
service. 

Last  week,  AT&T  dimissed  both  claims  as  meritless.  “Merely 
branding  AT&T’s  [CustomNet  Plus]  as  an  effort  at  leveraging,  as 
MCI  and  US  Sprint  [Communications  Co.]  have  done,  does  not 
support  any  claim  of  anticompetitive  pricing,”  AT&T  stated  last 
week  in  a  filing  with  the  FCC. 

AT&T  said  its  offering  could  be  considered  as  leveraging 
only  if  it  refuses  to  sell  one  service  unless  a  second  service  is 
purchased.  AT&T  pointed  out  that  it  sells  SDN  and  800  services 
separately  under  tariffs. 

AT&T  also  rebutted  the  idea  that  it  is  leveraging  its  position 
in  the  800  service  market  to  sell  the  SDN  service.  Despite  the 

( continued  on  page  12 ) 
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Carrier  Watch 

continued  from  page  11 

distance  or  time  of  day  when  the  calls  are 
placed.  Calls  over  the  100-minute  allot¬ 
ment  are  billed  at  20  cents  a  minute. 

AT&T  Small  Business  Option  includes 
flat  rates  on  all  outgoing  interstate  direct- 
dialed  domestic  calls  and  all  direct-dialed 
interstate  calls  charged  to  the  AT&T  Cor¬ 
porate  Card.  There  is  no  limit  on  the  num¬ 
ber  of  calls  customers  can  place  each 
month. 

The  carrier  issues  a  1 0%  monthly  credit 
on  all  direct-dialed  intrastate  calls  and  a 
1 0%  discount  on  all  direct-dialed  domestic 
interstate  calls  charged  to  the  AT&T  Cor¬ 
porate  Card. 


AT&T  Small  Business  Option  will  be 
available  June  24,  pending  Federal  Com¬ 
munications  Commission  approval. 

US  Sprint  Communications  Co.  re¬ 
cently  announced  that  it  has  renewed  and 
expanded  a  five-year,  $  1 5  million  contract 
to  provide  Florists  Transworld  Delivery 
Association  (FTD)  with  a  wide  variety  of 
network  services. 

Under  the  deal,  FTD  will  continue  using 
US  Sprint’s  Ultra  WATS,  800  and  Clearline 
1.5  T-1  services.  The  renewed  agreement 
also  calls  for  the  agency  to  begin  using  US 
Sprint’s  year-old  Integrated  Services  Digi¬ 
tal  Network  offering.  US  Sprint  said  it  han¬ 
dles  the  majority  of  voice  and  data  services 
for  FTD.  □ 


Washington  Update 

continued  from  page  11 

fact  that  the  carrier  has  an  80%  share  of  all 
800  services  and  users  cannot  utilize  their 
existing  800  number  if  they  switch  to  a  ri¬ 
val  carrier,  AT&T  claims  it  does  not  have  a 
dominant  position  in  the  800  market. 

In  another  filing  with  the  FCC  last  week, 
AT&T  also  defended  a  Tariff  12  deal  for 
Colonial  Penn  Group,  Inc.,  which  MCI 
claims  illegally  bundles  800  and  SDN  dis¬ 
counts.  MCI  filed  a  complaint  against  that 
deal  in  December. 

In  response  to  specific  questions  raised 
in  MCI’s  complaint,  AT&T  acknowledged 
that  a  large  proportion  of  the  Colonial 
Penn  deal  is  for  800  service.  The  carrier 


said  800  service  composes  7  2%  of  the  total 
minutes  billed  and  5^8%  of  the  revenue  in 
the  deal. 

AT&T  asks  FCC  to  dismiss 
WilTel  protest.  AT&T  told  the  Federal 
Communications  Commission  last  week 
that  it  should  throw  out  a  protest  filed  by 
WilTel  against  a  major  revision  AT&T 
wants  to  make  to  its  Tariff  12  deal  for 
Bridgestone/Firestone,  Inc. 

Last  month,  AT&T  told  the  FCC  it  want¬ 
ed  to  cut  the  minimum  annual  charge  for 
that  deal  by  more  than  60%,  from  $6.45 
million  to  $2.5  million. 

AT&T  said  Bridgestone/Firestone  was 
having  severe  business  difficulties  and 
could  not  meet  its  minimum  annual 
charges. 

WilTel  filed  a  complaint  against  the  re¬ 
vision,  saying  AT&T  shouldn’t  be  allowed 
to  suddenly  change  a  major  provision  of 
the  deal  that  was  supposed  to  be  perma¬ 
nent.  According  to  AT&T’s  tariffs,  users 
are  responsible  for  paying  the  minimum 
annual  charges  even  if  their  actual  traffic 
usage  costs  do  not  reach  that  total. 

AT&T  said  that  although  it  greatly  low¬ 
ered  the  minimum  annual  charge,  the  cus¬ 
tomer  made  substantial  concessions  and 
redesigned  its  network. 

The  carrier  explained  that  its  rates  for 
the  deal  increased  an  average  of  6.3%  and 
the  user  was  also  required  to  pay  a  onetime 
charge  of  $350,000  to  cover  the  costs  of 
revising  the  deal.  Additionally,  AT&T  re¬ 
duced  volume  discounts  available  to  Brid¬ 
gestone/Firestone  under  the  Tariff  12 
deal.  □ 


GSA  halts  Navy 
traffic  migration 

continued  from  page  11 

reassigned  last  October  by  the  GSA  to  US 
Sprint,  despite  protests  from  AT&T. 

Recently,  the  General  Accounting  Of¬ 
fice  and  Congress  have  attacked  the  award 
of  the  Navy  contract  to  US  Sprint  on  sever¬ 
al  counts. 

The  GSA’s  flawed  analysis  of  all  govern¬ 
ment  net  traffic  in  1 988  has  resulted  in  ser¬ 
vice  imbalances,  with  AT&T,  the  lower  bid¬ 
der,  netting  only  40%  of  revenues,  while 
US  Sprint,  the  higher  bidder,  has  gained 
about  60%  of  the  network  traffic. 

FTS  2000  calls  for  AT&T  to  receive  60% 
and  US  Sprint  to  hold  40%. 

Congress  and  the  GSA  maintain  that  the 
Navy  reassignment,  with  traffic  valued 
from  $20  million  to  over  $100  million, 
only  aggravates  the  existing  imbalance. 

Conyers  last  week  commended  Austin 
for  his  decision  to  suspend  US  Sprint’s 
Navy  portion  of  the  contract. 

“We  now  have'  the  opportunity  for  the 
largest  civilian  contract  ever  to  become  a 
model  for  success,  rather  than  the  chaos  it 
has  been  until  now,’’  Conyers  said. 

Sources  at  the  GSA  and  Congress  said 
the  GSA’s  reversal  on  the  Navy  deal  came 
as  a  result  of  fear  of  appropriations  cut¬ 
offs,  and  congressional  threats  to  demand 
all  documents  relating  to  FTS  2000  and  to 
subpoena  GSA  employees  and  Budget  Di¬ 
rector  Richard  Darman. 

AT&T  welcomed  the  move  to  suspend 
Navy  traffic. 

“In  particular,  the  recommitment  to 
achieving  the  original  60%-to-40%  con¬ 
tract  split  —  cumulatively  over  the  pro¬ 
gram’s  first  four  years  —  restores  integri¬ 
ty  to  this  competitively  awarded  contract,” 
AT&T  said  in  a  statement.  □ 


The  real  reason 

other  call  accounting  companies 
won^t  offer  you  a  moneyback 
satisfaction  guarantee. 


Fear. 


And  just  what  are  they  afraid  of,  reallyl 

Are  they  afraid  their  limited  service  staff 
won’t  be  able  to  handle  your  account? 

Are  they  afraid  their  software  won't  interface 
with  all  of  your  calls  -  international,  network, 
LATA,  OCC  -  and  PBX  type? 

Or  are  they  afraid  you’ll  discover  the 
hidden  charges  -  like  supply  costs  and 
hardware  maintenance,  report  format 
design,  data  validation,  and  person¬ 
nel  training  time  -  that  actually 
invalidates  their  ‘7oh’,  low  price”! 

Yes. 

At  Account-A-Call,  we’re  not 
afraid  to  offer  a  moneyback  guarantee  of 
satisfaction. 

With  service  centers  on  both  coasts,  regional 
support  representatives  and  flexible  software  - 
that  we  maintain  -  with  the  capability  to  modify 
report  format  to  suit  your  ever  changing  needs, 
we  have  absolute  confidence  in  our  ability  to 
continually  satisfy  our  customers. 

70  South  Lake  Avenue/Ninfh  Floor,  Pasadena,  CA  91101 


In  fact,  we’re  not  afraid  to  admit  that  we’re 
the  best  in  the  call  accounting  business  .  .  . 
number  one  in  our  industry  for  over  19  years. 

We  have  over  a  thousand  satisfied 
customers,  including  a  full  one-third  of  the 
Fortune  1000,  who  enjoy  receiving  accurate, 
concise,  timely  reports,  as  well  as 
savings  of  20%  to  30%  over  the  real 
^  costs  of  in-house  systems.  And  the 
satisfaction  of  every  customer  is 
protected  by  Account-A-Call’s 
exclusive  moneyback  guarantee. 
Learn  the  real  truth  about  call 
accounting.  For  a  free  pamphlet  on 
questions  to  ask  before  selecting  a 
service,  call  us. 

And  let  the  other  guy  worry! 

ACCOUNT-A-CALL 

iiiiiiiiiiiniiiiiHiHm 


us  (800)  447-8867  (Ext.  110) 


FAX:  (818)  564-4949 
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If  you’ve  got 
client-server  computing 

onyourmina, 
sedc  professional  Mp. 


CaU  (800)  227-4679,  Dept.R6a 


When  you’re  ready  to  talk  about  client-server 
computing,  talk  to  a  Microsoft  networking  profes¬ 
sion^.  He  or  she  will  work  with  you  and  explain  how 
to  put  the  productivity  and  downsizing  advantages 
of  client-server  computing  to  work  for  your  company 
Your  Microsoft  networking  professional  will 
help  you  resolve  power  struggles  by  explaining 
how  you  can  have  all  the  power  and  control  of  a 
mainframe  while  still  working  with  standard  PC 
hardware  and  standard  PC  operating  systems. 

Your  networking  professional  will  help  you 
keep  your  staff  happy,  by  telling  you  how  Microsoft* 
client-server  products  such  as  LAN  Manager, 


SQL  Server,  and  DCAVMicrosoft  Communications 
Server  can  connect  your  people  with  information 
they  need  while  using  the  hardware  and  applica¬ 
tions  they  want. 

Let  a  Microsoft  networking  professional  help 
take  a  load  off  your  mind.  Call  now  and  ask  for 
a  FREE  technical  backgrounder  on  client-server 
computing:  (800)  227-4679,  Dept.  R68. 


Micmsoft 

Making  it  all  make  sense' 


0 1991  Micrvsaft  Carpomtion.  AH  righis  rtsen^d.  Offer  good  only  in  the  50  United  States.  For  information  only:  in  Canada,  call  (416) 568-3503:  outside  the  US  and  Canada,  call  (206)  936-8661.  Mkrosoft  and  the  Microsoft  logo  are  registered  trademarks 
Making  it  all  make  sex)se  is  a  tradernark  of  Microsoft  (Corporation.  DCA  is  a  registered  trademark  (ff  Digital  Communications  Associates,  Inc 


WhichV.32  Modem  Is 
The  Most  Intelligent  Buy? 

Ours  Tops  The  Chart. 


. . .  “Digicom 's  9624LE+  offers  above  average 
performance,  good  compatibility. ..plenty  of 
optional  features  and  even  fax  support.:,  pc  week 


PC  WSK  High-speed  Modem  Product  Review  /  November  19, 1990 


pcm 

ANALYST'S  Scoreboard 

Hayet 

MIerocompuler 
Products,  Inc. 
Hayes  Ultra  96 

MIcrocom 

Inc. 

ax/*232hs 

Multi- Tech 
Systems  Inc. 
MultlModam  V32 

Universal 

Data 

Systems,  Inc. 
FasTalk  V.32/42b 

U.S.  Robotics 
Inc. 

Courier  V.32 
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2.  Support  of  CMer  Modems 

• 

• 

• 

• 

• 

• 

3.  V.32  /  V.42bis  Compatibility 

• 

9 

0 

O 

4.  Overall  Performance 

• 

• 

• 

• 

• 

• 

5.  Quality  of  Wort^manship 

• 

9 

9 

9 

9 

9 

SATISFACTORY  IMPROVEMENT 

Quality  and  Value 

It's  true.  Digicom 
Systems  has  improved  on 
its  already  outstanding 

Fax  available  In  PC,  v.32  technology.  Now 

Mac  and  Unix  versions  ,  ,  .  ? 

we  ve  designed  our  V.32 

standard  modems  to  run  at 
14.4K  bps  and  V.42bis. 
The  PLUS^“  option  avail¬ 
able  now  through  DSI 
enables  you  to  realize  a 
50%  improvement  in 


actual  modem  perform¬ 
ance.  And  that’s  at 
full-duplex. 

Time  is  Money 

Even  at  9600  bps  every 
additional  second  costs 
your  company  in  time 
and  line  charges.  At 
14.4K  bps  it  costs  signifi¬ 
cantly  less!  Especially 
over  a  long  distant  link. 


The  Future  is  Now 

Digicom's  DSP  chip  makes 
add-in  support  for  other 
communication  standards 
easier  than  ever.  Our  PLUS™ 
option  V.32  modem  now 
supports  V.42  and  V.42bis 
with  V.32bis.  And  fax  capa¬ 
bilities  are  also  included! 

Digicom  Systems'  new 
V.32  modem  with  the 
PLUS™  option.  Faster,  more 
efficient  and  cost  effective. 
Ahead  of  the  competition, 
and  staying  there. 


DSI 

Digicom  Systems.  Inc. 


188  Topaz  Street 
Milpitas,  CA  95035 
408/262-1277 


for  morm  Informmtlon  call 

800-833-8900 


DATA  COMMUNICATIONS 

PRODUCTS,  SERVICES,  ARCHITECTURES,  STANDARDS  AND  NETWORK  MANAGEMENT 


MAP/TOP  member  pushes 
merits  of  existing  profiles 

Calls  on  users  to  stop  development  of  new  stacks. 

By  Paul  Desmond 

Senior  Editor 


Digital  Access  Corp.  of 

Reston,  Va.,  last  week  intro¬ 
duced  tw'o  new  models  of  its 
Fracdial  data  service  unit/ 
channel  service  unit,  which 
combines  multiple  switched 
digital  links  into  a  single  pool 
of  bandwidth  for  high-speed 
data  or  video  applications. 

The  new  Fracdial  14x1  en¬ 
ables  users  to  establish  as 
many  as  14  56K  or  64K  bit/ 
sec  switched  digital  links  for  a 
total  usable  bandwidth  of 
768K  bit/sec.  The  new'  Frac¬ 
dial  24x1  supports  up  to  24 
such  links  or  a  full  T-1  circuit. 

Digital  Access  also  an¬ 
nounced  reduced  pricing  for 
Fracdial  products.  The  origi¬ 
nal  model,  which  supported 
only  eight  dial-up  links,  was 
priced  at  $9,500.  Fracdial 
14x1  is  priced  at  $6,995,  and 
Fracdial  24x1  costs  $11,500. 
Both  will  be  available  July  1 . 

The  National  Center  for 
Manufacturing  Science,  a 

consortium  of  corporations 
promoting  advancements  in 
manufacturing,  recently  said 
members  Allen-Bradley 
Co.,  Concord  Communica¬ 
tions,  Inc.  and  General  Mo¬ 
tors  Corp.  will  team  up  to  de¬ 
velop  a  new'  broadband 
modem  for  Manufacturing  Au¬ 
tomation  Protocol  nets. 

Under  the  alliance,  $  1  mil¬ 
lion  will  be  spent  to  develop 
the  new  modem,  which  will  be 
based  on  digital  technology. 
The  device  will  also  reduce  the 
size  and  power  consumption 
of  existing  modems  used  to 
build  campuswide  802.4  to¬ 
ken  bus  networks.  □ 


NASHVILLE  —  An  effort  to 
meld  existing  OSl  profiles  be¬ 
came  a  topic  of  discussion  at  the 
recent  North  American  MAP/ 
TOP  Users  Group  meeting  here 
when  a  prominent  member  is¬ 
sued  a  plea  for  users  to  refrain 
from  issuing  new  profiles. 

In  April,  representatives  of 
four  groups  that  have  Open  Sys¬ 
tems  Interconnection  profiles 
met  in  San  Francisco  to  discuss 
how  they  could  merge  their  pro¬ 
files  into  one  common  document 
in  hopes  of  presenting  a  united 
front  to  vendors,  thereby  speed¬ 
ing  development  of  OSI  products 
(Page2Briefs,W,  April  22). 

Attendees  at  the  April  meeting 
represented  the  Manufacturing 
Automation  Protocol,  Technical 
and  Office  Protocol,  National  In¬ 
stitute  of  Standards  and  Technol¬ 
ogy  (NIST),  which  is  responsible 
for  the  Government  OSI  Profile 
(GOSIP),  and  Electric  Power  Re¬ 
search  Institute. 

During  a  session  at  the  MAP/ 
TOP  meeting,  Laurie  Bride,  man¬ 
ager  of  netw'ork  architecture  at 
Boeing  Computer  Services  Co.  in 


HERNDON,  Va.  —  Newbridge 
Networks,  Inc.  and  Timeplex,  Inc. 
last  week  announced  agreements 
with  carriers  that  will  use  the 
companies’  T-1  multiplexing 
equipment  for  internal  and  public 
data  applications. 

Ne^ridge  announced  a  three- 
year  agreement  w’ith  Pacific  Bell 
under  which  the  carrier  will  buy 
Newbridge  multiplexing  and  net 
management  products  both  for 
internal  use  and  to  upgrade  its 
public  network. 

Timeplex  announced  that  INS 
Telecommunications,  Inc.  (IN- 
SINC),  a  Canadian  reseller,  has 
purchased  more  than  $500,000 
worth  of  Timeplex  Link/2  4- 
multiplexers  and  the  Time- 
View/2000  network  manage¬ 
ment  system,  both  of  w'hich  will 
be  used  to  provide  data  ser\ices. 

Pacific  Bell’s  first  purchase 
under  the  contract  will  be  for 
equipment  to  upgrade  its  internal 
T-1  data  neuvork,  said  Rick  West, 
staff  manager  for  data  communi¬ 
cations  planning  at  Pacific  Bell. 


Seattle,  issued  an  impromptu 
plea  for  users  not  to  develop  any 
more  OSI  profiles  without  first 
consulting  with  the  as  yet  un¬ 
named  common  profile  group. 
Bride  is  a  past  chairwoman  of  the 
MAP/TOP  Users  Group. 

“This  is  not  a  closed  activity,” 
she  said.  “If  there  is  an  industry 
that  is  considering  establishing  a 
profile  group,  we’d  very  much 
like  to  encourage  them  to  become 
part  of  this  activity.” 

Awaiting  approval 

Jerry  Mulvenna,  manager  of 
the  network  applications  group 
at  NIST,  said  each  of  the  four 
groups  working  on  the  common 
profile  has  to  get  the  go-ahead 
from  its  members  to  participate 
in  the  project.  That  action  is  ex¬ 
pected  to  happen  by  early  next 
month. 

By  this  fall,  the  group  hopes  to 
outline  a  common  specification, 
while  a  draft  proposal  is  expected 
to  be  issued  in  about  a  year.  The 
timing  is  designed  to  coincide 
with  the  third  release  of  GOSIP. 

The  common  profile  will  not 
entirely  replace  the  four  indus- 
(continued  on  page  18) 


The  network  supports  data  com¬ 
munications  among  23  sites,  in¬ 
cluding  data  centers  and  network 
entry  points  w'here  traffic  is  col¬ 
lected  from  surrounding  offices. 

Pacific  Bell  will  replace  the  ex¬ 
isting  T-1  equipment  at  those 
sites  with  Newbridge  3645  and 
3600  MainStreet  Bandwidth  Man¬ 
ager  multiplexers.  West  said 
those  multiplexers  have  greater 
capacity  than  the  existing  equip¬ 
ment  purchased  from  a  vendor  he 
declined  to  name.  The  Newtridge 
multiplexers  will  also  support  an 
upgrade  to  T-3,  which  West  said 
was  a  possibility. 

The  contract  has  no  fixed  dol¬ 
lar  amount,  said  Gary'  Davison, 
vice-president  of  public  netw'ork- 
ing  systems  at  Newbridge.  Similar 
contracts,  such  as  one  Newbridge 
signed  with  Bell  Atlantic  Corp. 
two  years  ago,  have  been  w'orth 
between  $15  million  and  $20 
million  per  year,  Da\ison  said. 

INSINC’s  most  recent  pur¬ 
chase  of  Timeplex  equipment 
brings  its  total  equipment  pur¬ 
chases  from  the  vendor  to  more 
(continued  on  page  19) 


Newbridge,  Timeplex  sign 
carriers  to  T-1  mux  deals 

By  Paul  Desmond 

Senior  Editor 
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ACS'  channel  extender  network  links  remote  devices  to  a  channel  extender 
switch  at  the  data  center,  which  routes  traffic  to  the  appropriate  host  channel. 

GRAPHIC  BY  SUSAN  J.  CHAMPENY  SOURCE:  AFFILIATED  COMPUTER  SYSTEMS.  INC.,  DALLAS 


Channel  extenders 
let  firm  optimize  net 

Back-end  network  enables  ACS  to  support  host 
peripherals  at  remote  sites,  consolidate  CPUs. 


By  Jim  Brown 

_ Senior  Editor _ 

DALLAS  —  Affiliated  Comput¬ 
er  Systems,  Inc.’s  (ACS)  installa¬ 
tion  of  channel  extenders  with 
network  switching  capabilities 
has  enabled  the  firm  to  eliminate 
several  mainframes  in  the  re¬ 
gional  data  centers  of  companies 
it  has  acquired. 

The  data  processing  serv'ice 
bureau  uses  Computer  Network 
Technology  Corp.  Channelink  ex¬ 
tenders  to  link  remote  peripher¬ 
als  to  block  multiplexer  channels 
on  an  IBM  3090  and  Amdahl 
Corp.  5890  here.  This  enabled 
ACS  to  eliminate  smaller  IBM 
43XX  hosts  in  four  regional  cen¬ 
ters. 

Besides  reducing  hardware, 
the  channel  network  obviated  the 
need  for  systems  operators  at 
each  remote  site  and  saved  the 
cost  of  license  fees  for  duplicate 
software. 

“The  network  allows  us  to 
keep  remote  sites  as  strictly  pro¬ 
duction  and  service  centers,” 
said  James  Gibbons,  vice-presi¬ 
dent  of  ACS  Financial  Services, 
Inc.,  the  parent  company  of  ACS. 

Formed  as  a  data  processing 
firm  in  1988,  ACS  got  into  the 
business  by  acquiring  data  pro¬ 
cessing  companies  in  Oklahoma, 
with  regional  centers  in  Oklaho¬ 
ma  City  and  Tulsa.  It  also  ac¬ 
quired  data  processing  sites  in 
Abilene,  Houston  and  Waco,  Tex¬ 
as.  The  pace  of  the  acquisitions 
left  ACS  with  duplicate  proces¬ 
sors,  software  and  support  staffs 
by  late  1989- 

“Villen  we  bought  [these  data 
centers],  we  realized  the  need  for 


channel  extension,”  said  Ron 
Sheppard,  vice-president  of  data 
communications  for  ACS.  “It  is 
more  economical  to  do  channel 
extension  than  to  keep  all  that 
[duplicate  equipment  and  soft¬ 
ware]  out  there.” 

ACS  has  since  sold  off  its  Okla¬ 
homa  data  centers  to  another 
data  processing  firm  and  retained 
that  company  to  process  jobs  for 
its  Oklahoma  customers. 

The  network  also  reduces  the 
amount  of  hardware  and  soft¬ 
ware  ACS  needs  to  open  new  re¬ 
gional  centers.  The  company  last 
year  opened  its  first  new'  regional 
center  in  Austin,  Texas. 

“This  network  gives  us  the  op¬ 
portunity  to  do  two  things,”  Gib¬ 
bons  said.  “It  gives  us  the  ability 
to  go  into  a  new  territory  and 
open  a  new  distributed  site.  And  it 
gives  us  the  opportunity  to  ac¬ 
quire  a  business  and  reduce  the 
local  operating  environment.” 

Every  remote  site  is  equipped 
with  printers,  check  sorters,  mi¬ 
crofiche  production  machines 
and  cluster  controllers.  Each 
night,  banks  transport  checks  and 
other  paper-based  transactions, 
such  as  loan  payment  slips,  to  a 
regional  center.  The  checks  are 
fed  through  the  sorter,  while 
clerks  use  terminals  attached  to 
the  cluster  controller  to  enter 
other  data.  The  data  is  then  fed 
over  the  channel  network  to  the 
host  for  processing. 

The  host  downloads  files  to 
printers  that  produce  customer 
statements  and  management  re¬ 
ports.  The  host  also  downloads 
files  to  the  microfiche  machine, 
(continued  on  page  18) 
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1975  Launched  the  first  U.S.  public  data  network  1979  Built  the  first  commercial  private  packet  network  1980  Created  the  first  hybrid  network  using  private  and  public  capabilities. 


MADE  FOR  EMERGENCIES. 


1988  Sprint  completes  the  only  nationwide  100%  digital  fiber  optic  network.  Awarded  40%j  of  Federal  Telecommunications  System  2000  contract  1989  World's  first  and  largest 


1985  Sprint  introduces  the  world's  first  VPN!"  1986  First  transcontinental  fiber  optic  call  transmitted  by  Sprint  1987  Fight  million  FONCAPDs"'  distributed  in  first  year 


MADE  FOR  PREVENTING  THEM. 


i 


Let’s  face  it.  There’s  no 
way  you  can  stay  competi¬ 
tive  if  your  entire  data  net¬ 
work  goes  down.  That’s  why 
you  should  take  a  close  look 
at  Sprint? 

Because  our  entire  net¬ 
work  was  made  to  maximize  uptime.  It 
has  100%  digital  switches.  And  100% 
fiber  optic  transmission.  Nationwide. 
Along  with  built-in  redundancy  to  pro¬ 
tect  critical  data.  Maybe  that  explains 
why  we  had  no  interruptions  during 


Hurricane  Hugo.  Or  the  1989 
San  Francisco  earthquake. 

So  if  your  data  means 
as  much  to  you  as  we  think 
it  does,  call  us  at  1-800- 
800-1517.  We’ll  have  detailed 
information  in  your  fax 
machine  in  minutes.  And  we’ll  show 
you  the  right  way  to  send  data.  On  a 
network  that  was  literally  made  for  it. 


Made  for  data? 


I 


rivately-owned  transatlantic  fiber  optic  cable  completed.  1990  Sprint  announces  first  commercial  video  services  to  the  Soviet  Union.  Sprint  introduces  first  nationwide  ISDN  capabilities. 
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DATA  COMMUNICATIONS 


Channel  extenders  optimize  net 


continued  from  page  15 

which  produces  logs  of  daily 
banking  transactions  and  ac¬ 
count  balances  for  long-term 
storage.  The  reports  and  micro¬ 
fiche  are  then  transported  to  the 
banks. 

Because  ACS  and  the  banks 
must  deliver  paper  back  and 
forth,  regional  centers  must  be 
located  within  a  short  drive  of  the 
banks,  something  that  made  it 
impractical  to  close  the  regional 
centers  and  move  all  processing 
to  Dallas. 

Instead,  the  company  decided 
to  daisy-chain  the  peripherals  in 
the  regional  centers  to  a 
Channelink. 

A  single  Channelink  in  Dallas 
communicates  with  the  Channe- 
links  in  Abilene,  Austin  and  Hous¬ 
ton  via  fiber-optic  T-1  circuits 
provided  by  Vi-llTel.  The  Dallas 
Channelink  communicates  with 
the  Channelink  in  Waco  via  a  56K 
bit/sec  WilTel  circuit. 

The  Dallas  Channelink  has  bus 
and  tag  links  to  two  channels  on 
the  IB.M  host  and  one  on  the  Am¬ 
dahl  host  (see  graphic,  page  15). 

The  Dallas  Channelink  runs 
address  translation  software  that 
enables  it  to  route  traffic  to  the 
correct  host  channel.  While  the 


printer,  microfiche  machine  and 
cluster  controller  at  one  location 
share  a  single  link  to  the  host  site, 
for  example,  the  Dallas  Channel- 
ink  can  ensure  that  the  printer 
communicates  with  the  first  IBM 
host  channel,  while  the  micro¬ 
fiche  machine  communicates 
with  the  other  IBM  host  channel 
and  the  cluster  controller  com¬ 
municates  with  the  Amdahl. 

Channel  extenders  that  do  not 
support  network  switching  force 
users  to  attach  all  peripherals  at 
one  site  to  the  same  mainframe 
channel,  thus  reducing  a  user’s 
ability  to  spread  processing  loads 
across  multiple  channels. 

The  Channelink  also  enables 
ACS  to  easily  switch  traffic  des¬ 
tined  for  a  failed  remote  site  to 
one  that  is  functioning.  Although 
that  new  site  could  be  a  greater 
distance  away  from  banks,  it  at 
least  gives  ACS  the  ability  to  shift 
work  between  sites.  Gibbons  said. 

Otherwise,  ACS  would  be 
forced  to  process  the  work  at  its 
Dallas  site,  which  may  actually  be 
further  from  the  bank  than  an  al¬ 
ternative  remote  site.  “The 
[Channelink]  box  is  very  intelli¬ 
gent,”  Sheppard  said.  “It  does  a 
lot  of  networking.” 


Channelink  also  includes  a 
buffering  technique  that  makes  it 
appear  to  peripherals  as  a  main¬ 
frame  channel.  This  technique 
overcomes  distance  limitations 
that  other  channel  extenders  ex¬ 
perience. 

The  host  operating  system  and 
peripherals  expect  each  other  to 
acknowledge  transmissions  with¬ 
in  a  specific  amount  of  time.  If  re¬ 
sponses  do  not  come  back  within 
the  prescribed  period,  communi¬ 
cation  is  delayed  or  even  termi¬ 
nated,  a  process  known  as  timing 
out. 

ACS  encountered  just  such  a 
distance  problem  with  a  channel 
extender  it  refused  to  name  spe¬ 
cifically.  That  extender  worked 
well  when  communicating  with 
peripherals  at  a  remote  Dallas  lo¬ 
cation,  but  when  it  started  to 
communicate  with  peripherals  in 
other  cities,  it  took  too  long  for 
acknowledgments  to  traverse  the 
longer  circuit,  resulting  in  too 
many  time  outs,  Sheppard  said. 

Channelink  transmits  ac¬ 
knowledgments  as  soon  as  data  is 
received,  and  it  uses  a  Computer 
Network  Technology  error 
checking  protocol  to  determine  if 
the  data  was  actually  received  at 
the  remote  site.  If  problems  oc¬ 
cur,  Channelink  requests  specific 
blocks  of  data  to  be  resent.  □ 


Member  pushes 
profiles’  merits 

continued  from  page  15 
try-specific  profiles.  Instead,  it 
will  include  a  base  document  with 
a  series  of  addendums  or  appen¬ 
dixes  that  address  specific  indus¬ 
try  concerns,  Mulvenna  said.  GO- 
SIP,  for  example,  will  still  be 
mandated  for  federal  govern¬ 
ment  procurements. 

The  common  profile  should 
address  about  95%  of  what  each 
of  the  four  separate  documents 
now  includes,  he  said. 

The  purpose  is  “to  present  a 
united  front  to  vendors,  showing 
that  not  just  the  government,  but 
a  large  segment  of  industry  with  a 
significant  amount  of  purchasing 
power,  is  ready  to  purchase  OSI 
products,”  Mulvenna  said. 

That,  in  turn,  should  help  spur 
development  of  OSI  products. 

Only  standards  that  have  full 
international  standard  status  will 
be  eligible  to  be  part  of  the  com¬ 
mon  profile.  Bride  said.  That 
means  standards  such  as  mini- 
MAP,  which  is  a  shortened  stack 
version  of  MAP,  would  have  to  be 
included  in  the  industry-specific 
extensions. 

Bud  Huber,  chairman  of  the 
User  Alliance  for  Open  Systems, 
said  his  group  supports  the  plan 


to  merge  existing  profiles. 

Huber  said  the  group  could 
come  up  with  a  profile  that  is 
common  at  Layers  2  through  6  of 
the  OSI  model,  leaving  Layers  1 
and  7  open  for  different  groups  to 
add  their  own  requirements.  Lay¬ 
er  1 ,  the  physical  layer,  would  be 
left  out  because  users  employ  dif¬ 
ferent  kinds  of  media,  he  said,; 
while  Layer  7,  the  application 
layer,  would  be  left  for  the  re¬ 
quirements  of  individual  indus-  ] 
tries. 

He  acknowledged  that  there  is  .Jj 
much  more  work  to  do  before  the 
group  can  meld  the  differences  i 
between  existing  profiles  at  Lay-  3 
ers  2  through  6.  This  is  because 
many  profiles  present  different 
options  at  those  layers,  such  as 
the  connection-mode  vs.  connec¬ 
tionless  network  services  at  Lay¬ 
er  4. 

But  Huber  defended  the 
group’s  efforts  in  trying. 

“You’ll  never  get  the  answer  if 
you  don’t  ask  the  question,”  he'*]^ 
said. 

Bride  said  anyone  interested 
in  volunteering  to  help  in  the  ef¬ 
fort  to  devise  a  common  OSI  pro¬ 
file  should  contact  the  Corpora¬ 
tion  for  Open  Systems  Interna¬ 
tional  (COS)  in  McLean,  Va.  COS 
can  be  reached  by  calling  (703) 
883-2700.  □ 


Have  you  noticed  the  way  networks  attract  more 
and  more  hardware  as  they  change? 

It’s  a  bridge  box  here.  A  router  box  there. 

A  brouter  box  here. 

Costly  devils. 

Which  is  why  we’ve  built  NETBuilder.®  It  lets 
you  switch  from  bridging  to  routing  to  brouting  by 
changing  a  single  software  diskette.  The  hardware 
stays  the  same. 


To  simplify  matters  even  more,  NETBuilder’s 
bridge,  router  and  brouter  have  the  same  menu- 
driven  user  interface.  So  there’s  a  common  look  and 
feel.  Yet,  you  can  still  create  custom  menus  to  suit 
a  particular  network  environment. 

As  a  result,  NETBuilder  cuts  three  big  expense 
items  in  internetworking— new  hardware  purchases, 
and  the  training  and  servicing  to  support  it. 

Yet,  you  sacrifice  nothing  for  this  simplicity. 
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Tekelec  protocol  analyzer 
gets  frame  relay  support 

Offering  can  monitor  and  simulate  packet  nets. 

By  Jim  Brown 

^nior  Editor 


CALABASAS,  Calif.  —  Teke¬ 
lec,  Inc.,  based  here,  recently  an¬ 
nounced  software  that  will  enable 
its  Chameleon  32,  Chameleon  20 
and  Tekelec  705  protocol  analyz¬ 
ers  to  simulate  and  monitor 
frame  relay  networks. 

The  software,  which  will  en¬ 
able  users  to  test  frame  relay  im¬ 
plementations  and  evaluate  net¬ 
work  performance,  includes  five 
functional  modules  that  will  ship 
in  phases  throughout  the  year. 
The  first  phase  includes  three 
modules  that  are  scheduled  to 
ship  later  this  month. 

One  of  the  early  products  is 
the  Frame  Relay  Analysis  mod¬ 
ule,  which  enables  users  to  de¬ 
code  frame  relay  packets  and  ex¬ 
amine  them  for  compliance  with 
several  standards. 

The  analysis  module  will  ex¬ 
amine  packets  for  compliance 
with  the  Local  Management  Inter¬ 
face  (LMI)  specification  that  Cis¬ 
co  Systems,  Inc.,  Digital  Equip¬ 


ment  Corp.,  Northern  Telecom, 
Inc.  and  StrataCom,  Inc.  jointly 
developed  to  manage  frame  relay 
networks,  as  well  as  ANSI  T1.6fr, 
including  appendix  B  and  D,  ANSI 
T1.6caand  CCITTQ.922. 

One  of  the  other  two  modules 
shipping  this  month  is  the  Frame 


Relay  Builder,  which  allows  users 
to  build  frames  with  errors  in  an 
attempt  to  duplicate  a  problem 
detected  during  analysis.  The  last 
module  is  the  Protocol  Monitor¬ 
ing  Development  System  Frame 
Relay  Building  Blocks,  which  en¬ 
ables  users  to  edit  the  files  used  to 
decode  frame  relay  packets  in  or¬ 
der  to  support  customized  frame 


DATA  COMMUNICATIONS 


relay  implementations  and  to  re¬ 
flect  changes  in  frame  relay  stan¬ 
dards. 

Later  this  year,  the  company 
will  serve  up  the  Frame  Relay 
Simulation  module,  which  allows 
the  protocol  analyzer  to  create 
the  simulated  frame  relay  traffic 
needed  to  test  switches,  routers 
and  other  end  nodes.  Tekelec  will 
also  introduce  the  Frame  Relay 
Network  Evaluation  System, 
which  displays  network  statistics 
in  tabular  and  graphical  format 
on  the  protocol  analyzer’s 
screen. 


Pricing  for  the  software  has 
not  been  determined. 

The  announcement  comes  a 
month  after  Hewlett-Packard 
Co.’s  Idacom  division,  based  in 
Edmonton,  Alberta,  added  frame 
relay  monitoring  and  simulation 
software  to  its  PT300,  PT500  and 
MPT  protocol  analyzers. 

The  monitoring  module  de¬ 


codes  ANSI’s  emerging  T1  SI /90- 
214  T1.6a  and  TlSl/90-213 
T1.6fr.  It  also  decodes  the  frame 
relay  implementation  developed 
by  Cisco,  DEC,  Northern  Telecom 
and  StrataCom,  including  the 
LM I .  The  module  will  be  upgraded 
to  support  additions  and  en¬ 
hancements  to  these  standards. 

Decoded  frame  relay  protocol 
data  can  be  displayed  on  the 
screen,  stored  in  memory  for  lat¬ 
er  display  or  stored  to  disk.  The 
module  also  enables  users  to  cap¬ 
ture  frame  relay  packets  contain¬ 
ing  specific  addresses. 

The  simulator  module  enables 
users  to  write  test  files  containing 
frame  relay  traffic  with  or  with¬ 
out  errors  and  to  examine  how 
the  communications  equipment 
processes  those  frames. 

Later  this  year,  Idacom  will  re¬ 
lease  an  addition  to  the  module 
that  will  automatically  insert  an 
error-free  Layer  2  frame  relay 
protocol  into  a  script,  a  function 
that  reduces  the  time  it  takes  us¬ 
ers  to  build  scripts. 

Available  now,  the  monitoring 
module  costs  $1,500  while  the 
simulation  module  is  priced  at 
$2,060.  Idacom  will  release  a 
module  later  this  year  that  will 
enable  users  to  statistically  mea¬ 
sure  frame  relay  network  perfor¬ 
mance.  □ 


Firms  sign 
T-1  mux  deals 

continued  from  page  15 
than  $2  million,  said  Steve  Baker, 
president  and  chief  executive  of¬ 
ficer  of  INSINC.  The  carrier  has 
T-1  nodes  in  seven  Canadian  cit¬ 
ies:  Calgary  and  Edmonton,  Al¬ 
berta;  Montreal;  Ottawa;  Toron¬ 
to;  Vancouver;  and  Winnipeg, 
Manitoba.  It  also  has  tw'o  U.S.  T-1 
nodes  —  one  near  Seattle  and  the 
other  near  Buffalo,  N.Y. 

INSINC  buys  full  T- 1  s  from  the 
two  tariffed  Canadian  carriers 
and  uses  the  Timeplex  equipment 
to  carve  them  into  individual  56K 
bit/sec  or  lower  speed  digital 
data  service  lines,  which  are  re¬ 
sold  to  users  at  a  20%  to  30%  dis¬ 
count  off  tariffed  rates.  Baker 
said.  The  company  also  offers 
fractional  T-1  lines,  he  added. 

INSINC’s  tw^o  U.S.  nodes  are 
located  at  MCI  Communications 
Corp.  points  of  presence.  The  two 
companies  are  working  on  an 
agreement  that  will  enable  users 
to  be  billed  by  only  one  of  the  two 
carriers  for  an  international  cir¬ 
cuit,  Baker  said. 

INSINC  will  purchase  another 
$2  million  worth  of  Timeplex 
equipment  this  year  to  expand  ex¬ 
isting  nodes  and  possibly  add  new 
ones,  he  added.  □ 


T 

X  he  analysis  module  will  examine  packets  for 
compliance  with  the  LMI  specification. 

AAA 


y  NETBuilder’s  bridging,  routing  and  brouting  offer 
top  performance  for  local  area  connections  and 
wide  area  connections. 

The  result  is  modular  internetworking  that  lets 
I  you  manage  changes  on  your  network  intelligently. 
:  But  why  not  see  for  yourself?  Just  call 

;  l-800-NET-3Com  Dept.  D6557.  You’ll  find  the  more 
,  things  change  on  your  network,  the  more  they  can 
stay  the  same. 

1 

I 

i 
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3Com 

We  network  more  types  of  systems 
to  more  types  of  systems.^^ 

©1990  3Com  Corporation,  5400  Bayfront  Plaza.  Santa  Clara,  CA  95052.  Telephone  (408)  764-5000. 
3Com,  NETBuilder  and  the  3Com  tagline  are  trademarks  of  3Com  Corporation. 

NETViORK  WORLD  •  M.AY  20,  1991  1 9 


r 


1 

^Offic^ision  fit  our  plans  so  perfectly, 
ed  as  if  IBM  had  been  reading  our  minds!’ 

Frank  Fitzsimmons 
Director,  Judicial  Information  Systems 
17th  Judicial  Circuit  Court  of  Florida 


The  idea  for  IBM  OfficeVision^"'  wasn’t  born  in  a  Fort 
Lauderdale  courthouse,  but  it  could  have  been. 

The  story  begins  in  1986  when  Florida’s  17th  Circuit 
Court  started  looking  for  ways  to  get  their  multiple 
systems  behaving  as  one. 

Says  Frank  Fitzsimmons,  Director  of  Judicial  IS,  “It 
takes  a  lot  of  information  to  move  a  case  through  the 
courthouse,  and  we’re  the  ones  who  funnel  it.  The 
trouble  was,  the  big  end  of  our  funnel  was  too  big  and 
too  complicated.  We  had  office  software  on  one  platform, 
and  data  on  another.  And  the  files — the  cleiL’s,  the 
probation  division’s,  the  jury  room’s  and  others — were 
set  up  differently.” 

The  plan. 

So  they  mapped  out  a  strategy  for  improving  data 
access,  communications  and  service  for  their  65  judges 
and  staffs. 

‘We  needed  some  standards,  and  since  our  data  was 
mostly  in  an  IBM  MVS  host,  we  installed  IBM  electronic 
mail  and  were  making  good  progress  at  integrating 
applications. 

“Then  in  ’89  my  IBM  rep  said,  ‘Let’s  go  to  a  seminar.’ 
The  subject  was  OfficeVision,  and  I  sat  there  amazed. 

It  matched  us  so  well  it  was  like  looking  in  a  mirror. 
Yet  it  was  going  to  be  much  easier,  more  flexible, 
and  SA/\™.  We  installed  OfficeVision/MVS  in  1990.” 

The  entire  judicial  system  is  now  using 
OfficeVision,  mostly  on  IBM  PS/2®s,  connected  by 
Token-Ring  LANs.  Along  with  E-mail,  calendar¬ 
ing  and  other  office  functions,  it  works  with 
both  DOS  and  OS/2®  software,  plus  GIGS 
applications  in  three  regions  on  the  host. 

The  present. 

According  to  Mr.  Fitzsimmons, 


users  and  the  IS  people  have  both  come  out  ahead. 

“It’s  made  life  easier  for  all  of  us.  OfficeVision  lets  us 
integrate  PG  and  host  applications — across  all  regions  of 
the  mainframe — without  making  users  log  on  and  off  all 
the  time.  Also,  we  can  customize  menus  almost  instantly. 
Users  see  only  what  they  need,  and  training  is  easier.  We 
have  a  help  desk,  but  it  almost  never  gets  calls  about 
OfficeVision. 

‘‘This  place  was  a  paper  mill,  but  no  more.  And  our 
ability  to  communicate  with  each  other — remember,  we 
manage  the  case  flow  of  65  judges — is  vastly  improved. 
Since  OfficeVision  arrived,  we’ve  continually  increased 
our  application  portfolio  and  usage  goes  up  20%  every 
year.  That’s  because  people  are  getting  information  faster 
and  more  easily.” 

The  future. 

Frank  also  has  some  thoughts  on  investment 
protection. 

‘‘In  government,  you  buy  things  a  little  at  a  time.  You 
can’t  upset  the  applecart  too  much.  That’s  what’s  great 
about  OfficeVision — it  wasn’t  a  shock  to  our  system,  it  fit 
right  in.  We’re  running  it  with  brand-new  OS/2  machines 
and  10-year-old  DOS  PGs.  And  we’re  integrating 
applications  that  were  written  by  independent  groups 
around  the  county 

“And  as  an  SAA  application,  OfficeVision  gives  me 
comfort  for  the  future.  There  have  been  skeptics,  1  know, 
but  SAA  is  real.  It  lets  me  look  down  the  road  and  see 
around  the  corners,  to  know  what’ll  be  there. 

‘‘As  I  said,  this  is  government.  If  you  make  mistakes, 
you  live  with  them.  For  us,  OfficeVision  was  no  mistake.” 

To  learn  more  about  the  17th  Gircuit  Gourt’s 
OfficeVision  installation, 
call  IBM  at  1  800  IBM-6676,  E 

extension  857.  SSSS 


® 


®  1991  IBM  Corporation  IBM.  OS/2  anti  PS/2  are  regrslered  trademarks  and  OtfceVision  and  SAA  are  trademarks  of  IBM  Corporation 
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I  f  the  thought  of  boosting  your  Ethernet  LAN  throughput  300%  is  alluring,  take  a  close  look  at  EtherSwitch™  from  Kalpana.  "Through  our  innovative 
Ethernet  switching  technology,  EtherSwitch  gives  you  an  immediate,  affordable  new  alternative  that  actually  increases  your  LAN  throughput  to 
30  Mbit/s.  All  without  the  reconfiguration  problems  and  traffic  delays  of  bridges  and  routers.  Or  without  the  high  cost  of  installing  FDDI.  \ou 
simply  plug  EtherSwitch  into  your  existing  network.  And,  as  with  a  telephone  PBX,  instead  of  a  single  stream  of  data  being  sent  one  packet  at  a 
time,  you  get  simultaneous  transmission  of  multiple  packets  through  the  EtherSwitch.  Through  our  ability  to  filter  and  forward  100%  of  all  traffic 
and  move  an  infinite  stream  of  back-to-back  packets  without  the  loss  of  a  single  packet,  you’re  assured  of  the  high  performance  needed  for 
demanding  file  server  and  network  applications.  /\.ll  of  which  adds  up  to  true  Parallel  Networking.  With  EtherSwitch  you  add  new  life  and 
longevity  to  your  network.  \ou  also  protect  hardware  and  software  investments.  Because  EtherSwitch  is  transparent  to  all  high-level  protocols 
and  compatible  with  IEEE  802.3  standards.  Plus  you’ll  prepare  for  the  future.  As  network  demands  increase,  just  plug  another  EtherSwitch 
into  your  LAN.  It’s  that  simple.  So  if  your  Ethernet  LAN  continues  to  be  slowed  down  by  more  data  than  it  can  handle,  call  Kalpana  —  the  first 


name  in  Parallel  Netw  orking.  With  300%  more  throughput,  we’re  committed  to  getting  you  off  the  hook. 


800-488-0775,  extension  #10. 


Kalpana 

The  Parallel  Networking  Company 


125  Nicholson  Lane,  San  Jose,  CA  95134  (408)428-1150 

EtherSwitch  is  a  trademark  of  Kalpana  Inc. 


r 


•i 


4 

[ 


i 


Have  you  moved f 

To  change  your  address  of  your  subscription,  simply  attach  your  mailing  label  to  this 
form,  fill  in  your  new  address,  complete  the  questions  and  return  this  form  to  us. 


Fold  Here 


FREE  sulmTiptim  c^plkatkm 

Why  wait  to  read  someone  else’s  copy  oiNETWORK  WORLD?  You  can  have  your 
own  copy  on  your  desk  every  week. 

To  apply  for  a  FREE  subscription,  simply  complete  this  subscription  application 
form  and  return  it  to  us. 


Fold  &  Tape  Here 


Note! 

Please  answer  ALL  questions,  sign  and  date  the  application.  Incomplete  forms  cannot  be 
processed  or  acknowledged.  For  those  questions  requesting  quantities,  please  respond  with 
specific  numbers.  The  publisher  reserves  the  right  to  limit  the  number  of  free  subscriptions 
accepted  in  any  business  category. 

Your  name,  title,  company  name  and  company  address  must  appear  in  the  space  provided  for 
your  application  to  be  processed,  or  you  may  affix  your  business  card.  Subscriptions  cannot  be 
mailed  to  a  home  address. 

Thank  You! 
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A.  I  Wish  to  Receive  a  FREE  Subscription  ioNetwork  World. 

YES  □  NO  □ 

Signature . Date . 

Business  Phone . 

B.  Please  Provide  your  Name,  Title  &  Company  Address. 

DR./MR./MRS./MS . 

First  Name  Middle  Name  Last  Name 


TITLE . 

COMPANY  NAME  . 

DIVISION/DEPARTMENT 

STREET  ADDRESS  . 

CITY . 


,  STATE . ZIP  . 


C.  Please  Answer  ALL  Questions,  Sign  &  Date  the  Form. 


1  Industry:  (check  one  only) 

01.  □  ^to1ufactlrefs  (other  m«i<X)mpuler/eomrnunications) 

02.  □  Finanee/Banking 

03.0  Insurance 

04  .  □  Real  Estate 

05.D  Healthcare  Services 

06.  □  Legal 

07.  □  Hospitality 

08  .  □  Retail/Wholesale  Trade 

09.  □  Transportation 

10.  □  Utilities 

11. D  Education 

12.  □  Process  Industries  (Mining/Construction/Rstroleum 

Reliningr  Agriculture/Forestry) 

13.0  Government  State/Local 
14  .  □  Government  Federal 

15.  □  Military 

16.  □  Aerospace 

17.  □  Consultants  (indeperxlent) 

18.  □  Carriers 

19.  □  Interconnects 

20.  □  Manufacturers  (Computer/Communications) 

21.  □  VAR/VAD/Systems  House 

22.  □  Dislrltxjtor.  Computer  Related 

23.  □  Distritxjtor.  Communications  Related 

24.  □  Other  - 

2  Job  function:  (check  one  only) 

1 .  □  Networking  Management  (Responsible  for 

both  voice  &  data) 

2.  □  MIS  Management  (VP,  Dir. .  Department  Head) 

3.  □  Corporate  Management  (Chairman,  President, 

Owner,  General  Manager,  CEO,  CIO.  VP) 

4.  □  Data  Communications  Managemerrt 

(Responsible  for  data  only) 

5.  □  Telecommunications  Management 

(Responsible  for  voice  only) 

6.  □  Financial  Management 

7.  □  Engineering  Management 

8.  □  Consultant  (Indeperxlent) 

9.  □  Other  _ 

3  What  is  the  scope  of  your  involvement  in 
purchase  decisions  for  Network/ 
Communications  products  +  services? 
(check  one  only) 

1 .  □  Enterprise  Wide  (Organization/Subsidiary/Division) 

2,  □  Multi  Enterprise  (Consultants) 

3.  □  Department  Wide 

4  What  is  the  total  number  of  sites  for 
which  you  have  purchase  influence? 

1.D100+  4.D10-ig 

2.D50  -  99  5,D2-9 

3.D20-49  6.D1 

5  Your  primary  responsibility: 

(check  one  only) 

1.D  Both  Data  +  Itoloe 
2.  □  Data  Networking  Only 

6  Which  transmission  media  do  you  use 
in  your  network:  (check  all  that  apply) 

Public: 

01 .  □  Switched-Based  06.  □  Broadbarxl 

(DOO.  wets,  Megacom,  etc.)  07.  Q  ISDN 
02.  □  Leased  Line  (not  irxSuding  T-1)  Private: 

03.  □  T-1  08.  □  Sateile 

04.  □  Fractxjnal  T-1  09.  □  Microwave 

05.  □  T-3/SONET  10.  □  Fiber  Optic 

7  Isyournetwofk:  (check  all  that  apply) 

LOCAL  AREA  NETWORK  WIDE  AREA  NETWORKS 
1 .  □  Local  (within  building)  3.  □  International 
2.  □  Local  (in  a  campus  4.  □  National 

envxorxnent)  5.  □  Regional  (several  states) 
6.0  Metropolitan 

8  What  is  your  network  architecture? 
(check  all  that  apply) 


3.  □  \tolce  Networking  Only 

4.  □  None 


1. DSNA 

2.  □  DECNET 
3.0  0SI 

4  □  GOSIP 


5.  □  MAP/TOP 

6.  □  TCP/IP 

7.  DDCA  (UNISYS) 

8.  □  OTHER  _ 


9  What  is  your  LAN  Operating  System? 
(check  al  that  apply) 

01. □  3COM  (3 -F,  3 -F  open) 

02.0  LOCAL  TALK  (APPLETALK) 

03.  □  BANYAN  (VINES) 

04.  □  DCA(IRMALAN) 

OS.D  BM (LAN Server) 

06.D  IBM  (PC  LAN  PROGRAM) 

07.  □  MICROSOFT  (LAN  MANAGER) 

06.0  UNGERMAN  BASS  (NET/1) 

09.D  NCWELL (NETWARE) 

10.0  TOPS 

11.0  PnOTEON(PRONET) 

12.0  OTHER  - 


I A  What  is  your  LAN  environment? 
(check  all  that  apply) 

1 .  □  4M  TOKEN  RING  6.  □  FDDI 

2.  □  1 6M  TOKEN  RING  7.  □  LOCALTALK 

3.  □  ARCNET  8.  □  1 0BASET 

4.  □  ETHERNET  9.  □  OTHER  - 

5.  □  STARLAN 

n  Which  operating  systems  do  you 
utilize?  (check  all  that  apply) 


1.0  IBM  DOS(VSE) 

2.  O  UNIX 

3.  D  OS/2 

4. 0  OS/2  Exterxied  Edition 
5.  □  MVS 


6.  DVM 

7.  DVMS 

8.  D  XENIX 

9.  □  PICK 

0.  □  OTHER 


12  Please  indicate  by  vendor  the  number 
^  of  mainframes/ minicomputers  installed 
in  your  network. 


VENDOR  MAINFRAMES 

A 

01  DEC 

MINIS 

B 

02  IBM 

03  AMDAHL 

04  AT&T 

05  BULL  HN  IS 

06  NCR 

07  DATA  GFNFRAl 

08  WANG 

09.  HEWLETT  PACKARD 

10.  PRIME 

11.  TANDEM 

12  IJNLSYS 

13.  CONTROI  DATA 

14  OTHER 
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Please  indicate  by  vendor  the  number 
of  microcomputers/ workstations: 

A.  Presently  installed  in  your  network. 

B.  The  approximate  quantity  you  pian  to 
Install  in  the  next  12  months. 


MICROCOMPUTER/  PRESENTLY 

WORKSTATION/  INSTALLED 

VENDOR 

A 

01  PCs  based  on  80286  chio 

PLAN  TO 
INSTALL 

NEXT  12 
MONTHS 

B 

02  PCs  based  on  80386  chio 

03.  PCs  based  on  80486  chio 

04  8086/8088 

05  Macintosh 

06  RISC-based  workstations 

07  1  INIX-tMsnrI  workstations 

14 


15 


What  is  your  planned  PC 
standard?  (check  all  that  apply) 

1.0  EISA 

2.  □  MCA 

3.  □  NUBUS  (MACINTOSH) 

For  which  areas  outside  of  the 
U.S.  do  you  have  purchasing 
influence?  (check  all  that  apply) 


1 .  □  Europe 

2.  □  Asia 

3.  □  South  America 


4. D 

5. D 


Australia 
Midde  East 
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Check  ALL  that  apply  in  columns 
A  and  B 

A)  I  am  presentiy  invoived  in  the  purchase 
process  (or  tlM  following  products/services: 

B)  i  pian  to  purctiase  the  lollowirig  products/ 
services  in  the  next  12  months: 


Presently 

Involved 

A 

01.0 
02  .  □ 
03.0 
04.  □ 
05.0 
06.0 
07.  □ 

A 

08.0 
09.  □ 

10.  D 

11.  □ 
12.0 

13.  □ 

14.  D 

15.  □ 

16.  □ 


Plan  to 
Purchase 

B  LOCAL  AREA  NETWORKS: 
Local  Area  Networks 
LAN  Servers 
LAN  Services 

Cables.  Conriectors.  Balurrs 
Bridges.  Routers.  Gateways 
UPS 

LAN  Storage  Devices 
COMPLTTERS/PERIPHERALS: 
MIcrre 
Minis 

Mainframes 
Front  End  Prcxesscxs 
Termirtato 
Laptops 


□ 

□ 

□ 

□ 

□ 

□ 

O 

B 

□ 

□ 

□ 

□ 

□ 

□ 

□ 

□ 

□ 


Wbrk  Statkxn 
Ctustar  CatWoSsrs 


(continued  on  next  column) 


Presently  Plan  to 
Involved  Purchase 

A  B  SOFTWARE: 


17.  □ 

18.  □ 
19.  □ 
20  .  □ 
21.  □ 
22.0 
23.0 
24.0 
25.0 
26.0 


O  Network  Management 

O  Micro  to  Mainframe 

O  Network  Security 

O  Cal  Acccxinting 

O  Distributed  DBMS 

O  Communications  Software 
O  Appications  Software 

O  Network  Operating  Systems  Software 
O  EDI  Sottwm 

O  E-Mal  Software 


A  B  DATA  COMMUNICATIONS: 


27.0 

28.0 

29.0 

30.0 

31.0 

32.0 

33.0 

34.0 

35.0 

36.0 

37.0 

38.0 

39.0 

40.0 

41.0 

42.0 

43.0 

44.0 

45.0 


O  Modems  (over  9.6lcbp6) 

O  Modems  (under  9.6lctips) 

O  T-1  Muftiplaxers 

O  T-3  Multiplexers 

O  Fractional  T-1  Multiplexers 
O  Data  Switches 

O  Matrix  Switches 

O  Packet  Switches 

O  Protocol  Converters 
□  Network  Management  Systems 

a  Terminal  Emulation  Boards 

O  Facsimile  Machines 
O  Diagnostic  Test  Equipment 
O  DSU/CSU 

O  Data  Security 

O  Data  Ccxnpression  Equipment 
O  Network  Adapter  Boards 

O  Microwave 

O  Messaging  Software 


A  B  TELECOMMUNICATIONS: 


46.0 

47.0 

48.0 

49.0 

50.0 

51.0 

52.0 


O  PBXs  (over  1000  Ikies) 

O  PBXs  (200  - 1000  Ikies) 

O  PBXs  (under  200  Hnes) 

O  Key  Systems 
O  Automatic  Cal  Distributors 
O  Voice  Messaging  Systems 

O  Video  Teierxxifererxxng  Systems 


A  B  SERVICES: 


53.0 
54.0 
55.0 
56.0 
57.0 
58.0 
59.0 
60.0 
61.  O 
62.0 
63.0 
64.0 
65.0 


O  Switched  Voice 
O  Dedicated  Leased  Line 
O  T-1 
O  T-3 
O  Digital  Data 
O  Packet  Switched 
O  Centrex 
O  Central  Office  Lan 
O  Satellite 
O  On-Line  Information 
D  ISDN 
O  EMail 
O  VSAT 
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Estimated  value  of  networking  equipment 
and  services: 


A:  Which  you  helped  specify,  recommend  or  approve 
in  the  last  12  months? 

B:  Which  you  plan  to  help  specify,  recommend 
or  approve  in  the  next  12  monihs? 


A  B 


1 

□ 

□ 

$100  million  and  over 

2 

□ 

D 

$50 

-  $99.9  mill 

3 

□ 

□ 

$25 

-  $49.9  mill 

4 

□ 

□ 

$20 

-  $24.9  mill. 

5 

□ 

□ 

$10 

-  $19.9  mill. 

6 

□ 

□ 

$5- 

$9.9  mill. 

7 

□ 

□ 

$1  - 

$4.9  mHI. 

8 

□ 

□ 

$500,000  -  $999,999 

9 

□ 

□ 

Under  $500,000 

|0  Estimated  gross  annual  revenue  of  your 
entire  company/  institution: 

(check  one  only) 


1.  O  over  $10  billion 

2.  □  $1  to  $9.9  bill. 

3.  □  $500  to  $1  bill. 

4.  □$100  to  $499.9  mill. 


5.  □  $50  to  $99.9  mill. 

6.  □  $10  to  $49.9  mill 

7.  □  $5  to  9.9  mm. 

8.  □  under  $5  min 
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Estimated  number  of  employees  for  your 
entire  corporation: 


1.  □  over  10,000  4.  □  1,000  -  2.499 

2.  □  5,000  -  9.999  5.  □  500  -  999 

3.  □  2,500  -  4,999  6.  □  under  500 

Which  of  the  following  ISDN  products  do 
mU  you  plap  to  purchase  in  the  next  12 
months?  (check  all  that  apply) 

1 .  □  Basic  Rate  Interface  Terminal  Adapters 

2.  □  Primary  Rate  Interface  Equipmerrt 

3.  □  Voice/Data  terminals 

4.  □  Voice-only  terminals 

5.  □  Data-only  terminals 

ly  I  From  which  of  the  following  vendors  will  you 
consider  buying  your  PBX/Central  Office 
Switch  ?  (check  all  that  apply) 


A 

B 

PBX 

COS 

AG 

□ 

AT&T 

BD 

□ 

ALCATEL 

CO 

□ 

ERICSSON 

DO 

□ 

FUJITSU 

E  □ 

HARRIS 

F  □ 

HITACHI 

GO 

ROLM 

HO 

INTECOM 

1  □ 

MEMOREX  TELEX 

J  □ 

MITEL 

K  □ 

O 

NEC 

L  □ 

□ 

NORTHERN  TELECOM 

MG 

SAMSUNG 

NO 

□ 

SIEMENS 

OO 

STROMB  ERG-CARLSON 

P  □ 

TOSHIBA 

QG 

□ 

OTHER 

J^ETWORK  Y(/0RLD 
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LOCAL  NETTORKING 

PC  AND  TERMINAL-TO  HOST  LANS,  GATEWAYS  AND  MICRO  COMMUNICATIONS  PRODUCTS 


Worth  Noting 


“V 

Xjxiting  1991, 
Banyan  will  be  the 
most  open  and  flexible 
standards-based 
enterprise  network 
available.” 

David  Mahoney 

President  and  chief 
executive  officer 
Banyan  Systems,  Inc. 

Westborough,  Mass. 


etnotes 


Xyplex,  Inc.  recently  in¬ 
troduced  upgrades  for  its  ex¬ 
isting  internetworking  soft¬ 
ware  line  and  added  a  new 
bridge  to  its  line  of  highly  reli¬ 
able  internetworking  prod¬ 
ucts. 

Version  1.2  of  the  Xyplex 
software  now  supports  paral¬ 
lel  remote  bridging,  which  lets 
net  managers  configure  multi¬ 
ple  bridges  and  wide-area  net¬ 
work  links  between  two  local- 
area  networks.  Previously, 
customers  could  only  use  sec¬ 
ondary  links  if  the  primary 
line  failed.  The  software  will 
begin  shipping  to  registered 
users  this  month. 

The  new  bridge,  MAXserver 
3010  Local  Bridge,  is  an 
khernet  local  bridge  that  acts 
as  a  smart  repeater,  filtering 
packets  by  source  address, 
destination  and  protocol  type. 

The  MAXserver  3010  is 
available  now  for  $3,695. 

Digital  Communica¬ 
tions  Associates,  Inc.  and 
Microsoft  Corp.  have  re¬ 
leased  a  new  version  of  the 
DCA/Microsoft  Select  Com¬ 
munications  Server  (Select 
CS).  Version  1.01  is  an  update 
of  existing  OS/2-based  local- 
area  network  communica¬ 
tions  software  that  lets  Select 
CS  DOS  clients  run  under  Mi¬ 
crosoft  Windows  30. 

Select  CS  1.01  will  allow 
users  to  load  multiple  DOS 
programs  or  a  mixture  of  DOS 
and  Microsoft  Windows  pro¬ 
grams  while  Windows  s\^itch- 
es  between  them  and  manages 
their  memory  consumption. 

Select  CS  1.01  is  available 
now  and  is  priced  from  $  2 ,99  5 
to  $8,995,  depending  on  con¬ 
figuration.  □ 


Lotus’  Notes  product  chief 
details  specifics  of  offering 

Discusses  applications,  new  directions  for  the  tool. 


Ever  since  the  introduc¬ 
tion  of  Lotus  Notes,  Lo¬ 
tus  Development  Corp. 
has  faced  the  challenge  of  educat¬ 
ing  users  about  the  new  ways  the 
product  can  be  used  to  create,  ac¬ 
cess  and  share  information. 

Notes,  using  shared  data  bases 
and  electronic  mail,  stores  and 
indexes  information  on  a  local- 
area  network  server  so  it  can  be 
structured,  accessed  and  main¬ 
tained  in  a  variety  of  “views.” 

Notes  workstations  —  IBM- 
compatible  personal  computers 
running  Microsoft  Corp.’s  Win¬ 
dows  3-0  or  IBM  OS/2  —  and  the 
OS/2-based  Notes  server  can  co¬ 
exist  on  any  of  the  popular  net¬ 
work  operating  systems. 

Eric  Sail,  director  of  product 
management  for  Lotus  Notes,  de¬ 
fines  the  software,  discusses  its 
applications  and  explains  the 
strategy  and  future  direction  of 


Eric  Sail 


the  product  with  Network  World 
West  Coast  Bureau  Chief  Timothy 
O’Brien. 


What  was  the  vision  that 
led  to  Notes?  How  did  the 
product  come  to  fruition? 

We  began  our  development 
process  back  in  1984,  and  we  in¬ 
troduced  the  product  in  1989- 
When  we  were  thinking  about  de¬ 
signing  Notes,  we  felt  we  really 
had  to  solve  the  problem  of  orga¬ 
nizational,  geographic  and  even 
technical  distance  between 
groups  in  order  for  it  to  be  a  prag¬ 
matic  and  realistic  product. 

This  led  to  the  capability  in 
Notes  called  replication,  which 
basically  means  one  Notes  server 
calls  up  another  Notes  server  and 
sends  over  the  changes  and 
shared  files  since  the  last  time 
they  talked.  This  is  quite  dramatic 
because  it  means  you  can  have 
virtual  work  groups  or  logical 
work  groups  that  don’t  necessar¬ 


ily  map  one-to-one  to  a  LAN. 

The  other  thing  that  we  felt 
was  important  for  Notes  was  the 
ability  to  easily  import  and  ex¬ 
port  information.  Notes  has  in¬ 
terfaces  to  all  the  major  word 
processing  formats,  graphic  for¬ 
mats,  scanned  images,  arbitrary 
data  base  streams  [such  as  field 
names  and  values],  spreadsheets 
and  regular  text.  We  also  opened 
our  [application  program  inter¬ 
face]  so  that  people  could  write 
their  own  applications  that  could 
access  a  Notes  data  base  or  bring 
information  ft'om  another  data 
base. 

Version  2  supports  application 
integration  with  Dynamic  Data 
Exchange  and  Object,  Linking  & 
Embedding,  which  allows  us  to 
link  to  a  variety  of  applications  in 
the  [Microsoft  Corp.]  Windows  or 
Presentation  Manager  environ¬ 
ments.  Also,  we  can  create  live 
links  to  information  in  other  en¬ 
vironments. 

We  also  felt  it  was  important 
that  we  embrace  as  many  stan¬ 
dards  as  we  could  in  the  design  of 
Notes  and  continue  to  develop 
along  those  lines.  For  instance, 
we’re  doing  an  X.400  gateway 
and  we’re  interested  in  doing 
X.5OO  once  it  settles  down  a  bit. 
We’ve  been  working  on  data  base 
interfaces,  too. 

What  kind  of  specific  ap¬ 
plications  can  be  addressed 
by  Notes? 

If  you  look  at  a  [matrix  with  six 
blocks,  three  blocks  wide  and  two 
blocks  high]  that  shows  levels  of 
increasing  activity  across  the  bot¬ 
tom  axis  and  increasing  structure 
on  the  vertical  axis,  you  can  see 
the  range  of  what  Notes  does. 

In  the  first  column  of  the  ma¬ 
trix,  Notes  can  be  used  for  dis¬ 
seminating  information,  making 
it  available  to  people  in  the  orga¬ 
nization.  The  next  column  to  the 
right  is  a  little  more  interactive, 
providing  for  the  routing  of  infor¬ 
mation,  sending  it  to  some  known 
or  named  individual  or  group. 
The  last  column  is  interacting;  in¬ 
formation  is  coming  from  any¬ 
place  and  going  anyplace  in  a 
much  less  predictable  way. 

The  vertical  axis  shows  in¬ 
creasing  structure.  The  lower  of 
the  two  boxes  in  the  first  column 
could  be  a  news  application  like  a 
daily  or  weekly  newsletter  or  an 
interface  to  a  real-time  news  wire 
which  would  provide  information 
that  would  be  organized  and  then 
disseminated  via  interest  catego¬ 
ries  to  users. 

( continued  on  page  26 ) 


Reducing  FDDI  connection  costs 


Method 

Advantages  '  t> 

Disadvantages 

Alternative 
fiber  solution: 

•  Relaxing  standard 
specifications  on  LED  power 
levels  can  reduce  the  cost  of 
optoelectronic  components 
for  shorter  distances. 

•  Fiber  must  be  installed. 

•  Cost  of  components 
high  compared  to  copper 
solutions. 

Unshielded 
twisted  pair: 

, 

•  Majority  of  users  have  this 
type  of  wiring  in  place. 

•  Uses  inexpensive 
electronics  rather  than 
optoelectronic  components 
in  each  workstation. 

•  Wire  picks  up  cross  talk; 
signal  must  be  filtered. 

•  Wire  radiation  may  exceed 
FCC  specifications  at  FDDI 
data  transmission  rates. 

Data-quality 
unshielded 
twisted  pair: 

•  Higher  quality  transmissions 
than  typical  unshielded 
twisted  pair  (signal  does  not 
require  filtering). 

•  Low-cost  electronics. 

•  Requires  installation. 

•  Wire  radiation  may  exceed 
FCC  specifications  at  FDDI 
data  transmission  rates. 

Shielded 
twisted  pair: 

•  No  interference  problems. 

•  No  radiation  problems. 

•  Low-cost  electronics. 

•  More  expensive  than 
unshielded  twisted  pair. 

•  Requires  many  users  to 
install  new  wiring. 

Because  of  the  short  distances  between  wiring  closets  and  workstations, 
alternative  methods  can  be  used  to  reduce  connection  costs  to  networks 
based  on  the  FDDI  standard. 

GRAPHIC  BY  SUSAN  J.  CHAMPENY  SOURCE:  NETWORK  WORLD 


Standards  teams  take 
on  FDDI  roadblocks 

Groups  try  to  resolve  problems  with  network 
management  and  the  high  cost  of  components. 


By  Salvatore  Salamone 

_ Features  Whiter _ 

ST.  PETERSBURG,  Fla.  — 
Standards  groups  are  making 
progress  in  resolving  the  network 
management  and  cost  problems 
that  have  hindered  wide-scale  ac¬ 
ceptance  of  Fiber  Distributed 
Data  Interface  networks. 

At  the  ANSI  X3T9.5  meeting 
here  last  month,  the  working 
group  tackling  FDDI  station  man¬ 
agement  (SMT)  met  for  two  days 
to  consider  letter  ballot  com¬ 
ments  on  the  latest  version  of  the 
SMT  document. 

In  addition,  two  ad  hoc  work¬ 
ing  groups  —  one  covering  alter¬ 
native  media,  the  other  exploring 
ways  to  use  lower  cost  electro-op¬ 
tic  components  —  examined 
ways  to  reduce  the  costs  of  bring¬ 
ing  fiber  to  the  desktop. 

The  FDDI  standard,  when 
completed,  will  comprise  four 
documents.  Three  of  these  —  de¬ 
fining  optical  specifications,  a 
data  encoding  scheme,  and  pack¬ 
et  formation  and  addressing  — 
have  been  finalized  and  ap¬ 
proved. 

The  last  document,  which  has 
yet  to  be  completed,  covers  sta¬ 
tion  management,  defining  error 
detection  and  recovery  methods, 
and  specifying  all  FDDI  manage¬ 
ment  services.  Last  December,  a 
draft  of  the  latest  version  of  the 
SMT  document  was  sent  out  for 
comments  in  a  letter  ballot. 

A  principal  suggestion  emerg¬ 
ing  from  the  letter  ballot  was  that 


the  SMT  Management  Informa¬ 
tion  Base  (MIB)  be  converted  to 
Guideline  Definitions  for  Man¬ 
aged  Objects  (GDMO),  according 
to  Bruce  McGure,  chairman  of 
ANSI’s  FDDI-2  working  group, 
and  chairman  and  executive  vice- 
president  of  Synernetics,  Inc.,  a 
manufacturer  of  FDDI  equipment 
and  station  management  soft¬ 
ware.  The  GDMO  is  a  proposed 
International  Standards  Organi¬ 
zation  standard  that  defines  how 
network  objects  are  managed. 

The  format  of  the  MIB  in  the 
existing  SMT  document  is  not 
consistent  with  today’s  interna¬ 
tional  standards,  according  to 
Wayne  Foco,  an  associate  pro¬ 
grammer  and  communications 
architect  within  IBM’s  Communi¬ 
cations  Systems  group  in  Raleigh, 
N.C. 

For  example,  if  a  local  net¬ 
work  using  the  Simple  Network 
Managent  Protocol  is  connected 
to  an  FDDI  net,  it  would  be  impos¬ 
sible  to  use  the  same  system  to 
manage  both  networks  because 
the  objects  defined  in  the  respec¬ 
tive  MIBs  would  be  different. 

Besides  the  suggestions  to 
convert  MIBs  to  GDMO,  this  last 
round  of  balloting  drew  hundreds 
of  comments,  according  to  Mc¬ 
Clure.  The  number  of  responses 
was  so  large  that  an  interim  docu¬ 
ment  incorporating  all  of  the 
comments  will  be  assembled  and 
distributed  for  review  before  the 
next  meeting  in  June. 

/ continued  on  page  26 ) 
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C  1991  Northern Meridian  1  and  Meridian  are  trademarks  of  Northern '^iecom.  M0U32B 


juice.  And  coffee,  black.  Tb  room  235  at 

6:15.”  6!00A.M.Good  morning.  This 


VIS* 

wkIi 

9:45p.m.  V\blcome.This  is  Guest  Messaging.  You  received 


one  call  before  you  checked  in.  Message  one:  “John,  this  is  Tfed. 


They  moved  our  meeting  up  to  8:30.  I’m  not  sure  where,  yet.  I’ll  call  you  in 
the  morning  to  let  you  know.”  10:00p.m.  “I’d  like  a  wake-up  call 
for  6:00  a.m.  And  can  you  put  a  Do  Not  Disturb  on  my  phone?  Thanks.” 
10:06p.m.  Wre  sorry  room  service  is  now  closed.  You  can  place  a 


breakfast  order  by  pressing  3.  P  “I’d  like  two  e^,  over 


easy  with  bacon.  Make  sure  the  bacon’s  crispy  Tbast, 


I!' 


lightly  buttered.  Fheshly  squeezed  orange 


TMS  GUESTS  STAY  DEMANDS 


Meridian  1  Tb  handle  all  these  various  calls 
and  features,  Northern  Tblecom’s 
Meridian  1  Communication  Systems  work  with  a 
hotel’s  Property  Management  System— the  com¬ 
puter  application  that  manages  all  hotel  guest 


transactions.  And  frankly,  ordinary  PBXs  just  aren’t 
smart  enough  to  do  this. 

That’s  because  the  Meridian  1,  unlike  your  average 
PBX,  makes  features  like  voice  mail,  networked  ACD, 
and  interactive  voice  response  work  with  each  other 


Networked  ACD,  IVR,  PBX/Host  interface— Meridian  1  makes  it  all  work  together. 


is  your  wake-up  call.  Ifou  have  one  new  voice  message.  Message 

one:  “John?  "fed  again.  Don’t  forget  to  bring  the  revised  contract  to  the 

meeting.  Still  don’t  know  what  room  we’re  in.”  7:00a.m.  Th  record 


your  own  personal  greeting,  press  7.  “I  just  went  down  for  a 


quick  workout.  I’ll  be  back  in  a  few  minutes. 


Leave  your  message  at  the  sound  of  the  beep.” 


civ 

B  \\  ^ 


e  s  - 


7:20a.m. 


You  have  one  new  voice 


message.  Message  one;  “John,  we’re  in  the  Green  Room 


See  you  there  at  8:30.  Oh,  and  that  fax  number  you 


need  is  555-4473.”  8:00a.m.  “Checking 


the  way  Mr.  Siebert,  if  you  need  to  hear  any  of  your  existing  voice 
messages,  you  can  access  them  for  24  hours.  Just  call  us.” 


MORI  1HAN  AN  OMMHARV  PBX 


in  ways  no  ordinary  PBX  could.  Making  it  a  very  intel¬ 
ligent,  very  efficient  communication  system  for  your 
business.  And  we  say  that  without  reservation. 

Call  1-800-328-8800  and  compare  the  many  applica¬ 
tions  Meridian  1  offers  your  business  to  what  an 
ordinary  PBX  can  do.  You’ll  find  it’s  more  than  a  PBX. 


rtt 


northern 

telecom 


TECHNOLOGY  THE  WORLD  CALLS  ON: 


1 


lOCAL  NETWORKING 


Lotus’  Notes  product 
chief  details  specifics 

continued  from  page  23 

Something  with  more  structure  [in  the 
box  above  that]  would  be  a  reference  appli¬ 
cation;  this  could  be  a  policy  and  proce¬ 
dures  handbook,  marketing  research  li¬ 
brary  or  contract  library.  So  again,  the  idea 
is  that  you  are  preparing  it  in  one  place  and 
making  it  available  to  many  [users]. 

In  the  bottom  of  the  next  column.  Notes 
includes  a  full  electronic  mail  system  that 
we  see  as  part  of  the  product’s  basic  func¬ 
tionality.  We  also  view  E-mail  as  an  appli¬ 
cation  for  Notes,  like  a  spell  checker  would 
be  to  a  word  processor.  Something  more 
structured  [and  in  the  box  above  that] 


would  be  a  forms  routing  application,  trav¬ 
el  authorization  or  purchase  orders  that 
need  to  be  routed  and  tracked. 

In  the  bottom  of  the  third  column  would 
be  discussions.  This  could  be  a  product  de¬ 
sign  group  interacting  about  the  next  ver¬ 
sion  of  a  product  or  a  special  interest 
group  brainstorming  session.  Something 
more  structured  along  those  lines  would 
be  a  tracking  application.  The  project 
tracking  could  be  sales-led  management,  a 
help  desk  or  a  call  reporting  system. 

One  of  the  ways  to  understand  Notes  is 
to  draw  an  analogy  to  1-2-3.  If  you  take  1  - 
2-3  out  of  the  box,  it’s  really  a  tool  that  you 
apply  to  lots  of  different  problems.  You  use 
the  product  with  a  template,  or  you  take  it 
and  customize  it  based  on  the  functionality 


of  the  product  itself.  The  real  power  of  1  -2- 
3  was  that  mortals  could  design  their  own 
applications. 

Notes  is  analogous.  It  is  a  tool  for  group 
communications.  You  can  use  the  tem¬ 
plates  we  provide,  and  you  can  also  cus¬ 
tomize  those  to  solve  certain  problems  us¬ 
ing  your  own  language  and  following  your 
own  procedures. 

How  would  a  user  build  an  appli¬ 
cation? 

There  are  two  constructs:  forms  and 
views.  Forms  are  the  way  data  is  input  into 
the  system  and  presented  back  as  docu¬ 
ments,  while  views  are  the  way  those  docu¬ 
ments  are  selected,  sorted  and  catego¬ 
rized.  By  designing  and  customizing  these 


forms  and  views,  you  create  different  ap¬ 
plications.  The  difference  between  appli¬ 
cations  has  to  do  with  how  much  structure 
the  forms  use  and  what  kinds  of  views  you 
design  to  use  that  flexibility. 

So  in  designing  an  application,  a 
user  would  create  screens  for  data 
input  and  then  the  information 
would  be  compiled  in  the  same  way  a 
data  base  would  use  a  report  writer? 

One  function  within  Notes  is  a  data 
base,  but  it  is  document-oriented  rather 
than  a  highly  structured  numbers-oriented 
data  base.  The  difference  is  that  a  docu¬ 
ment-oriented  data  base  is  optimized 
around  the  handling  of  documents,  com- 
( continued  on  page  54 ) 


NYNEX  ALLINK™  Operations  Coordinator 

The  Rule  Based  Integrated  Network  Management  Solution  That  Gives  You 

Tools  To  Change  The  Rules. 


When  we  first  created  NYNEX  ALLINK  Operations 
Coordinator,  we  gave  it  artificial  intelligence  and  a  set 
of  programming  tools.  In  return,  we  got  the  power 
to  tailor  the  exact  integrated  network  management 
solution  you  need  for  your  heterogenous  mix  of 
network  management  systems. 

Now  we’ve  added  a  new  set  of  tools  that  give 
you  this  power. 

As  your  network  changes,  our  Rule  Base  Editor  allows 
you  to  modify  ALLINK’s  generic  rule  base  to  suit  the 
changing  demands  of  your  network.  You  can  even 
change  the  information  ALLINK  presents  from  the 
various  subnetwork  managers  on  your  network  with 
our  Subnetwork  Handler  Editor.  Or  the  way  ALLINK 
organizes  multiple  real  time  graphical  views  of  your 
network’s  status  on  a  single  screen  using  our  View  Editor. 


You  accomplish  this  custom  tailoring  through  a  set  of 
simple  choices.  The  menu  format  is  fast,  efficient  and 
easy-to-do. 

No  other  network  management  system  gives  you  this 
degree  of  flexibility  and  control. 

The  one-of-a-kind  NYNEX  ATLINK  Operations 
Coordinator.  It’s  the  complete  solution  to  your 
current  needs.  It  grows  and  evolves  with  your 
network.  And  it  provides  a  path  to  the  OSI  network 
management  standards  of  tomorrow. 

NYNEX  ALLINK  ^ 

.  V 

The  One-of-a-Kind  Integrated 
Network  Management  System 
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Standards  teams  take 
on  FDDI  roadblocks 

continued  from  page  23 

At  that  point,  a  new  version  of  the  docu¬ 
ment  will  be  generated.  “The  goal  is  to 
have  [this]  new  working  document  out  in 
the  July  time  frame,’’  McClure  said.  Anoth¬ 
er  round  of  letter  balloting  will  then  occur. 
Committee  members  say  the  end  of  this 
process  is  in  sight,  and  most  believe  SMT 
will  be  wrapped  up  by  year  end. 

Lowering  costs 

Recognizing  that  the  high  cost  of  FDDI 
connections  will  hinder  the  adoption  of 
such  networks,  both  ad  hoc  working 
groups  within  the  X3T9.5  group  are  ex¬ 
ploring  ways  to  reduce  costs.  Their  efforts 
are  in  the  preliminary  stages,  however. 

While  one  group  is  exploring  the  use  of 
alternative  media,  the  other  is  investigat¬ 
ing  whether  the  standard’s  specifications 
can  be  relaxed  in  certain  cases. 

The  FDDI  standard  specifies  use  of  LED 
transmitters  capable  of  generating  an  1 1- 
decibel  signal,  a  level  that  is  needed  to 
maintain  adequate  signal  strength  and  low 
bit  error  rates  over  the  maximum  allow¬ 
able  cable  run  of  2  km.  Since  many  connec¬ 
tions  will  be  shorter,  that  much  power  is 
not  necessary. 

The  ad  hoc  group  exploring  lower  cost 
components  believes  that  less  expensive 
light  sources,  receivers  and  connectors 
can  be  used  in  shorter  cable  runs. 

The  cost  savings  of  this  approach  have 
already  been  demonstrated.  Earlier  this 
year.  Digital  Equipment  Corp.  introduced 
a  four-port  board  for  an  FDDI  concentra¬ 
tor  that  uses  LEDs  with  an  8-db  power  lev¬ 
el.  The  unit  was  designed  to  support  work¬ 
stations  up  to  200  meters  away. 

The  cost  savings  with  the  lower 
powered  light  sources  amounted  to 
$1,000  for  the  unit,  or  $250  per  connec¬ 
tion,  according  to  Karl  Pieper,  DEC’S  FDDI 
marketing  manager. 

If  shorter  distances  are  standardized  by 
the  working  group  —  100  meters  seems  to 
be  the  distance  of  choice  —  theoretically, 
even  lower  cost  components  could  be 
used,  according  to  Pieper.  Such  savings  are 
significant  since  the  prices  of  FDDI  con¬ 
centrators  at  the  start  of  this  year  were  be¬ 
tween  $5,000  and  $6,000. 

The  other  ad  hoc  working  group  is  ex¬ 
ploring  use  of  alternative  media,  such  as 
copper-based  unshielded  twisted  pair, 
data-quality  twisted  pair  and  shielded 
twisted  pair.  Using  any  one  of  these  three 
wire  types  in  place  of  fiber  in  horizontal  ca¬ 
ble  runs  would  allow  users  to  replace  op¬ 
toelectronic  components  with  electrical 
devices  that  are  less  expensive.  □ 
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Networking  key  to  Pitney 
Bowes  service  performance 

Dial-up  solutions  fix  fax  machine  malfunctions. 

By  Wayne  Eckerson 

Senior  Editor 


Pialoque 

During  the  request-for- 
proposal  process,  how 
difficult  is  it  to  obtain  de¬ 
tailed  technical  informa¬ 
tion  from  vendors? 

It  varies;  some  are  very 
technically  proficient,  while 
others  don’t  have  a  real  grasp 
at  all.  This  is  more  true  when  it 
comes  to  a  big  network  installa¬ 
tion.  The  larger  the  project,  the 
more  difficult  it  is  to  find  ven¬ 
dors  that  can  provide  you  with 
solid  information. 

“It’s  frustrating,  so  I’ve 
learned  not  to  depend  on  ven¬ 
dors  for  technical  information. 
Instead,  1  do  extensive  testing 
of  each  product.  No  product  is 
right  until  I  say  it’s  right.” 

Mel  Moulton 
Network  planning  manager 
Rockwell  International  Corp. 

Dallas 

Sns  It  can  definitely  be  a  prob¬ 
lem.  But  most  of  the  products 
are  so  technical  that  you  can’t 
blame  the  vendor  for  not  dump¬ 
ing  volumes  of  information  on 
you.  The  problem  is  more  easi¬ 
ly  resolved  if  the  user  knows 
the  right  questions  to  ask.  The 
more  specific  you  are  in  the 
process,  the  better  off  you’ll  be. 
If  you’re  interested  in  getting 
the  best  product  you  can,  you 
have  to  keep  working  through 
the  vendor  until  you  find  the 
right  technical  people  to  answer 
your  questions.” 

Wallace  Knapp 
Director  of  computer  services 
Catonsville  Community  College 
Baltimore 

It’s  not  really  a  problem. 
With  things  becoming  stan- 
dards-based,  it  almost  comes 
down  to  cost  comparisons  and 
our  previous  relationship  with  a 
particular  vendor.  How  their 
products  have  worked  for  us  in 
the  past  comes  into  heavy  play 
when  we  evaluate  their  RFP.” 

Ted  Lipsky 
Telecommunications 
project  director 
University  of  Miami 
Coral  Gables,  Fla. 

U  It’s  very  difficult.  I’ve  been 
trying  to  find  an  FDDI-to-DS3 
bridging  product,  and  I’ve  spo¬ 
ken  to  five  vendors  who  say 
they  can  provide  me  with  one. 
But  the  technical  information 
they’ve  sent  is  sketchy  at  best.” 

Robert  Golobic 
Netvrork  planner  and  designer 
R.J.  Reynolds  Tobacco  Co. 
Winston-Salem,  N.C. 


MELBOURNE,  Fla.  —  As  com¬ 
panies  increasingly  compete  on 
the  basis  of  customer  service,  Pit¬ 
ney  Bowes,  Inc.,  a  maker  of  fac¬ 
simile  machines  and  other  office 
equipment,  is  using  networking 
to  stay  a  step  ahead  of  the  pack. 

Instead  of  requiring  custom¬ 
ers  to  bring  malfunctioning  fax 
machines  to  repair  centers,  tech¬ 
nicians  at  a  Pitney  Bowes  techni¬ 
cal  center  here  can  repair  most 
problems  remotely  by  dialing 
into  a  customer’s  fax  machine 
and  resetting  communications 
and  control  parameters. 

A  group  of  30  technicians  at 
the  company’s  National  Diagnos¬ 
tics  Center  (NDC)  can  remotely 
modify  fax  software  that  controls 
between  60  and  120  functions, 
including  transmission  delays  to 
accommodate  satellite  links, 
decibel  levels  for  transmission 
output,  memory  settings  and  dis¬ 
play  levels.  The  technicians  can 
also  download  electronic  error 
reports  for  use  in  identifying  per¬ 
formance  patterns. 

This  remote  repair  capability, 
which  is  only  available  for  Pitney 
Bowes’  fax  machines,  takes  an  av¬ 
erage  of  20  minutes.  Typically, 
users  either  take  faulty  equip¬ 
ment  to  a  dealer  or  have  a  techni¬ 
cian  dispatched  to  fix  the  prob¬ 
lem. 


Of  the  1 ,600  calls  to  NDC  each 
day,  Pitney  Bowes  handles  75% 
of  them  remotely,  according  to 
Michael  Armstrong,  vice-presi¬ 
dent  of  product  planning  and 
technical  support  at  Pitney 
Bowes  Facsimile  Systems  in 
Stratford,  Conn. 

The  remainder  of  the  calls, 
which  typically  involve  hardware 
problems,  are  handled  by  one  of 
4,000  Pitney  Bowes  technicians 
based  in  18  regional  centers 
throughout  the  country.  These 
field  technicians  arrive  at  the  cus¬ 
tomer  site  within  an  average  of 
4V2  hours,  Armstrong  said. 

When  a  Pitney  Bowes  custom¬ 
er  calls  NDC,  a  technician  there 
calls  up  the  customer’s  name,  ad¬ 
dress,  type  of  fax  machine  and 
other  information  stored  on  twin 
IBM  3090  mainframes  in  Dan¬ 
bury,  Conn.  The  employee  then 
hits  a  hot  key  to  obtain  the  service 
history  of  the  customer’s  ma¬ 
chine. 

For  simple  problems  such  as 
paper  jams,  the  technician  tries 
to  talk  the  caller  through  the  re¬ 
pair.  If  the  problem  is  software- 
or  communications-oriented,  the 
technician  will  dial  into  the  cus¬ 
tomer’s  fax  machine  and  down¬ 
load  its  system  software  to  a  mas¬ 
ter  facsimile  machine  or  personal 
computer  at  NDC. 

Often,  the  technician  down- 
( continued  on  page  28 ) 


EXECUTIVE  BRIEFS 


The  right  side  of  the  iaw.  Companies  that  need  legal 
advice  governing  the  use  of  intercompany  electronic  communi¬ 
cations  can  turn  to  a  new  book  by  lawyer  Benjamin  Wright 
called  The  Law  of  Electronic  Commerce  —  EDI,  Fax  and  E- 
Mail:  Technology,  Proof  and  Liability.  The  464-page  book 
addresses  a  variety  of  topics,  including  the  reliability  and 
confidentiality  of  electronic  messages,  the  legal  basis  of 
electronic  signatures  and  admitting  electronic  messages  as 
courtroom  evidence. 

The  book,  available  next  month,  is  priced  at  $95.  It  can  be 
ordered  from  tbe  Law  Division  at  Little,  Brown  and  Co.  by 
calling  (617)  227-0730. 

Sitting  tight  during  the  recession.  Turnover  among 
computer  professionals  is  at  a  10-year  low,  a  result  of  the  tight 
economy  and  hiring  freezes  imposed  by  many  firms. 

That’s  according  to  Edward  Berlin,  president  of  Edward  Ber¬ 
lin  Associates,  Inc.,  a  New  York-based  management  consulting 
firm  that  monitors  compensation  and  hiring  trends  in  the 
computer  industry. 

The  lack  of  turnover  among  information  systems  (IS) 
professionals  is  limiting  career  advancement  opportunities. 
However,  while  IS  staffers  are  staying  put  for  the  time  being, 
that  will  change  drastically  once  the  economy  picks  up,  Berlin 
said.  □ 


“The  tremendous  increase  in 
the  volume  of  data  being 
exchanged  is  going  to  force 
companies  to  reevaluate  the 
need  for  data  exchange.  Is 
there  a  better  solution?  Can 
we  develop  new  processes 
that  eliminate  the  need  to 
exchange  data  altogether?” 

Joseph  Phelan 
Executive  director, 

Automotive  industry  Action  Group 
and  manager  of  corporate  EDi, 
Ford  Motor  Co. 


EDI’s  future  in  the 
automotive  industry 

Automotive  Industry  Action  Group’s  Joseph 
Phelan  discusses  carmakers’  new  challenges. 


% 


Founded  in  1982,  the 
Automotive  Industry 
Action  Group  (AIAG)  is 
one  of  the  oldest  groups  devoted 
to  developing  and  implementing 
industry  standards  for  electronic 
data  interchange  and  other  relat¬ 
ed  activities,  such  as  bar  coding, 
purchasing  and  computer-aided 
design. 

With  700  members,  including 
the  Big  Three  automakers,  AIAG 
maintains  more  than  60  automo¬ 
tive-specific  EDI  and  other  stan¬ 
dards.  In  addition,  it  sponsors 
educational  workshops  and  holds 
an  annual  conference  called 
AUTO-TECH. 


Overseeing  AIAG  this  year  is 
Executive  Director  Joseph  Phe¬ 
lan,  who  is  on  sabbatical  from 
Ford  Motor  Co.,  where  he  serves 
as  manager  of  corporate  EDI. 
Phelan  last  week  spoke  with  Net¬ 
work  World  Senior  Editor  Wayne 
Eckerson  about  the  future  of  EDI 
in  the  automotive  industry, 
among  other  issues. 


What  are  AIAG’s  major 
goals  in  the  next  five  years? 

Our  major  thrust  is  expanding 
implementation  of  EDI  to  sec¬ 
ond-tier  suppliers.  We  are  not 
quite  sure  how  to  do  that  yet,  but 
we  are  looking  into  it. 

We  also  want  to  focus  on  other 
forms  of  electronic  communica¬ 
tions  that  would  allow  trading 
partners  to  more  easily  exchange 
engineering  data,  such  as  CAD/ 
CAM  and  image.  We  have  to  look 
at  how  to  consolidate  EDI,  E-mail 
and  engineering  data  all  onto  the 
same  network. 


Do  you  have  any  clues  on 
how  that  might  be  accom¬ 
plished? 

Slowly  and  carefully.  I  know 


that  Ford,  as  well  as  some  of  the 
big  [value-added]  network  pro¬ 
viders,  is  developing  a  strategy  to 
support  this  type  of  advanced 
communications.  But  nobody  is 
ready  to  jump  out  there  with  a 
full-blown  solution. 

Companies  in  a  variety  of 
industries  are  expressing  in¬ 
terest  in  faster  forms  of  EDI, 
notably  fast  batch  and  inter¬ 
active  EDI.  What  steps  is 
AIAG  taking  to  facilitate  the 
development  and  standard¬ 
ization  of  real-time  EDI? 


W. 


e  have  to  look  at 
how  to  consolidate  EDI, 
E-mail  and  engineering 
data  onto  the  same  net. 


▲  ▲A 


A  few  years  ago,  we  evaluated 
both  fast  batch  and  interactive 
EDI  and  found  little  support  for 
them  within  the  industry'.  The 
one  exception  is  Chry'sler 
[Corp.],  which  uses  fast  batch  [to 
receive  shipping  notices  from 
suppliers.] 

However,  Ford  has  tied  a  num¬ 
ber  of  their  suppliers  directly  on¬ 
line  to  some  of  their  in-house  sys¬ 
tems,  such  as  inventory,  schedul¬ 
ing  and  engineering,  to  give 
suppliers  added  information  so 
they  can  make  better  decisions. 

This  may  be  telling  us  that  the 
next  step  in  electronic  communi¬ 
cations  between  trading  partners 
is  some  kind  of  interenterprise 
( continued  on  page  28 ) 
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EDI’s  future  in 
auto  industry 

continued from  page  21 
system,  such  as  shared  data 
bases.  It’s  not  clear,  however, 
how  far  the  [automakers]  are  go¬ 
ing  to  take  this. 

But  aren’t  there  some  real 
risks  in  opening  up  your  data 


bases  to  suppliers? 

Absolutely.  But  if  you  want  to 
make  real  gains,  you  have  to  take 
real  risks. 

The  tremendous  increase  in 
the  volume  of  data  being  ex¬ 
changed  is  going  to  force  compa¬ 
nies  to  reevaluate  data  exchange. 
In  other  words,  is  there  a  better 
solution?  Can  we  develop  new 
processes  that  eliminate  the  need 


to  exchange  data  altogether? 

So  you  are  saying  the  ma¬ 
jor  advantage  of  EDI  is  not  in 
the  technology  but  in  reengi¬ 
neering  the  business  pro¬ 
cesses? 

Absolutely.  EDI  is  an  enabler. 
It  lets  us  do  new  and  great  things 
with  business  processes.  And 
that’s  where  the  real  value  is. 


For  example,  many  companies 
have  eliminated  invoices,  using  a 
process  called  evaluated  receipt 
settlement. 

We  didn’t  make  the  invoice 
electronic;  we  just  did  away  with 
it.  As  long  as  there  is  a  purchase 
order  and  a  receipt,  both  parties 
know  what  to  pay.  It’s  simply  a 
matter  of  multiplication.  So  why 
go  through  all  the  effort  of  gener- 


Access  Hub  132  puts  you  in  control. 

Your  search  for  advar>^  LAN  ccm- 
nectivity  has  just  taken  a  turn  for  the 
better.  Introducing  Access  Hub  132, 

Gandalf's  new  cost-effective  wiring  cc«i- 
centrator  with  int^ral  bridging. 

Cost-effective,  recause  you  can  jdn 
a  vari^  of  LAN  devices  with  existing 
unshiekied  twisted  pair  wiring  using 
the  lOBASE-T  Ethernet*  standard  and  its 
assured  interoperability. 

Cost-effective,  because  you  can  combine  sopWsticated 
compcHients  into  a  highly  modular  system -regardless  of 
the  media  you  choose. 

Cost-effective,  because  you  can  make  fast  and  easy 
moves,  adds  and  changes. 

Access  Hub  132  also  features  OSl  and  SNMP  network 
nunagement.  As  your  infc«niaticMi  systems  evolve.  Access 


Hub  132  int^rates  today's  and  tomor¬ 
row's  technoogies,  offering  an  ideal 
building  block  for  future  networking 
requirements. 

There's  greater  productivity  and  less 
downtime,  with  hot-standby  power. . . 
Distributed  Repeater  Architecture,  a 
unique  methoa  of  isolating  individual 
staticns  without  affecting  others . . .  pJus 
the  ability  to  change  modules  without 
disabling  your  LAN.  And,  we  ba^  up 
every  Access  Hub  132  installation  with  a  responsive  natkwi- 
wide  sales  and  support  network. 

Access  Hub  132.  It's  everything  you  should  expect  from 
an  indus^  leader  crffering  over  20  years'  of  proven  global 
communicatiOTis  experience.  Call  today  and  nelpm^  your 
networic  viskMi  a  reality:  1-800-GANDALF,  EXT.  406 
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ating,  mailing,  receiving,  storing 
and  reconciliation? 

Are  there  other  processes 
that  need  to  be  reengineered? 

1  think  so.  For  example,  take  a 
close  look  at  the  logistics  process 
for  shipping  and  receiving.  If  you 
do  the  shipping  job  correctly,  the 
receiving  job  is  almost  unneces¬ 
sary.  Once  the  recemng  material 
comes  in,  it  goes  directly  to  the 
[assembly]  line.  This  eliminates 
the  need  to  do  all  that  receiving, 
checking  and  inspecting. 

Large  EDI  users  —  such  as 
the  Big  Three  automakers  — 
have  been  criticized  for  forc¬ 
ing  EDI  on  their  smaller  sup¬ 
pliers.  Do  the  small  EDI  us¬ 
ers  view  it  as  a  boon  or  a 
burden  for  their  businesses? 

If  [the  automakers]  could  do  it 
over  again,  we  probably  would 
take  a  different  approach  with 
small  suppliers.  For  example,  like 
the  automakers,  [Sears,  Roebuck 
and  Co.]  had  been  doing  EDI  for  a 
long  time  and  wanted  to  expand 
its  EDI  trading  partner  base.  But 
having  seen  what  happened  to  us, 
they  stopped  short. 

Instead  of  mandating  that 
their  suppliers  get  on-line  with 
EDI  by  a  certain  date.  Sears  pro¬ 
vided  the  suppliers  with  a  turnkey 
solution  that  was  more  applica¬ 
tion-oriented  than  EDI-oriented. 

It’s  hard  to  educate  the  small 
supplier  about  EDI.  You  need  to 
give  them  a  turnkey  process  that 
allows  them  to  fill  in  the  blanks 
and  go.  We’ve  also  tried  to  im¬ 
press  upon  them  the  value  of  inte¬ 
grating  EDI  into  their  business 
applications,  not  just  viewing  EDI 
as  a  burden  or  an  automaker  de¬ 
mand. 

How  successfully  has  the 
auto  industry  moved  from 
proprietary  to  cross-indus¬ 
try  EDI  standards? 

Very  successfully.  Ford  and 
Chrysler  have  completed  the  mi¬ 
gration  away  from  proprietary 
solutions  and  are  fully  ensconced 
in  the  XI 2  environment. 

GM,  which  is  more  decentral¬ 
ized  than  Ford  or  Chrysler,  is  in 
the  process  of  moving  over.  But 
( continued  on  page  54 ) 


Network  key  at 
Pitney  Bowes 

continued from  page  27 
loads  an  electronic  report  that 
lists  the  last  20  errors  that  oc¬ 
curred  in  the  machine. 

The  technician  then  analyzes 
the  data,  adjusts  the  parameter 
settings  and  uploads  the  software 
to  the  customer’s  fax  machine. 
These  adjustments  can,  for  exam¬ 
ple,  compensate  to  some  degree 
for  line  noise  on  circuits  carrying 
the  customer’s  fax  traffic. 

"Facsimile  has  become  critical 
to  lots  of  businesses,  and  w^e  feel 
our  remote  diagnostic  repair 
gives  users  the  service  they 
want,’’  .Armstrong  said.  □ 
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Germany  ponders  what  to 
do  with  private  networks 

Western  Germany  bans  bypassing  public  nets. 

By  Barton  Crockett 

Senior  Editor 


FCC  plans  to  balance 
global  service  rates 

Foreign  carriers’  rates  would  more  closely  reflect 
actual  cost  of  service,  save  U.S.  providers  millions. 

By  Anita  Taff 

Washin^on  Bureau  Chief 


orld 

News 

AT&T  and  Communica¬ 
tions  Satellite  Corp.  (COM¬ 
SAT)  recently  said  they  have 
teamed  up  to  form  a  new  com¬ 
pany  that  will  proAide  domes¬ 
tic  and  international  digital 
private-line  services  to  Vene¬ 
zuela. 

The  new  company,  Trans- 
porte  Digital  de  Informa- 
cion,  is  based  in  Caracas,  Ven¬ 
ezuela,  and  will  provide 
international  digital  private¬ 
line  services  via  satellite,  us¬ 
ing  an  earth  station  built  by 
COMSAT’S  Systems  Division. 

The  International  Tele¬ 
communications  Satellite 
Organization  (INTELSAT) 

recently  completed  its  17th 
annual  Global  Traffic  Meeting, 
where  traffic  predictions  were 
prepared  for  INTELSAT  ser¬ 
vices. 

INTELSAT  expects  the  use 
of  digital  facilities  for  interna¬ 
tional  public  switched  services 
to  double  over  five  years. 

The  Indian  Ocean  region 
is  expected  to  experience  the 
greatest  traffic  growth. 
Service  usage  in  that  area 
should  increase  as  much  as 
23%  during  the  next  five 
years. 

INTELSAT  said  use  of  digi¬ 
tal  facilities  for  public 
switched  telephone  services 
increased  45%  from  1989  to 
1990,  while  use  of  analog  fa¬ 
cilities  for  public  switched  ser¬ 
vices  decreased  1 1 . 5%. 

INTELSAT  reaped  22%  of 
its  revenues  last  year  from  dig¬ 
ital  services,  with  14%  coming 
from  public  switched  services 
and  8%  coming  from  Interna¬ 
tional  Business  Service  pri¬ 
vate-line  services.  □ 


BONN,  Germany  —  As  the 
Federal  Republic  of  Germany 
struggles  with  the  arduous  task  of 
integrating  eastern  Germany  into 
its  social  and  economic  fabric, 
network  regulators  are  facing  an 
unusual  quandary  —  what  to  do 
with  23  private  networks  that,  in 
theory  at  least,  should  not  be  al¬ 
lowed  to  exist. 

These  nets  were  built  with  per¬ 
mission  from  the  formerly  Ger¬ 
man  Democratic  Republic  gov¬ 
ernment,  which  agreed  to  let 
organizations  such  as  the  Stasi  se¬ 
cret  police  and  the  country’s 
chemical  manufacturers  build 
relatively  modern  voice  and  data 
networks  using  facilities  separate 
from  the  public  network  serving 
the  rest  of  the  country. 

The  problem  now  is  that  both 
eastern  and  western  Germany  are 
subject  to  the  same  net  regula¬ 
tions  and  western  Germany  pro¬ 
hibits  private  nets  that  bypass 
public  net  facilities. 


“We  now  have  to  find  a  solu¬ 
tion  to  this  problem  that  is  in  ac¬ 
cordance  with  our  telecommuni¬ 
cations  law,”  said  Peter  Bross, 
department  head  for  net>A'ork 
regulations  at  Germany’s  Minis¬ 
try  of  Posts  and  Telecommunica¬ 
tions  here. 

Postmerger  problem 

Bross  said  officials  in  the  min¬ 
istry  discovered  the  private  net¬ 
works  when  analyzing  eastern 
Germany’s  network  infrastruc¬ 
ture  after  the  reunification  of  the 
two  nations. 

As  part  of  that  reunion,  con¬ 
trol  of  eastern  Germany’s  public 
network  was  ceded  to  western 
Germany’s  national  carrier, 
Deutsche  Bundespost  Telekom, 
and  management  of  eastern  Ger¬ 
many’s  network  regulations  was 
taken  over  by  western  Germany’s 
Ministry  of  Posts  and  Telecom¬ 
munications. 

The  Federal  Republic  plans  to 
spend  about  $40  billion  over  the 
( continued  on  page  32 ) 


WASHINGTON,  D.C.  —  The 
FCC  recently  proposed  a  new  set 
of  rules  that  it  said  would  help 
drive  international  rates  down 
closer  to  the  cost  of  providing 
service  and  save  U.S.  carriers 
about  $500  million  annually  in 
payments  to  foreign  carriers. 

Federal  Communications 
Commission  Chairman  Alfred 
Sikes  claims  there  is  a  serious  im¬ 
balance  in  the  rates  that  foreign 
carriers  charge  U.S.  carriers  to 
terminate  calls  abroad  and  the 
corresponding  rates  charged  by 
U.S.  companies. 

According  to  Sikes,  account¬ 
ing  rates  charged  by  foreign  car¬ 
riers  are  set  as  much  as  50% 
above  cost. 

In  addition,  some  European 
carriers  are  discriminating 
against  the  U.S.  by  charging  U.S. 
providers  higher  accounting 
rates  than  they  charge  carriers  in 
European  countries,  said  FCC 
Common  Carrier  Bureau  Chief 
Richard  Firestone.  He  said  U.S. 
carriers  may  be  paying  between 
50  cents  and  $  1 .40  more  per  min¬ 
ute  than  their  European  counter¬ 
parts. 

Although  U.S.  carriers  have 
been  negotiating  with  foreign 
carriers  to  reduce  international 
accounting  rates,  Sikes  said  that 
is  not  enough.  In  its  order,  the 
agency  voted  to  streamline  the 
procedures  for  changing  ac¬ 
counting  rates  to  make  it  easier 
for  foreign  providers  to  volun¬ 
tarily  reduce  rates. 

But  the  FCC  also  proposed  a 
set  of  rules  that  would  attempt  to 
force  foreign  carriers  to  negoti¬ 
ate  lower  rates  with  their  U.S. 


counterparts.  The  agency  sug¬ 
gested  setting  up  benchmarks  for 
the  U.S.  carriers  to  use  in  bringing 
rates  down  by  Jan.  1, 1993- 
If  rates  have  not  come  down 
significantly  by  then,  the  FCC  is 
proposing  to  mandate  a  maxi¬ 
mum  amount  that  U.S.  carriers 
can  pay  for  foreign  carriers  to 
terminate  calls  in  their  countries. 

If  the  FCC  is  successful  in 
bringing  down  international  ac¬ 
counting  rates,  that  will  likely 
drive  down  the  prices  U.S.  users 

A 

X^ccounting  rates 
charged  by  foreign 
carriers  are  set  as  much 
as  50%  above  cost. 
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pay  for  international  services.  A 
variety  of  other  factors,  including 
the  number  of  calls  terminated  in 
the  U.S.  by  foreign  carriers,  de¬ 
termine  the  actual  service  prices. 

Sikes  said  the  bloated  rates 
paid  by  U.S.  carriers  coupled  with 
a  higher  volume  of  outgoing  than 
incoming  international  calls  has 
fueled  a  telecommunications 
trade  deficit  of  almost  $3  billion. 

In  a  related  item,  the  FCC  pro¬ 
posed  rewarding  foreign  carriers 
that  allow  resale  of  international 
services  by  mandating  that  U.S. 
carriers  offer  reciprocal  interna¬ 
tional  resale.  Currently,  U.S.  pro¬ 
viders  are  allowed  to  offer  inter¬ 
national  resale  but  are  not  man¬ 
dated  to  provide  it.  □ 


What  it  takes  to  be  the  international  specialist.  #2  in  a  series. 


Customized 

network 

solutions." 


—Larry  UHne, 

Manager,  Technical  Support 
World  Communications.  Inc. 


A  lot  of  people  talk  about 
the  fyp/ca/ international  net¬ 
work,  but  I've  yet  to  see  one. 
Every  network  is  different — 
and  the  one  that  fills  your 
needs  is  unlike  any  other. 

That's  why  we've  demon¬ 
strated  more  imagination 
and  flexibility  in  overseas 
networking  than  any  other 
carrier. 

One  WorldCom  customer 
implemented  total  route 
diversity  between  redundant 
switching  centers  in  the  U.S. 


and  U.K.,  without  doubling  its 
investment  in  equipment, 
staffing  or  site  facilities. 

For  another  customer,  we 
combined  our  private  line 
experience  with  the  latest 
technology  in  switching 
equipment  to  provide  a 
unique  multiplexed  private 
line  network. 

We  can  also  boost  your 
efficiency  through  custom- 

M^orldCom 


ized  integrated  access  to 
your  T-1  pipe.  (Ask  another 
earner  to  do  that  and  watch 
the  blank  stares  you  get.) 

WorldCom  people  in  the 
U.S.  and  overseas  are  trained 
to  start  from  scratch  and 
provide  custom  solutions. 
Our  approach  isn't  typical, 
but  neither  is  your  network. 
Let  us  put  our  international 
know-how  to  work  for  you. 
Call  800-733-3755, 

FAX:  212-607-2274. 
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The  hands  on  the  clock  were 
yesterday.  A  museum  of 
And  as  the  Hula-Hoop’ 

Reg.  T.M.  of  Kiansco  JL 

impending  doom  closed 
burst  into  the  small 
large  metal  switching 
And  I  said  in  a  voice 
turn  into  a  Nehru 
then,  above  the  hiss  of 
“Relax.  You  bought  an 
you  expand,  up  to  90% 
Investment  protection . . . 
be  yours.  ”  And  as  I  drove 
I  felt  good  because  life,  after 


AT&T  DEFINITY  Communications  System.  Were  sure  it  will  last  a  long  time.  For  more  information  or  a  free  copy  of 


waving  good-bye.  ...I  cleaned  the  garage 

\  obsolescence.  Go-go  boots  and  lava  lamps. 

\ 

I 

I 

settled  around  my  ankles,  this  feeling  of 
in  on  me  like  night  So  I  rushed  to  work, 
room  most  people  avoid  and  stared  at  this 
device  sitting  there  Buddha-like  in  the  dark. 

I 

I 

soft  as  a  prayer,  “Don’t  get  old  on  me.  Don’t 
jacket  Grow.  Expand.  30,000  lines.  ’’And 
I  the  air  conditioner,  I  heard  this  voice  say, 
AT&T DEFINITY’ System.  Tm  modular.  As 
of  my  hardware  can  stay  the  same. 

ISDN. . .  virtually  limitless  growth.  It  can  all 
the  Rambler  home,  the  8-track  boomed  and 
all,  is  just  choices. 


AT&T 

The  right  choice. 


THE  AT&T  CATALOG  call  1 800  247-1212,  Ext  119.  In  Canada,  call  1 800  387^100. 
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French  regulatory  officials  opt  for 
digital  cellular  service  over  PCNs 

Ministry  director  calls  PCNs  political  ploy  on  part  of  the  British. 


By  Ellen  Messnier 

Washington  Correspondent 

WASHINGTON,  D.C.  —  On  a  recent  trip 
to  the  U.S.  capital,  French  regulatory  offi¬ 
cials  outlined  plans  for  new  radio  commu¬ 
nications  networks  in  France  —  plans  that 
don’t  include  personal  communications 
netw'orks  (PCN). 

Bruno  Lasserre,  director  of  regulatory 
affairs  at  the  French  Ministry  of  Posts, 


Telecommunications  and  Space,  said 
France  will  first  examine  its  success  in  in¬ 
troducing  digital  cellular  service  before 
making  a  commitment  to  PCN  technology. 

Lasserre  downplayed  the  significance 
of  PCN.  “PCN  is  a  concept  that  has  been  in¬ 
vented  by  the  British,’’  he  said.  “The  con¬ 
cept  is  more  a  political  one  than  a  technical 
one.’’ 

France’s  lukewarm  response  to  PCN 


stands  in  stark  contrast  to  the  enthusiasm 
among  American  telecommunications  and 
computer  firms.  Something  of  a  gold  rush 
mentality  has  taken  root  domestically 
among  companies  eager  to  win  the  covet¬ 
ed  PCN  spectrum  licenses  from  the  Federal 
Communications  Commission. 

Last  March,  the  French  Ministry  award¬ 
ed  two  competing  licenses  for  12.5  MHz 
each  in  the  900-MHz  band  to  operate  cellu¬ 
lar  systems  based  on  the  European  Group 
Speciale  Mobile  (GSM)  standard  for  digital 
cellular  technology. 

One  license  went  to  France  Telecom, 
the  second  to  Societe  Francaise  du  Radio¬ 
telephone,  a  wholly  owned  subsidiary  of 
the  Compagnie  Financere  pour  le  Radio¬ 
telephone  (COFIRA)  consortium.  The  two 


currently  operate  competing  analog  sys¬ 
tems  in  the  450-MHz  band. 

COFIRA’s  five  partners  include  one  U.S. 
carrier,  BellSouth  International,  Inc., 
which  holds  a  4%  interest.  Both  digital  cel¬ 
lular  systems  should  be  complete  by  1 992. 

PCN  is  an  emerging  microcell-based 
technology,  which  will  support  voice  and 
high-speed  data  communications.  Indus¬ 
try  consensus  suggests  that  PCN  networks 
would  operate  best  between  1,850  MHz 
and  1 ,990  MHz,  although  some  have  said 
that  PCN  is  suitable  anywhere  between  1 
GHz  and  3  GHz. 

“The  challenge  in  France  is  GSM,  not 
PCN,”  Lasserre  said.  “GSM  will  give  us  new 
opportunities  to  develop  radio  telephony 
on  a  pan-European  basis.”  □ 


Germany  ponders 
over  private  nets 

continued  from  page  29 
next  seven  years  to  upgrade  eastern  Ger¬ 
many’s  weak  public  net  infrastructure. 

Bross  said  the  23  private  bypass  net¬ 
works  create  a  dilemma  for  German  regu¬ 
lators  because  the  technology  they  use  is 
more  modern  than  what  is  employed  in 
eastern  Germany’s  public  network.  In  the¬ 
ory,  German  regulators  shouldn’t  allow 
the  private  nets  to  operate,  but  they  also  do 
not  want  to  dismantle  valuable  resources 
that  industrial  organizations  in  eastern 
Germany  need  in  order  to  do  business. 

One  possible  solution  is  for  the  net¬ 
works  to  be  dismantled  and  reintegrated 
into  eastern  Germany’s  public  net  infra¬ 
structure.  Bross  said  this  tack  has  already 


(jorts  said  Germany  faces  a 
large  challenge  —  eliminating 
wiretaps  and  bugs  pervasive 
throughout  eastern  Germany. 
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been  taken  with  the  private  net  that  served 
the  Stasi. 

Another  possibility  is  to  grant  interim 
licenses  that  allow  private  operators  to 
continue  running  the  networks  until  Deut¬ 
sche  Bundespost  Telekom  assumes  con¬ 
trol  at  some  foture  date. 

At  a  recent  international  communica¬ 
tions  conference  sponsored  by  Business- 
Week  in  New  York,  French  Gorts,  state  sec¬ 
retary  for  Germany’s  Ministry  of  Posts  and 
Telecommunications,  said  German  regula¬ 
tors  are  still  evaluating  which  approach  to 
take  with  the  remaining  private  nets. 

Listening  in 

Gorts  added  that  Germany  faces  anoth¬ 
er,  equally  large  challenge  —  eliminating 
wiretaps  and  bugs  pervasive  throughout 
eastern  Germany. 

“A  lot  of  telephone  sets  have  mikes  that 
allow  someone  to  hear  what  is  being  said,” 
Gorts  said.  “We  have  to  make  sure  that 
these  telephones  are  secured  and  that  ev¬ 
erybody  can  talk  without  being  hurt.” 

Gorts  said  he  is  not  sure  who  could  be 
using  the  bugs  but  it’s  possible  that  the 
KGB  is.  He  added  that  as  Deutsche  Bundes¬ 
post  Telekom  takes  over  eastern  Germa¬ 
ny’s  public  net,  it  is  systematically  trying 
to  eliminate  illegal  bugs  and  wiretaps.  □ 


T-1  CommServer+ "  Provides 
Universal  Access  to 
Public  Network  Digital  Services 


The  Promptus  T-1  CoiiimServer+ 
unleashes  the  power  of  the  public 
network  by  providing  T1  and  ISDN 
Primary  Rate  access  to  a  variety  of 
public  network  services. 

Now  with  the  T-1  ConmiServer+, 
applications  such  as  LAN  intercon¬ 
nect,  videoconferencing  and  image 
retrieval  can  be  implemented  on  an 
“on-demand”  basis  through  a  host  of 
switched  data  services.  These  include 
Switched  56/64  and  Switched  384. 
Overall  transmission  costs  are  reduced 
since  you  pay  only  for  the  bandwidth 
you  need,  when  you  need  it. 

Of  course,  the  T-1  CoiiimServer+ 
is  equally  well  suited  for  dedicated 


T1  ACCESS 


PROMPTUS 

T-1  CommServer+’' 


service  applications  because  it’s 
Fractional  T1  and  DACS/M24  com¬ 
patible.  In  fact,  both  switched  and 
dedicated  services  can  share  a  single 
access  line,  making  bandwidth  more 
flexible  and  more  cost  effective. 

Complete  with  a  wide  range 
of  interfaces  for  voice,  data,  and 
LAN  interconnection,  the 
T-1  ConunServer+  is  one  of  the 
most  versatile  access  devices  avail¬ 
able  today. 

For  more  information  on  how  to 
use  the  power  of  the  public  network  to 
cut  your  communications’  costs,  call 
Promptus  at  1-800-777-5267. 
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THE  LATEST  OFFERINGS  FROM  VENDORS  AND  CARRIERS 


irst  Look 


UDS  fax/modem  supports 
TIA  Class  I  standard 

Universal  Data  Systems, 
Inc.  has  announced  the  Fas- 
Talk  Fax32,  a  stand-alone 
fax/modem  that  combines  a 
V.32  9.6k  bit/sec  modem  with 
a  9.6k  bit/sec  modem,  en¬ 
abling  attached  devices  to 
send  and  receive  facsimiles. 
The  Fax32  is  one  of  first  prod¬ 
ucts  to  support  the  Telecom¬ 
munications  Industry  Associa¬ 
tion  (TIA)  Class  I  computer- 
to-fax  communications 
standard. 

TIA  Class  I  is  an  extension 
of  the  AT  modem  command 
set,  providing  the  basic  config¬ 
uration  and  control  interface 
that  allows  software  running 
on  any  microcomputer  to  con¬ 
figure  and  control  the  fax 
hardware.  TIA  Class  I  controls 
auto-dial,  auto-answer  and 
fax-group  selection  functions. 

The  product  enables  users 
to  send  data  files  and  faxes  at 
9.6k  bit/sec  while  using  only 
one  communications  port  on 
their  microcomputer.  The  de¬ 
vice  is  said  to  be  fully  compli¬ 
ant  with  the  CCITT  V.42bis 
standard  for  error  correction 
and  4-to-l  data  compression, 
enabling  its  modem  to  support 
throughput  at  speeds  up  to 
38.4K  bit/sec. 

The  device  costs  $995  and 
will  be  available  in  June. 

Universal  Data  Sys¬ 
tems,  5000  Bradford  Drive, 
Huntsville,  Ala.  35805- 
1993;  (205)  430-8000. 


Three  firms  roll  wares 
for  terminal  emulation 

Three  companies  have  sepa¬ 
rately  released  terminal-emu¬ 
lation  products  for  the  IBM 
RISC  System/6000  micro¬ 
computer,  packages  that  pro¬ 
vide  emulation  of  3780/2780 
and  3270  terminals  for  com¬ 
munications  with  IBM  hosts, 
and  5250  emulation  for  com¬ 
munications  with  IBM  mini¬ 
computers. 

Firesign  Software,  Inc. 

recently  introduced  3270  ter¬ 
minal-emulation  software  for 
IBM’s  RISC  System/6000. 

The  product,  3270ix,  runs 
on  RISC  System/6000  over 
IBM’s  Systems  Network  Archi¬ 
tecture  services  and  is  said  to 
comply  with  IBM’s  Systems 
Application  Architecture 
(SAA).  SAA  compliance  pro- 
( continued  on  page  35 ) 


Latest  ALR  servers 
aimed  at  small  users 

Available  in  486  or  386  configurations,  the  new  line 
provides  an  affordable  price  and  room  to  grow. 


IMC  offers 
hardware 
print  server 

By  Caryn  Gillooly 

_ Senior  Editor _ 

SUNNYVALE,  Calif.  —  IMC 
Data  Manager  recently  an¬ 
nounced  a  dedicated  Ethernet 
network  print  server  that  can  be 
configured  with  10  to  18  printer 
ports. 

The  XL-Series  print  servers 
meet  Ethernet/IEEE  802.3  10- 
Base  2  specifications.  They  can  be 
installed  on  heterogenous  net¬ 
works  and  accessed  using  Novell, 
Inc.’s  NetWare,  Digital  Equip¬ 
ment  Corp.’s  Local  Area  Trans¬ 
port  and  Sun  Microsystems,  Inc.’s 
Network  File  System.  They  sup¬ 
port  optional  Transmission  Con¬ 
trol  Protocol/Internet  Protocols. 

According  to  Steve  Gayle, 
sales  manager  at  IMC,  the  advan- 


CALABASAS,  Calif.  —  Xir¬ 
com,  Inc.  last  week  unveiled  a 
4/16M  bit/sec  version  of  its 
Pocket  Token  Ring  Adapter. 

The  l6/4  Pocket  Token  Ring 
Adapter  is  an  external  unit  that 
attaches  directly  to  any  portable 
computer  via  the  machine’s  par¬ 
allel  port  and  supports  a  token¬ 
ring  connection  via  IBM  Type  1 
shielded  twisted-pair  wiring. 

Steve  Magidson,  vice-presi¬ 
dent  of  marketing  for  Xircom, 
said  the  device  is  especially  tai¬ 
lored  for  laptop,  notebook  and 
other  portable  computers,  en¬ 
abling  those  devices  to  plug  into 
the  same  local-area  networks  as 
larger  workstations. 

The  l6/4  Pocket  Token  Ring 
Adapter  supports  Madge  Net¬ 
works,  Ltd.’s  SmartRing  Soft¬ 
ware.  That  software  enables  the 
interface  to  use  less  workstation 
memory  than  conventional  to¬ 
ken-ring  adapters,  leaving  more 
laptop  memory  for  running  ap¬ 
plications. 

The  device  also  comes  with 
software  drivers  that  support  No¬ 
vell,  Inc.’s  NetWare,  IBM’s  LAN 
Support  Program  and  3Com 
Corp.’s  Network  Devices  Inter¬ 
face  Specification. 

The  preconfigured  SmartRing 
Software  on  the  adapter  routes 
data  into  and  out  of  the  parallel 
port.  The  software  also  maxi¬ 
mizes  the  operation  of  the  adapt¬ 
er’s  Texas  Instruments,  Inc.  to¬ 
ken-ring  chipset,  reducing 
memory  requirements  for  soft- 


tages  of  hardware  print  servers 
over  software  servers  is  that  soft¬ 
ware  servers,  although  some¬ 
times  less  expensive  and  easier  to 
reconfigure,  are  operating  sys¬ 
tem-dependent. 

Operating  systems  must  be  in¬ 
teroperable  if  more  than  one  is  to 
share  a  print  server.  Software- 
based  print  servers  must  be  load¬ 
ed  into  every  station  on  the  net¬ 
work,  potentially  sapping  valu¬ 
able  personal  computer  memory. 

Gayle  said  the  base  unit  XL- 
100  has  eight  serial  and  two  par¬ 
allel  ports,  while  larger,  higher 
models  can  be  configured  to  as 
many  as  18  ports. 

The  ports  can  also  be  priori¬ 
tized  to  automatically  switch  a 
print  job  to  another  available 
printer  as  opposed  to  queuing 
jobs  until  specified  printers  are 
available.  The  XL-Series  can  be 
configured  from  a  front  panel  dis¬ 
play  or  through  software  provid¬ 
ed  by  the  company. 

The  server  can  route  data  to 
serial  ports  at  up  to  1 1 5K  bit/sec 
( continued  on  page  35 ) 


ware  drivers  by  as  much  as  half 
over  other  adapters. 

According  to  Magidson,  the 
device  requires  55%  to  60%  less 
memory  than  other  adapters.  It 
consumes  only  17K  bytes  of  lap¬ 
top  memory  when  running  its 
IBM  LAN  Support  driver  (vs.  40K 
bytes  for  IBM’s  drivers)  and  uses 
only  8K  bytes  of  memory  for  its 
NetWare  driver  (vs.  18K  for  other 
NetWare  drivers). 

The  l6/4  Pocket  Token  Ring 
Adapter  includes  an  interface  for 
IBM’s  LAN  Support  Program, 
eliminating  the  need  for  users  to 
purchase  that  program  separate¬ 
ly,  Magidson  said. 

Xircom  previously  offered  a 
4M  bit/sec  token-ring  adapter, 
but  it  did  not  support  Madge  Net¬ 
works’  SmartRing  Software,  Ma¬ 
gidson  said.  That  earlier  unit, 
which  will  continue  to  be  market¬ 
ed,  is  priced  at  $845. 

At  a  price  of  $895  per  unit,  the 
l6/4  Pocket  Token  Ring  Adapter 
costs  about  $1,000  less  than 
docking  stations,  which  allow  us¬ 
ers  to  attach  laptop  portables  to 
token-ring  networks,  Magidson 
said.  The  portability  of  the  unit 
also  enables  users  to  take  the  de¬ 
vices  with  them,  unlike  docking 
stations,  which  are  often  relegat¬ 
ed  to  the  desktop. 

The  l6/4  Pocket  Token  Ring 
Adapter  is  available  now. 

For  further  information,  con¬ 
tact  Xircom  at  26025  Mureau 
Road,  Calabasas,  Calif.  91302,  or 
call  (818)  878-7600.  □ 


By  Caryn  Gillooly 

_ Senior  Editor _ 

IRVINE,  Calif.  —  Advanced 
Logic  Research,  Inc.  (ALR)  re¬ 
cently  announced  the  PowerPro 
VM  Series,  a  line  of  local-area  net¬ 
work  file  servers  that  offer  the 
high  performance  of  a  dual-pro¬ 
cessing  machine  at  an  entry-level 
price. 

The  VM  Series  complements 
the  company’s  existing  ^werPro 
Single  Modular  Processor/Dual 
Modular  Processor  (SMP/DMP) 
series,  the  primary  difference  be¬ 
ing  that  the  original  machines 
are  only  available  with  Intel 
Corp.  i486  microprocessors 
while  the  new  machines  are  avail¬ 
able  in  80386  configurations  as 
well. 

The  VM  Series  devices  are  in¬ 
tended  to  offer  performance  sim¬ 
ilar  to  Compaq  Computer  Corp.’s 
SystemPro  servers  at  a  lower 
price,  according  to  ALR.  Unlike 
the  SystemPro,  however,  the  VMs 
require  users  to  swap  out  the 
motherboard  to  upgrade  a  single¬ 
processor  device  to  a  dual-pro¬ 
cessor  machine.  SystemPros 
come  with  multiprocessor 
boards. 

Upgrading  a  PowerPro  to  dual 
processing  does  not  require  any 
software  changes  or  upgrades. 
The  server,  however,  must  be 
running  a  multitasking  network 
operating  system,  such  as  Unix, 
Banyan  Systems,  Inc.’s  VINES  or 
Microsoft  Corp.’s  LAN  Manager 
with  OS/2.  Novell,  Inc.’s  NetWare 
does  not  support  dual  processing. 

According  to  an  ALR  spokes¬ 
woman,  the  new  servers  are  tar¬ 
geted  at  customers  that  want  to 
start  fairly  small  with  a  single 
processor  80386-based  server, 
but  that  foresee  network  growth. 
ALR,  she  said,  has  brought  a  high- 
end  machine  down  to  the  entry- 
level  point. 

The  PowerPro  costs  less  than 
$5,000  but  can  be  expanded  to 
perform  like  a  $20,000  system, 
she  said.  And  there  is  no  visible 
difference  to  either  the  user  or 
the  application  between  a  single- 
and  a  dual-processor  environ¬ 
ment. 

ALR  will  release  l6  machines 
in  the  VM  Series,  Models  1,  150, 
330  and  650,  are  each  available 
in  one  of  four  configurations: 
with  a  33-MHz  80386,  a  20-MHz 
486ASX,  a  25-MHz  i486  or  a  33- 
MHz  i486. 

All  of  the  machines  can  be  up¬ 
graded  to  support  dual  proces¬ 


sors  in  any  combination. 

Models  1 50,  330  and  650  will 
come  with  150M-,  330M-  and 
650M-byte  hard  drives,  respec¬ 
tively.  And,  according  to  the  com¬ 
pany,  each  model  will  come  with 
5M  bytes  of  random-access  mem¬ 
ory. 

Each  machine  in  the  series  will 
also  be  based  on  a  3  2-bit  architec¬ 
ture,  providing  a  standard  3  2 -bit 
data  path,  memory  and  I/O,  ac¬ 
cording  to  Laura  Robertson, 
product  manager  for  the  SMP/ 
DMP  series. 

Robertson  also  pointed  out 
that  the  machines  are  SystemPro- 
compatible,  meaning  all  applica¬ 
tions  written  for  the  SystemPro 
will  be  able  to  run  on  any  Power- 
Pro. 

Robertson  added  that  the 
SMP/DMP  series  was  the  first 
high-end  server  to  be  registered 
as  SystemPro-compatible,  and 
she  did  not  know  of  any  other 
company  that  had  officially  regis- 
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Corp.’s  SystemPro 
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tered  its  products  with  that  com- 
patability. 

The  ^werPro  VM  Series  33- 
MHz  386  Models  1, 150,  330  and 
650  will  cost  $4,995,  $6,495, 
$7,495  and  $8,495,  respectively. 

The  PowerPro  VM  Series  20- 
MHz  486ASX  Models  1 , 1 50, 330 
and  650  will  cost  $5,795, 
$7,295,  $8,295  and  $9,295,  re¬ 
spectively. 

The  PowerPro  VM  Series  25- 
MHz  i486  Models  1 , 1 50, 330  and 
650  will  cost  $6,495,  $7,995, 
$8,995  and  $9,995,  respectively. 

And  the  ALR  IfewerPro  VM  Se¬ 
ries  33-MHz  i486  Models  1,  150, 
330  and  650  will  cost  $7^95, 
$8,995,  $9,995  and  $10,995,  re¬ 
spectively.  All  will  be  available  in 
June. 

For  more  information,  contact 
Advanced  Logic  Research  at  9401 
Jeronimo,  Irvine,  Calif.  92718,  or 
call  (714)  581-6770.  □ 
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Xircom  rolls  out  4/16M 
adapter  for  token  rings 
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Introducing  A  PS/2  Laptop  That’s 
Full  Of  Features.  Not  Compromises. 

Making  a  computer  light  enough  to  take  any¬ 
where  and  small  enough  to  sit  on  a  lap  isn’t  enough. 
Making  it  perform  like  one  that  sits  on  a  desk  is  the 
true  challenge. That’s  why  IBM  has  created  a  computer 
that  delivers  true  portability  without  sacrificing  true 
performance — the  Personal  System/2®  Laptop  40  SX. 
At  just  7.7  pounds  it’s  clearly  a  lightweight  computer. 
But  it  certainly  doesn’t  act  like  one. 

The  PS/2®  Laptop  looks  great  from  the  outside. 
But  its  true  heauty  lies  inside,  where  you’ll  find 
uncompromised  computing  power.  It  has  the  same 
386SX'“/20  MHz  processor  found  in  best-selling 
desktop  models.  A  3.5"  1.44MB  disk  drive  and 
2.5"  60MB  fixed  disk  provide  fast  access  to  programs 
and  data,  and  standard  2MB  RAM  is  expandable 
to  18MB. 

Instead  of  compromising  comfort  by  altering  the 
keyboard,  the  PS/2  Laptop  has  a  full-size  keyboard 
spaced  and  arranged  the  same  way  as  a  desktop  PS/2’s. 
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And  instead  of  squeezing  information  onto  a  pint- 
size  screen,  it  has  a  sidelit  LCD  that  offers  a 
10 "-diagonal  viewing  area.  It  delivers  sharp,  clear  text 
and  graphics  with  VGA  quahty.  The  PS/2  Laptop  also 
has  system  status  icons  that  monitor  assorted  func¬ 
tions  and  battery  life.  Extensive  power  management 
controls  include  the  ability  to  change  batteries  in 
the  middle  of  an  application 
without  exiting  and  a  special 
feature  that  suspends  power 
when  the  screen  is  closed,  then 
returns  to  full  power  when 
reopened,  resuming  applica¬ 
tions  where  they  were  left  off 
without  the  need  to  save  to  the 
hard  drive.  A  2400  BPS  Data 
Modem/9600  BPS  Fax  Modem 
is  available,  as  well  as  a  special 
mouse  that  doubles  as  a  trackball 
when  turned  over.  And  the 
PS/2  Laptop  comes 
with  something 
no  laptop  ^ 


should  be  without — an  international  warranty*  backed 
by  thousands  of  Authorized  Remarketers  worldwide, 
so  service  and  support  are  never  far  away. 

To  find  out  more,  contact  your  IBM  Authorized 
Remarketer  or  IBM  marketing  representative.  Youll 
see  why  with  the  new  PS/2  Laptop,  you  don’t  need  a 
whole  lot  of  room  to  get  a  whole  lot  of  computer. 
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Hqw’re  you 
going  to  do  it? 

PS/2  it! 


See  network  § 
sharpshoiiting 
in  action.  # 

y 

□  Yes!  I’d  like  to  see  how  the  new  HP 
network  advisor  can  turn  network 
troubleshooting  into  sharpshooting.  ^ 

Please  send  me  a  FREE  demo  disk. 

Phone _ 
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Company _ Mail  Stop _ Country 

Address _ 
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vides  for  a  common  user  interface  and  use 
of  pull-down  menus,  standard  function 
keys  and  extensive  help  screens. 

The  product,  which  is  said  to  be  fully 
compatible  with  SNA,  IBM’s  NetView  and 
the  AIX  Network  Management/6000,  is 
written  in  C  language. 

The  software  is  available  now  for  $795. 

Firesign  Software,  Inc.,  82  Whipstick 
Road,  Ridgefield,  Conn.  06877;  (203) 
431-0213. 

Cleo  Communications  announced  a 
version  of  its  3780Plus  terminal-emula¬ 
tion  product  that  combines  3780/2780 
Remote  Job  Entry  emulation  software  with 
Cleo’s  intelligent  SYNCcabie-f,  an  ex¬ 
ternal  communications  processor  that 
links  to  any  serial  port  on  a  RISC  Sys¬ 
tem/6000. 

The  SYNCcable+  supports  a  variety  of 
external  synchronous  modems  and  lead¬ 
ing  auto-dialing  languages.  It  also  handles 
asynchronous-to-synchronous  protocol 
conversion. 

The  3780Plus  and  the  SYNCcable+ 
package  range  in  price  from  $1,095  to 
$1,995,  depending  on  the  RISC  Sys¬ 
tem/6000  model  used. 

Cleo  Communications,  3796  Plaza 
Drive,  Ann  Arbor,  Mich.  48108;  (313) 
662-2002. 

Also,  Andrew  Corp.  announced 
Handshake-Alliance,  a  5250  terminal- 
emulation  and  file-transfer  product  that 
enables  the  RISC  System/6000  to  commu¬ 
nicate  with  the  Application  System/400 
and  other  IBM  minicomputers.  The  prod¬ 
uct  is  a  combination  of  workstation  and 
host-based  software  as  well  as  an  adapter 
card  for  the  microcomputer. 

Prices  for  the  product  range  from 
$3,750  to  $4,700,  depending  on  configu¬ 
ration. 

Andrew  Corp.,  19021  120th  Ave. 
N.E.,  Bothell,  Wash.  98011;  (800)  776- 
6174. 


Xerox  introduces  fax  machine 
for  larger  documents 

Xerox  Engineering  Systems  recently 
announced  a  facsimile  machine  that  can 
accept  documents  up  to  24  inches  wide. 
The  Xerox  71 24  is  compatible  with  Group 
3  fax  machines,  allowing  communications 
with  the  installed  base  of  these  machines 
any^ere  in  the  world. 

When  a  D-sized,  24-  by  36-inch  engi¬ 
neering  document  is  sent  to  a  standard  of¬ 
fice  fax,  the  output  is  printed  in  three  strips 
on  roll-fed  machines  or  nine  sheets  on 
sheet-fed  faxes.  Dotted  lines  are  printed 
on  each  sheet  for  document  alignment. 
Documents  sent  by  the  machine  that  are  B 
sized,  11  by  17  inches,  and  C  sized,  18  by 
24  inches,  will  be  printed  by  standard  ma¬ 
chines  in  two  strips  or  four  sheets,  depend¬ 
ing  on  the  paper-output  method. 

At  the  9.6k  bit/sec  Group  III  transmis¬ 
sion  rate,  it  takes  approximately  three 
minutes  to  send  a  D-sized  document.  The 
7 1 24  uses  direct  thermal  transfer  technol¬ 
ogy  and  has  two  resolution  settings:  203 
by  196  points  per  inch  or  203  by  98  points 
per  inch. 

Orders  for  the  7 1 24  will  be  accepted  in 
July,  with  deliveries  scheduled  for  August. 
The  machine  will  cost  $14,995. 

Xerox  Engineering  Systems,  Xerox 
Square-05B,  Rochester,  N.Y.  14644; 
(800)  832-6979. 


Avatar  releases  Mac-to-IBM 
mainframe  to  support  System  7.0 

Avatar  Corp.  last  week  announced  a 
new  version  of  its  MacMainFrame  Series 
Macintosh-to-IBM  mainframe  product  to 
support  the  features  of  System  7.0,  the 
new  Macintosh  operating  system. 

MacMainFrame  4.0  supports  System 
7.0’s  Publish  &  Subscribe  feature,  which 
will  enable  users  to  take  information  from 
a  MacMainFrame  3270  window  and  “pub¬ 
lish”  it  to  an  Apple  Computer,  Inc.  Macin¬ 
tosh  application. 

The  product  also  supports  System  7.0 
Help  Balloons,  which  are  help  screens  that 
cover  all  the  basic  features,  such  as  Mac¬ 
MainFrame  menus  and  dialogue  boxes,  as 


well  as  specific  screens  for  status  and  error 
conditions  that  crop  up  during  emulation 
sessions. 

Other  basic  3270  enhancements  in¬ 
clude  a  special  settings  feature  that  en¬ 
ables  users  to  tailor  the  program  for  use 
with  custom  mainframe  applications. 

In  addition,  the  feature  allows  users  to 
configure  file-transfer  settings,  change 
session  defaults  and  display  parameters, 
among  other  things. 

Until  Aug.  3 1 ,  the  product  will  be  deliv¬ 
ered  free  to  customers  with  MacMain¬ 
Frame  Workstation,  Gateway  or  Graphics 
products.  Version  3.0  or  higher. 

After  that  date,  upgrades  will  cost  $195. 

Avatar  Corp.,  65  South  St.,  Hopkin- 
ton.  Mass.  01748;  (508)  435-3000.  U 


IMC  offers  hardware 
print  server 

continued  from  page  33 
and  to  parallel  ports  at  up  to  I6OK  bytes, 
according  to  the  company,  fast  enough  to 
support  the  latest  generation  of  high¬ 
speed  laser  printers  from  Hewlett-Packard 
Co.,  for  example. 

The  price  of  the  Ethernet-ready  XL- 
llOE  and  the  full  18  ports  is  $1,595.  Units 
without  the  Ethernet  interface  but  with 
configuration  and  operations  software 
cost  $995  for  the  10-port  unit  and  $1,295 
for  the  18-port  unit.  All  are  available  now. 

For  more  information,  contact  IMC  at 
1360  Bordeaux  Drive,  Sunnyvale,  Calif. 
94089,  or  call  (408)  744-9004.  □ 


Now  there’s  an  expert  system  that  turns 
network  troubleshooting  into  sharpshooting. 
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Now, 

on  Ethernet  or  Token- 
Ring  network  problems,  and  hit 
the  mark  every  time  with  HP’s  new 
network  advisor.  Just  type  in  the 
syn^toms,  and  let  it  go  to  work. 

0 1 9R1  Hewirt  Ca  TmTDlOMiW 


Its  expert-system  based  Fault 
Finder  software  decides  on  the 
best  action  to  take,  automatically 
runs  the  tests  you  need,  and  tells 
you  right  where  the  problem  is. 

The  network  advisor  also  checks 
FCS  errors,  nodes,  collisions,  error 
frames  and  other  network  vital 
signs  for  baseline  activity.  A  net¬ 
work  and  node  statistics  screen 
gives  you  a  clear  view  of  network 
performance.  And  if  a  problem’s  in 
sight,  it  decodes  the  m^or  proto¬ 
cols  to  make  sure  you’re  on  target 


So  take  better  aim  at  network  prob¬ 
lem  solving.  Call  1-800-752-0900, 
and  ask  for  Ext.  2163.  We’U 
send  you  a  fiee  demo  disk  that 
shows  how  the  HP  network 
advisor  turns  troubleshooting 
into  sharpshooting. 

There  is  a  better  way. 


Wha^  HEWLETT 
KIEm  PACKARD 


NETWORK  WORLD  •  MAY  20.  1991  35 


DEREGULATION 


OPINIONS 


BY  ED  HORRELL 

A  plea  to  free 
the  Bells  from  MFJ 
restrictions 

Judge  Harold  Greene:  If  you’re  reading,  pay  attention. 

You’re  taking  this  regulation  thing  a  little  too  seriously,  my 
good  man.  I  feel  compelled  to  give  you  a  word  of  advice. 

Ease  up  a  little.  Take  a  break.  Free  the  Bells. 

By  now,  you’ve  got  to  be  tired  of  all  the  whining  from  these 
guys!  “Too  many  restrictions.”  “We  could  do  a  lot  of  fabulous 
things  if .  .  Well,  hell.  Judge  ...  let  them  go! 

V^^at  are  you  worried  about,  anyway?  Is  it  users?  If  so,  don’t 
give  us  another  thought.  We’d  like  w'hat  could  happen! 

We’d  like  the  electronic  yellow  pages  and  data  bases  that  we 
could  access.  The  Bells  could  put  some  real  sizzle  in  Integrated 
Services  Digital  Network-like  services  if  you’d  let  them.  Consid¬ 
er  videotex,  home  shopping, 
services  for  the  handicapped 
and  elderly,  and  stuff  we 
haven’t  even  thought  about  yet. 
Are  you  listening? 

And  while  you’re  at  it,  Har¬ 
old,  let  them  get  into  the  equip¬ 
ment  manufacturing  business 
once  and  for  all.  The  commod¬ 
ity  market  private  branch  ex¬ 
change  business  isn’t  doing 
anybody  any  good,  anyway.  No 
application  selling  anymore.  No 
solutions  from  the  manufactur¬ 
ers.  Just  “me  too-type”  systems. 

The  Bells  could  come  up  with  equipment  designed  to  fit  the 
needs  of  the  network  for  a  change.  But  the  way  it  is  now,  the 
Bells  are  just  big  distributors.  Instead  of  just  allowing  them  to 
buy  the  equipment,  let  ’em  buy  the  company!  Then  they  could 
solve  network  problems  from  end  to  end  without  all  the  finger 
pointing  that’s  going  on  now. 

And  don’t  be  listening  to  all  the  stuff  about  “putting  the 
other  guys  out  of  business.”  The  best  days  for  the  interconnect 
manufacturers  were  when  they  were  competing  with  AT&T.  If 
they  can’t  move  faster  and  cheaper  than  the  Bells,  they 
shouldn’t  be  around,  anyway.  Get  the  competition  out  of  the 
back  room  and  let  them  fight  it  out  in  an  open  marketplace, 
where  the  users  can  be  the  judge. 

And  if  we  lose  a  few  companies  along  the  way,  so  be  it. 
Frankly,  Scarlet,  nobody  gives  a  magnolia  about  who  goes  out 
of  business  when  services  are  on  the  line. 

I’m  not  suggesting  that  you  go  away,  Harold.  We  still  need 
an  advocate  for  protection  from  rate  subsidies  when  you  let 
these  guys  loose.  We’ve  seen  evidence  where  they  can  be  pretty 
tricky  when  it  comes  to  covering  their  losses  with  profits  from 
other  endeavors.  So  you’re  real  important  to  the  deal,  H.G., 
because  we  need  you  as  our  watchdog  to  keep  the  Bells  from 
ringing  in  too  much. 

By  the  way,  it’s  OK  to  let  the  states  have  their  say-so  in  the 
regulation  of  local  service.  It  would  be  too  much  to  ask  you  to 
take  on  those  guys  as  well,  and  nobody  wants  that  business, 
anyvs'ay.  But  that’s  even  more  reason  to  let  the  Bells  have  a 
little  room.  They  offer  a  serxice  that  is  \irtually  noncompeti¬ 
tive,  but  which  could  be  greatly  enhanced  if  you’d  allow  it.  The 
states  can  help  watch  local  service  rates  and  do  their  deal  about 
protecting  the  basic  telephone  rates;  no  complaints  to  speak  of 
there.  You  keep  the  bean  counters  busy,  let  the  Bells  go  and 
make  sure  the  bucks  they  make  in  the  regulated  arena  don’t 
find  their  way  over  to  the  nonregulated  side. 

Think  about  it.  Judge.  As  they  say  in  the  South,  “Get  out  of 
the  way  and  let  the  big  dogs  hunt.”  □ 

Horrell  is  president  of  The  Horrell  Consulting  Firm,  Inc. 
in  Memphis,  Tenn. 


Get  the  competition 
out  of  the  back  room 
and  let  them  fight  in  an 
open  marketplace. 
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^HEDITORIAL^H 

First  cheer,  then  support 
local-loop  competition 


Users  should  cheer,  then  ac¬ 
tively  support  the  Federal  Com¬ 
munications  Commission’s  May 
9  notice  of  proposed  rule  mak¬ 
ing,  which  would  force  major 
local  operating  companies 
to  collocate  the  transmission 
equipment  of  alternative  access 
providers. 

The  FCC’s  proposal  would 
greatly  encourage  competition 
in  the  local  loop. 

So  far,  the  FCC’s  plan  em¬ 
braces  only  special  access, 
meaning  that  local  carriers  just 
have  to  connect  the  private  lines 
carried  on  other  local  carriers’ 
fiber.  However,  the  commission 
is  considering  extending  the  re¬ 
quirement  to  switched  access 
services,  which  opens  the  door 
to  competition  for  plain  old  tele¬ 
phone  service. 

These  moves  could  cut  the 
cost  of  local  service  and  help 
corporate  users  find  better  back¬ 
up  routes  for  their  local  links  to 
national  nets. 


It’s  important  that  corporate 
network  users  make  their  views 
about  this  plan  known  as  soon  as 
possible.  When  the  FCC  an¬ 
nounces  a  notice  of  proposed 
rule  making,  it  is  really  saying  it 
wants  to  act  but  won’t  if  the  pro¬ 
posal  meets  strong  opposition. 

And  there  is  certain  to  be  op¬ 
position  from  local  operating 
companies,  some  state  regula¬ 
tors  and,  in  particular,  some 
consumer  groups.  Ordinary  con¬ 
sumers,  especially  if  they  are  or¬ 
ganized,  are  likely  to  have  a 
great  deal  of  clout  with  the  FCC 
these  days. 

Opponents  are  likely  to  argue 
against  the  new  policy,  saying 
that  it  could  increase  prices  for 
residential  users.  They  fear  that 
alternate  access  carriers  with 
open  access  to  regional  Bell 
holding  company  facilities  could 
“cream  skim”  —  in  other 
words,  take  the  most  profitable 
business  away  from  the  local 
carriers. 


The  cream  skimming  theory 
has  long  been  voiced  by  those  in 
opposition  to  competition  in  the 
local  loop.  In  fact,  they  argue 
against  the  very  existence  of  al¬ 
ternate  carriers.  Fortunately, 
this  cream  skimming  theory  is 
just  about  the  only  argument  op¬ 
ponents  have. 

But  unless  the  opposition  is 
countered,  the  FCC  might  have 
to  delay  or  water  down  its  pro¬ 
posal.  Instead,  the  FCC’s  plan 
should  be  extended.  Users 
should  insist  that  the  FCC  re¬ 
quire  local  carriers  to  allow 
physical  collocation  of  the 
equipment  of  their  competitors. 
Current  FCC  rules  permit  carri¬ 
ers  to  specify  virtual  colloca¬ 
tion,  which  is  not  quite  as  good 
for  backup  purposes. 

In  any  case,  network  users 
should  make  their  views  known 
on  this  proposal.  By  supporting 
the  FCC  and  pressing  for  the  ex¬ 
tension  of  its  plan,  they  will  be 
helping  themselves.  □ 
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BY  JOHN  MCQUILLAN 

A  glimpse  of  what  lies 
ahead  in  our  video  future 


Most  users  today  are  focused 
on  building  computer  networks 
to  carry  data  communications. 
We  are  well  aware  that  we  build 
these  data  networks  on  top  of 
fundamental  transmission  and 
switching  systems  structured  to 
support  voice  communications. 

In  the  early  days  of  data  com¬ 
munications,  all  you  needed  was 
a  modem,  which  enabled  your 
computer  to  access  the  voice 
network.  More  recently,  we  have 
developed  specialized  networks, 
especially  local-area  networks, 
that  support  only  data. 

Now  that  data  communica¬ 
tions  technology  has  matured, 
many  vendors  and  users  are 
again  asking  if  voice  and  data 
networks  should  be  integrated. 
Public  carriers,  which  take  a 
long-term  view,  respond  with  an 
emphatic  “Yes!”  They  believe 
they  must  carry  all  the  traffic 
presented  to  them  by  a  broad 
range  of  customers. 

By  contrast,  private  network 
carriers  have  a  short-term  out¬ 
look.  During  the  mid-1980s,  this 
viewpoint  led  them  to  believe 
that  the  integration  of  voice  and 
data  was  cost-effective  because 
of  the  prevailing  tariffs. 

More  recently,  they’ve  con¬ 
cluded  that  there  isn’t  any  fun¬ 
damental  reason  to  combine  the 
two  forms  of  traffic,  so  most 
leading  organizations  now  tend 
to  plan  their  voice  and  data  nets 
separately. 

Now  comes  video  to  add  even 
more  complications.  It  has  be¬ 
come  clear  that  we  are  on  the 
brink  of  a  new  stage  in  video 
communications. 

Video  is  going  to  be  com¬ 
pletely  digital  in  creation,  trans¬ 
mission,  storage,  retrieval,  edit¬ 
ing  and  mixing  with  other 
information.  To  paraphrase 
Gertrude  Stein:  A  bit  is  a  bit  is  a 
bit.  Video  will  be  just  another 
form  of  information  for  our 
computing  systems. 

McQuillan  is  president  of 
McQuillan  Consulting  in  Cam¬ 
bridge,  Mass.  He  assists  users 
and  vendors  in  planning  com¬ 
munications  systems. 


Dozens  of  companies  are 
now  developing  chips,  expan¬ 
sion  boards,  workstations,  soft¬ 
ware  and  other  facilities  for  sup¬ 
porting  the  integration  of 
computing  and  video.  Yet  we 
don’t  even  agree  on  terms  for  all 
these  new  developments. 

Some  people  talk  about  mul¬ 
timedia,  but  this  confusing  term 
doesn’t  clarify  the  situation. 
“Workstation  video”  is  more  de¬ 
scriptive,  but  rather  plain. 
George  Gilder,  author  of  Micro¬ 
cosm,  which  describes  the  im¬ 
pact  of  the  microelectronics  rev¬ 
olution  on  all  aspects  of 
business  and  society,  prefers  the 
term  “telecomputer.” 


It  has  become  clear 
that  we  are  on  the  brink 
of  a  new  stage  in  video 
communications. 

AAA 


Consider  the  convergence  of 
the  key  technologies.  The  future 
of  broadcast  television  is  digital. 
The  original  Japanese  proposal 
for  high-definition  television 
appears  to  be  losing  out  to  an 
all-digital  approach  backed  by 
AT&T  and  Zenith  Electronics 
Corp. 

This  will  certainly  lead  to  a 
transformation  in  the  informa¬ 
tion  and  entertainment  mar¬ 
kets.  We  have  several  million 
miles  of  fiber  in  the  U.S.  already 
—  nearly  ten  times  the  amount 
in Japan. 

The  next  generation  of  work¬ 
stations  —  whether  high- 
powered  professional  systems 
such  as  those  offered  by  Sun 
Microsystems,  Inc.  and  Silicon 
Graphics,  Inc.  or  mass-market 
products  from  IBM-compatible 
manufacturers  and  Apple  Com¬ 
puter,  Inc.  —  will  be  able  to  dis¬ 
play  full-motion  video  in  resiz¬ 
able  windows. 

Such  add-on  boards  are  avail¬ 


able  today  for  personal  comput¬ 
ers  and  Apple  Macintoshes  for 
less  than  $700. 

The  next  release  of  Macin¬ 
tosh’s  operating  system  and 
Microsoft  Corp.’s  Windows  will 
support  multimedia  extensions 
in  order  to  provide  for  the  cre¬ 
ation,  storage,  retrieval  and  ex¬ 
change  of  multimedia  docu¬ 
ments  —  a  first  step  toward 
video  mail.  Can  video  dial  tone 
be  far  behind? 

This  has  led  Nicholas  Negro- 
ponte,  director  of  the  Massachu¬ 
setts  Institute  of  Technology’s 
Media  Laboratory,  to  suggest 
that  we  need  a  complete  techno¬ 
logical  make-over.  Information 
that  is  currently  transmitted 
over  wires  —  primarily  today’s 
voice  communications  —  needs 
to  move  to  wireless  transport. 
Information  that  currently 
comes  to  us  by  wireless  means 
(broadcast  video)  should  move 
to  fiber  transmission. 

According  to  Negroponte, 
telephones  should  be  wireless 
because  you  want  to  reach  peo¬ 
ple  where  they  are,  not  where 
their  telephones  are.  A  tele¬ 
phone  should  be  something  that 
you  carry  around,  much  like 
your  credit  cards  or  your  keys. 

Video,  on  the  other  hand,  re¬ 
quires  so  much  bandwidth  that  it 
is  best  supported  by  the  near¬ 
limitless  capabilities  of  fiber 
transmission. 

This  switchover,  which  would 
require  completely  rebuilding 
our  telecommunications  infra¬ 
structure,  puts  the  discussion  of 
voice  and  data  integration  in  a 
new  light.  Today’s  data  commu¬ 
nications  is  a  forgotten  stepchild 
of  the  voice  network  of  the  past. 
Because  we  are  in  the  midst  of  a 
transformation  toward  a  wire¬ 
less  voice  future,  especially  with 
the  arrival  of  personal  commu¬ 
nications  networks,  it  would  be  a 
terrible  mistake  if  we  turned  to¬ 
morrow’s  data  networks  into  the 
stepchild  of  tomorrow’s  voice 
networks. 

Instead,  we  should  be  align¬ 
ing  our  data  networks  with  fu¬ 
ture  video  nets.  In  time,  the  two 
will  be  inseparable.  □ 


“PATIENCE  IS  THE  BEST  REMEDY  FOR  EVERY  TROUBLE.”  We  disagree.  We’ve  been 
patient  long  enough.  Send  us  that  column  you’ve  been  planning  to  wTite. 

Columns  should  be  600  words  in  length  and  submitted  on  disk,  via  modem  or  through  MCI  Mail 
at  390-4868. 

If  you’d  like  to  write  a  column,  call  Alison  Conliffe,  associate  features  editor,  at  (508)  820- 
741 6  or  fax  your  idea  to  us  at  (508)  820-3467. 


BY  FRANK  ANDTROISE 


LETTERS 


US  Sprint  not  an  exception 

Your  recent  article  on  in¬ 
ternational  fiber-optic  backup 
plans  (“US  Sprint  trails  AT&T 
in  int’l  fiber  backup,”  NW, 
April  22)  incorrectly  de¬ 
scribed  US  Sprint  Communica¬ 
tions  Co.’s  global  fiber-optic 
capacity.  Contrary  to  your  re¬ 
port  —  and  especially  the 
headline  —  US  Sprint  is  not 
an  exception  in  relying  on 
satellite  as  a  backup  for  its 
fiber-optic  cables.  As  the  arti¬ 
cle  notes,  nearly  all  interna¬ 
tional  fiber  systems  do  so. 

The  article  compared 
AT&T’s  future  plans  with  US 
Sprint’s  current  satellite  back¬ 
up  circuits,  leaving  the  incor¬ 
rect  impression  on  readers 
that  US  Sprint  now  trails  the 
competition  in  international 
fiber  redundancy. 

Most  cable  construction 
projects  are  owned  by  a  con¬ 
sortium  of  U.S.  and  foreign 
carriers,  regardless  of  who  the 
initial  developers  were.  Conse¬ 
quently,  US  Sprint  owns  or 
plans  to  own  significant  ca¬ 
pacity  in  most  fiber-optic  ca¬ 
bles  worldwide,  including 


those  in  both  the  Atlantic  and 
Pacific  oceans  mentioned  in 
your  article.  AT&T  owns  ca¬ 
pacity  only  in  the  Private 
Trans-Atlantic  Telecommuni¬ 
cations  cable  and  North  Pacif¬ 
ic  Cable. 

Michael  McCarthy 
Senior  vice-president 
US  Sprint  Communications  Co. 

Overland  Park,  Kan. 

Author’s  reply: 

The  article  accurately  de¬ 
scribed  Private  Trans-Atlan¬ 
tic  Telecommunications 
and  North  Pacific  Cable  as 
US  Sprint’s  primary  interna¬ 
tional  fiber  links,  not  its 
only  fiber  links.  As  a  US 
sprint  spokesman  acknowl¬ 
edged,  the  carrier  is  plan- 
( continued  on  page  54 ) 

Network  World  welcomes 
letters  from  its  readers. 

Letters  should  be  typed  and 
double-spaced.  Mail  them  to 
Editor,  Network  World,  161 
Worcester  Road,  Framing¬ 
ham,  Mass.  01701. 

Letters  may  be  edited  for 
space  and  clarity. 
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A.  I  Wish  to  Receive  a  FREE  Subscription  ioNetwork  World. 

yesQ  no  □ 


Signature . Date  . 


Business  Phone . 


B.  Please  Provide  your  Name,  Title  &  Gtmpany  Address. 


Presently  Plan  to 
Involved  Purchase 

A  B  SOFTWARE 

□ 

□ 

□ 

□ 

O 

□ 

□ 

□ 

□ 

□ 


DR./MR./MRS./MS. 


First  Name 


Middle  Name 


Last  Name 


TITLE  . 

COMPANY  NAME 
DIVISION/DEPARTMENT 
STREET  ADDRESS 
CITY . STATE . 


ZIP  . 


C.  Please  Answer  ALL  Questions,  Sign  &  Date  the  Form. 

1 


Industry:  (check  one  only) 

OLD  Manufacturers  (other  than  computer/communications) 

02.  □  Finanoe/Banking 

03.0  Insurance 

04.  □  Real  Estate 

05  .  □  Healthcare  Services 

06.  □  Legal 

07.  □  Hospitality 

08.  □  Retail/Wholesale  Trade 

09.  □  Transportation 

10.  □  Utities 

11.0  Education 

12.  □  Process  Industries  (Mining/Construction/Ftetroleum 

Refining/ Agriculture/Forestry) 

13.  □  Government  State/Local 

14.  □  Government  Federal 

15.  □  Military 

16.  □  Aerospace 

17.  □  Consultants  (independent) 

18.  □  Carriers 

19.  □  Interconnects 

20.  □  Manufacturers  (Compuler/Communications) 

21.  D  VAR/VAO/Systems  House 

22.  □  Distributor,  Computer  Related 

23.  □  Distributor,  Communications  Related 

24.  □  Other  - 


2  Job  function;  (check  one  only) 


I.D 


4,0 


5.D 


Networking  Management  (Responsible  for 
both  voice  &  data) 

MIS  Management  (VP,  Dir ,  Department  Head) 
Corporate  Management  (Chairman,  President, 
Owner,  General  Manager,  CEO,  CIO,  VP) 

Data  Communications  Management 
(Responsible  for  data  only) 
Telecommunications  Management 
(Responsible  for  voice  only) 

Rnandal  Management 
Engineering  Mariagement 
Consultant  (Independerrt) 

Other  _ 


What  is  the  scope  of  your  involvement  in 
purchase  decisions  for  Network/ 
Communications  products  +  services? 
(check  one  only) 


1 .  □  Enterprise  VMe  (Organization/Subsidiary/Division) 

2.  □  Multi  Enterprise  (Consultants) 

3.  □  Department  Wide 


4  What  is  the  total  number  of  sites  for 
which  you  have  purchase  influence? 

1.ni(X)+  4.D10-19 

2.D50  -  99  5.D2-9 

3.D20-49  6.D1 

5  Your  primary  responsibility: 

(check  one  only) 

1 .  □  Both  Data  +  Voice 
2.  □  Data  Networking  Only 


3.  □  Voice  Networking  Only 

4.  (3  None 


^  Which  transmission  media  do  you  use 


in  your  network;  (check  all  that  apply) 


Public: 

01 .  □  Switched-Based  06.  □  Broadband 

(ODD,  Wats,  Megaoom,  etc.)  07.  □  ISON 
02.  □  (.eased  Line  (not  irvAxling  T-1)  Private: 


O  What  is  your  network  architecture? 
^  (check  all  that  apply) 


1. DSNA 

2.  □  DECNET 
3.O0SI 

4.  □  GOSIP 


5.  □  MAP7TOP 

6.  □  TCP/IP 

7. DDCA(LINISYS) 

8.  □  OTHER  _ 


What  is  your  LAN  Operating  System? 
(check  all  that  apply) 


OLD  3COM (3 +.3+ open) 

02.  □  LOCAL  TALK  (APPLETALK) 

03.  □  BANYAN  (VINES) 

04.0  DCA(IRMALAN) 

OS.D  IBM  (LAN  Server) 

06.D  IBM  (PC  LAN  PROGRAM) 

07.0  MICROSOFT  (LAN  MANAGER) 
08.  □  UNGERMAN  BASS  (NET/1) 

09.  □  NCMEU  (NETWARE) 

10  .  □  TOPS 

11.  □  PHOTEON(PRONET) 

12.  □  OTHER  _ 


10  What  is  your  LAN  environment? 
(check  all  that  apply) 


6.  □  FDDI 

7.  □  LOCALTALK 
S.DIOBASET 

9.  □  OTHER  _ 


1. D4M  TOKEN  RING 

2. D  16M  TOKEN  RING 

3.  □  ARCNET 

4.  □  ETHERNET 

5.  □  STARLAN 

1 1  Which  operating  systems  do  you 
utilize?  (check  all  that  apply) 

1. DIBM  DOS(VSE)  6.  DVM 

2.  □  UNIX  7.  □  VMS 

3.  □  OS/2  8.  □  XENIX 

4.  □  OS/2  Extended  Edition 

5.  □  MVS 


9.  □  PICK 
0.  □  OTHER 


1 2  Please  indicate  by  vendor  the  number 
^  of  mainframes/ minicomputers  installed 
in  your  network. 


VENDOR  MAINFRAMES 

A 

01  DEC 

MINIS 

B 

02.  IBM 

03.  AMDAHL 

04  AT&T 

OS  Rill  1  HN  IS 

06.  NCR 

07  DATA  GENERAL 

08  WANG 

09.  HEWLETT  PACKARD 

10.  PRIME 

11.  TANDEM 

12  UNISYS 

13.  CONTROL  DATA 

14  OTHER 

13 


Please  indicate  by  vendor  the  number 
of  microcomputers/workstations: 


A.  Presently  installed  in  your  network. 

B.  The  approximate  quantity  you  plan  to 


install  in  ttie  next  12  months. 
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What  is  your  planned  PC 
standard?  (check  all  that  apply) 


1 .  □  EISA 

2.  □  MCA 

3.  □  NUBUS  (MACINTOSH) 
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03.  D  T-1 

08.  D  Satellite 

04,  D  Fractional  T-1 

09.  D  Microwave 

I.D 

05.  D  T-3/SONET 

10.  D  Fiber  Optic 

2.D 

3.D 

7  Is  your  network:  (check  all  that  apply) 

16 

LOCAL  AREA  NETWORK 

WIDE  AREA  NETWORKS 

1 .  D  Local  (within  building) 

3.  D  Intematiorral 

2.  D  Local  (in  a  campus 

4.  D  National 

enwonment) 

5.  D  Regkxial  (several  states) 

6.  D  Metropolitan 

1 

For  which  areas  outside  of  the 
U.S.  do  you  have  purchasing 
influence?  (check  all  that  apply) 


Europe 

Asia 

South  America 


Australia 
Middle  East 


Check  ALL  that  apply  in  columns 
A  and  B 


A)  I  am  presently  involved  in  the  purctiase 
process  for  the  following  products/services; 


B)  I  plan  to  purchase  the  following  products/ 
services  in  the  next  12  months: 


Presently 

Involved 

A 

OLD 

02.  □ 

03  .  □ 
04.  □ 
05.0 
06.0 
07.0 
A 

08.  □ 
09.0 
10.  □ 
11. □ 
12.  □ 

13.  □ 

14.  □ 
15.0 
16.  □ 


Plan  to 
Purchase 

B  LOCAL  AREA  NETWORKS: 

□  Local  Area  Networks 

□  LAN  Servers 

□  LAN  Servkss 

□  Cables.  Corwiectors,  Baiuns 

□  Bridges.  Routers.  Gateways 

□  UPS 

□  LAN  Storage  Devices 

B  COMPUTERS/PERIPHERALS: 

□  Micros 

□  Minis 

□  Mainframes 

□  Front  End  Processors 

□  Terminals 

□  Laptops 

□  Printers 

□  Work  Statkxis 

□  Cluster  Controllers 


MICROCOMPUTER/  PRESENTLY 

WORKSTATION/  INSTALLED 

VEN1X3R 

A 

01  PCs  based  on  80286  chib 

PLAN  TO 
INSTALL 

NEXT  12 
MONTHS 

B 

02  PCs  based  on  80386  chip 

03  PCs  based  on  80486  chib 

04.  8086/8088 

05.  Macintosh 

06  RISC-based  workstations 

07  1  INIX-hased  workstations 

17.  □ 
18.0 
19.0 
20.0 
21. D 
22.0 
23.0 
24.0 
25.0 
26.0 
A 

27.0 

28.0 

29.0 

30.0 

31.0 

32.0 

33.0 

34.0 

35.0 

36,0 

37.0 

38.0 

39.0 

40.0 

41. 

42. 

43. 

44. 
45.0 

A 

46.0 

47.0 

48.0 

49.0 

50.0 

51.0 

52.0 

A 

53.0 

54.0 

55.0 

56.0 

57.0 

58,0 

59.0 

60.0 

61.0 

62.0 

63.0 

64.0 

65.0 


Network  Management 

Micro  to  Mainframe 

Network  Security 

Call  Accounting 

Distributed  DBMS 

Communications  Software 

Applications  Software 

Network  Operating  Systems  Software 

EDI  Software 

E-Mail  Software 


B  DATA  COMMUNICATIONS: 


•  O 
.O 

.o 

.o 


o 

o 

o 

o 

o 

o 

o 

o 

o 

o 

o 

o 

o 

o 

o 

o 

o 

o 

o 

B 


D 

o 

o 

o 

o 

o 

o 


B 

o 

o 

o 

o 

o 

D 

O 

o 

D 

O 

O 

O 

O 


Modems  (over  9.6kbps) 

Modems  (under  9.6kbps) 

T-1  Multiplexers 
T-3  Multiplexers 
Fractional  T-1  Multiplexers 
Data  Switches 
Matrix  Switches 
Packet  Switches 
Protocol  Converters 
Netwrxk  Management  Systems 
Terminal  Emulation  Boards 
Facsimile  Machines 
Diagnostic  Test  Equipment 
DSUCSU 
Data  Security 

Data  Compression  Equipment 
Network  Adapter  Boards 
Microwave 
Messaging  Software 
TELECOMMUNICATIONS: 

PBXs  (over  1IXX)  Urres) 

PBXs  (200- 1000  lines) 

PBXs  (under  200  liries) 

Key  Systems 

Automatic  Call  Distributors 
Voice  Messaging  Systems 
Video  Teleconfererxiing  Systems 
SERVICES: 


Switched  Voice 
Dedicated  Leased  Line 
T-1 
T-3 

Digital  Data 
Packet  Switched 
Ceritrex 

Central  Office  Lan 
Satellite 

On-Line  Information 

ISDN 

EMail 

VSAT 


17 


Estimated  value  of  networking  equipment 
and  services: 


A:  Which  you  helped  specify,  recommend  or  approve 
in  the  last  12  months? 


A 

1  □ 


B;  Which  you  plan  to  help  spadty,  recommend 
or  approve  In  the  next  12  months? 

B 

□  $1 00  million  and  over 
2D  □  $50  -  $99.9  mill 
3D  D $25  -  $49.9  mill 
4  D  D  $20  -  $24.9  mill. 

D  $10 -$19.9  mill. 

D  $5  -  $9.9  mlH. 

D  $1  -  $4.9  mill 
D  $500,000  -  $999,999 
D  Under  $500,000 


5D 

6D 

7D 

8D 

9D 
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Estimated  gross  annual  revenue  of  your 
entire  company/ institution: 

(check  one  only) 


1.  D  over  $10  billion 

2.  D  $1  to  $9.9  bill. 

3.  D  $500  to  $1  bill. 

4.  D  $100  to  $499.9  mill. 


5.  D  $50  to  $99.9  min. 

6.  D  $10  to  $49.9  mill. 

7.  D  $5  to  9.9  min. 

8.  D  under  $5  mill. 


19 


Estimated  number  of  employees  for  your 
entire  corporation: 


1.  D  over  10,000 

2.  D  5.000  -  9.999 

3.  D  2,500  -  4.999 


4.  D  1.000  -  2,499 
5  .  D  500  -  999 
6.  D  under  500 


20 


Which  of  the  following  ISDN  products  do 
you  plan  to  purchase  in  the  next  12 
months?  (check  all  that  apply) 


1 .  D  Basic  Rate  Interface  Terminal  Adapters 

2.  D  Primary  Rate  Interface  Equipmerit 

3.  D  Voice/Data  termirials 

4.  D  Voice-only  terminals 

5.  D  Data-only  terminals 


21 


From  which  of  the  following  vendors  will  you 
consider  buying  your  PBX/Central  Office 
Switch  ?  (check  all  that  apply) 


PBX 

COS 

A  D 

D 

AT&T 

BD 

D 

ALCATEL 

CD 

D 

ERICSSON 

DD 

D 

FUJITSU 

ED 

HARRIS 

F  D 

HITACHI 

GD 

ROLM 

HD 

INTECOM 

1  D 

MEMOREX  TELEX 

J  O 

MITEL 

K  D 

D 

NEC 

L  D 

D 

NORTHERN  TELECOM 

MD 

SAMSUNG 

ND 

□ 

SIEMENS 

OD 

STROMB  ERG-CARLSON 

P  D 

TOSHIBA 

QD 

D 

OTHER 

J^ETWORK  \]F0RLD 


The  Newsweekly  of  Enterprise  Networking  Stnjegies 

An  lUC  Publication 


(continued  on  next  column) 


91NN 


FEATURES 


Networks 
that  go 
virtually 
anywhere 

CONTINUED  FROM  PAGE  1 
improvements  in  virtual  nets  are 
expected  to  accelerate.  Carriers 
have  major  plans  for  1992,  in¬ 
cluding  upgrades  to  the  billing 
and  provisioning  processes,  fea¬ 
ture  capabilities  and  internation¬ 
al  coverage  of  virtual  networks. 

These  updates,  however,  will 
focus  on  existing  services,  ex¬ 
ploring  the  latest  happenings  in 
the  virtual  network  offerings  of 
AT&T,  MCI  Communications 
Corp.  and  US  Sprint. 

Because  virtual  network  ser¬ 
vices  are  software-defined,  carri- 
( continued  on  page  49) 

Briere  is  president  of  Tele- 
Choice,  Inc.,  a  Montclair,  N.J., 
telecommunications  consul¬ 
tancy  specializing  in  long-dis¬ 
tance  service  analysis  and  net¬ 
work  design.  He  can  be  reached 
at  (201)  746-0200. 


Improved 
features  and 
expanded 
coverage  are 
driving  the 
growth  of 
software- 
defined 
virtual 
network 
I  services. 
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X.25  NETWORK  CONNECTIVITY 


THE  X.25  CONNECTION:  $995 


FEATURES: 

•  Full  support  for  CCITT  (1 984)  X.25,  X.3,  X.28,  X.29 

•  Fully  programmable  PAD  configured  from  any  standard 
asyncnronous  terminal. 

•  Expandable  up  to  16  asynchronous  ports,  offering  a  per  port 
cost  of  only  $137  per  port. 

•  Advanced  PAD  features  such  as  the  display  of  a  directory  of 
abbreviated  addresses  at  connection  time,  autocall 
capabilities,  hardware  flow  control,  etc. 

•  Because  of  the  Non-Volatile  EEPROM,  the  configuration  data 
remains  unaffected  in  the  event  of  a  power  loss  or  shutdown. 

•  X.25  and  asynchronous  line  statistics  and  diagnostics  can  be 
collected  and  analyzed  for  optimizing  network  performances. 

SUPPORT: 

Free  one  year  warranty  service  provides  24  hour  a  day,  7  day  a 

week  customer  service.  Comprehensive  training  courses  are 

available  for  X.25  and  specific  OST  products. 


Networking  Intelligence 
For  Further  Information  write  or  call: 

OST,  Inc. 

14225  Sullyfield  Circle 
Chantilly,  VA  22021 
U.S.A 

Tel:  (703)  817-0400 
FAX;  (703)  817-0402 

MoJem:  (703)  817-0456,  2400  Bpi;  (703)  817-9846,  9600  Bp.,  8N1 


Circle  Reader  Service  No.  1 


CLIENT/SERVER  COMPUTING 


Read  the  Book 

From  the  People  Who  Wrote  the  Book 


Don't  miss  out  on  the  current  trend 
toward  client/server  computing.  Learn 
everything  you  need  to  know  in 
Client/server  Computing:  Making  it  Work 
for  You  from  Parallan,  the  industry 
leader.  This  book  surveys  the  technology 
and  major  market  forces,  as  well 
as  the  business  benefits  of  client/server 
computing  -  everything  you  need  to  know 
to  make  effective  decisions. 

If  you're  a  business  decision-maker,  this 
book  is  for  you.  Call  today  -  receive  your 
copy  now! 

Call  41 5/960-0288  or  FAX  us  at 
415/962-8141  for  order  information. 


Prices 

1  copy; 

J24.95 

2-9  copies 

$20.00 

10-99  copies 

$16.50 

1 00+  copies 

$15.00 

PARAILA^ 


DATACOMM  MATRIX  SWITCH 


BLOCKED  BY  OLDER 

MATRDC  SWITCH  TECHNOLOGY? 

Discover  the  NEW  DIMENSIONS  in  Network  Management  Technology 
With  the  MTRX  Family  of  TANDEM  Electronic  Matrix  Switches 


MTRX-500  512  Ports 

MTRX-4000  40%  Ports 

MTRX-8000  8192  Ports 

BENEFITS 

MTRX 

OTHERS 

•Largest  Non-Blocked  Port  Capacity...8192  PORTS 

YES 

NO 

•Up  To  98%  Data  Cable  Reduction  DTE  to  DCE 

YES 

NO 

•4000  FT  DTE  TO  DCE  With  Twisted  Pair  Cable 

YES 

NO 

•LAN  Based  PC  Control  -  Ethernet  Or  Token-Ring 

YES 

NO 

•Multi-tasking  (VM-386)  Universal  Workstation 

YES 

NO 

•Integral  BERG/BERT  and  S.A.M.  Test  Functions 

YES 

NO 

•Non-Proprietary  Database,  dBASE  III  PLUS/IV 

YES 

NO 

•Supports  Data  Rates  To  2.048MBPS 

YES 

SOME 

Over  30,000  Ports  Installed  At  RBOCs  and  Fortune  1000  Companies 
"The  Responsive  Ones" 


Datacomm 
Management 
Sciences  inc. 


25  Van  Zant  Street 
East  Norwalk,  CT  06855 
TEL:  (203)  838-7183 

dBASE  Ilf  PLUS/IV  are  trademarks  of  Ashton-Tate  Corporation 
Circle  Reader  Service  No.  3 


DIAGNOSTIC  TEST  EQUIPMENT 


Get  your  hands  on  the  most 
comprehensive  Token  Ring  cable  tester 

for  only  ^1495. 


Introducing  the  Bytex  RingOut  cable  tester— the 
first  designed  specifically  for  Token  Ring.  And  the 
easiest'to-use.  ■  Tests  4  and  16  Mbps  STP  and 
UTP  LANs.  ■  Detects  damaged  or  improperly 
installed  cables  or  connectors.  ■  Confirms  cor¬ 
rect  operation  of  MSAU.  ■  Detects  and  isolates 
beaconing  nodes.  ■  Works  on  live  LANs— no 
shutdown  required.  Find  out  about  our 
30'day  money  back  guarantee. 

Call  1'800'23'BYTrEX  for  details  now. 


Bytex  is  a  registered  trademark  of  Bytex  Corp. 


Bytex 
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DIAL-UP  MANAGEMENT 


Parallan  Computer,  Inc.,  201  Ravendale  Drive,  Mountain  View,  CA  94043 
Circle  Reader  Service  No.  2 


Optimize  Dial-up  Modem  Network  Utilization 


1 

• 

CDI 

With  GDI’s  Patented  Network 
Windows™  Management 
System 

GDI’s  PC  based  Dial-up  Modem 
Network  Management  System  has 
been  field  proven  worldwide  since 
1983.  Reduce  your  line  costs  and 
prevent  client  loss  with  these 
features: 

•  Modem  vendor  independent-works 
with  any  modem  type 

•  Provides  lot'al  reconfiguration  from 
the  keyboard 

•  Generates  complete  daily  usage  and 
error  reports 

•  Automatic  busy  of  “ring  no  answer” 

•  Central  site  management  of  a 
distributed  network 

•  UL  approved 


GDI  -  The  Answer  To  Dial-Up  Modem  Management 
Gall  or  Write  For  Information  &  Demo  Disk 

Communic'ation  Devices  Inc.  •  1  Forstmann  Ct.  •  Clifton,  NJ  0701 1 
Phone  201/772-6997  •  Fax  201/772-0747  •  800/359-8561 
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DISASTER  RECOVERY 


FT-1  DSU/CSU 


DIGITAL  SWITCHING 


Don't  let  network  failures  stop  your  critical  communications. 
Dataprobe  provides  automatic  and  remotely  controlled  switching 
systems  that  can  restore  failures  in  T1 ,  DDS  and  Fractional  T1 
networks.  Our  systems  detect  failures  in  the  communications 
link  and  automatically  switch  to  either  a  redundant  link  or  to 
switched  services.  If  your  network  requires  'Maximum  Uptime', 
call  Dataprobe  now. 


1 70  Coolidge  Avenue  /  Englewood,  NJ  07631 
Phone:  (201 )  569-6464  Fax:  (201 )  894-0939 


w 
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FT-1  CSU/DSU  MORE 
DIGITAL  BANDWIDTH. 
LESS  TO  PAY. 


The  DataComm 
552  is  the  data  set 
for  network  appli¬ 
cations  requiring 
bandwidth  from  56 
Kbps  to  full  T-1.  It’s  the  perfect 
interface  for  video  teleconferencing, 


SOUL  DATA  PORTS  2  VJ5  OR  EUL530 

t  » 

NXS&64KBPS  l«(5664KBPS 
SUPEHVBORY, 

PORT  / 

fOSx 


CASCADE 

PORT 


LAN  to  W\N, 
CAD/CAM,  etc.  Up 
to  three  DataComm 
552 's  can  be  cascaded 
with  other  equipment 
such  as  a  PBX.  Ideal  for  expanding 
networks!  Call  1-800-777-4005. 


NETWORK 

PORT 


General  DataComm 


WORLD  CLASS  NETWORKING 

CORPORATE/  INTERNATIONAL  HEADQUARTERS  203-574-1118  HONG  KONG  852-833-6779  CANADA4IM98-5IOO 
AUSTRALIA  61 -2-956-5099  UNITED  KINGDOM  44-734-774868  RANGE  33-1-30570200  JAPAN  81-33-862-1730 
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ESF  CSUS 


INTEGRATED  TECH  CONTROL 


$500.00  CASH  BACK 


Upgrade  to  the  reliability  of  Verilink  Intelligent  ESF 
CSU’s  and  we  will  give  you  $500.00  cash  back  or 
credit  towards  your  purchase.  Take  advantage  of  the 
leading  manufacturer  of  ESF  CSU’s  and  the  network 
management  benefits  of  ESF  now. 

Call  Us  Today  Toll-Free  At 
1  -800-669-4278 
For  your  free  Verilink  planning  kit. 


The  Helfrich  Company 
19782  MacArthur  Boulevard 
Suite  310,  Irvine,  CA  92715 


VERILINK 
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Access  and  Control  Your  Remote  Tech 
Centers  With  Soectron  NETWORKER™ 


NETWORKER  automates  and  consolidates  manual  tech  control  facilities  under 
centralized  PC  control.  With  NETWORKER  you  can  access  remote  network  nodes  and 
perform  a  variety  of  tasks.  Such  as  insert  a  remote  DATASCOPE*.  or  similar  protocol 
analyzer,  to  monitor  line  data.  Or  switch  individual  lines  or  groups  for  convenient  sparing 
and  fallback.  You  also  can  aeate  extensive,  qualified  alarming  tests.  There's  even  a 
facility  to  view  real-time  lead  status  as  time  line  traces. 


IfE 

J  IcOnPORATION 

A  UNIT  OA  GCNERAI.  aiGNAt. 


^LENEX 


Soectron  Tech  Control  Products 

13000  Mldlantic  Drive -Mount  Laurel,  NJ  08054 

800-222-0187  609-234-7900  609-778-8700  (FAX) 
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ETHERNET  NETWORK  MONITORING  SYSTEM 


LAN 


The  Network  Professor' 


•  Multi-Segment  Ethernet/IEEE  802.3  LAN  Monitoring  System. 

•  Globoi  Network  Monitoring  and  from  ANY  Location. 

•  Monitors  ALL  LAN  traffic  conditions  on  every  segment,  for  oli 
Stations/Nodes  and  Protocols,  simultaneously. 

•  Alarming  for  user  defined  thresholds  and  detection  of  error 
conditions,  resulting  in  decreased  downtime  costs. 

•  X-Motif  or  ANSI  user  interface  provides  access  to  current  and 
historical  network  statistics  via  a  Relational  Database. 

•  Complies  with  ISO  Standards  for  Enterprise  Management. 

•  Industry  proven  since  1989.  (CALL  NOW  for  Fortune  500 
references.) 

“. .  .only  fully  functional  LAN  Monitoring  System. ..” 

Bill  Hancock 


For  Literature  and  your  FREE  Evaluation  Package 

CALL  (213)  379-2505 

Look  for  our  NEW  4  port  Local  Bridge! 

Circle  Reader  Service  No.  8 


Tired  of  LANs  Giving  You  The  Silent  Treatment? 

Get  Them  Communicating  With 

HARRIS 

ADACOM 

Complete  Token-Ring  Solutions! 

*  Cabling  Solutions: 

MAUs,  Media  Filters,  Repeaters 

*  Bridges: 

Local,  Token-Ring,  Ethernet 

Remote,  Token-Ring,  Ethernet,  SNA,  56K,  T1 

*  Gateways: 

Ethernet,  SNA,  TCP/IP,  Token-Ring,  Unix 
Local  and  Remote 

*  FDDI 

For  answers  to  your  connectivity  needs,  call 
HARRIS  ADACOM 

1-800-3270-ADA  Circle  Reader  Service  No.  1 1 
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ActkmCentef - z 
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NETVIEW-NET/MASTER  NETWORK  MANAGEMENT 


PC  BASED  PROTOCOL  ANALYZER 


Let  NetView  Restore  Your  Network 


Switcited  Network  Back-up  (SNBOy 


CAP  5240  DSU/CSU  with  SNBU 

Multirate  DSU/CSU  (4.8,  9.6, 19.2  and  56  Kbps) 
with  NetView  LPDA  controlled  DTE  speed 
translation.  Single  call  dial  back-up  modules  for 
9.6  Kbps  (V.32  modem)  and  56  l6)ps  (switched 
DSU/CSU). 

CAP  5220  SNBU 

NetView  LPDA  controlled  SNBU  for  DDS  or 
analog  lines  with  back-up  speeds  of  9.6  or  56 
Kbps.  Permits  NetView  to  control  any  locally 
attached  leased  line  DSU/CSU,  modem  or  mux 
port,  and  does  not  require  a  separate  NCP  port. 


I 


NetView  •  Is  a  registered  trademark  of  IBM  Corporation. 


NetQuest  Corporation 


129H  Gaither  Drive,  Mt.  Laurel,  NJ  08054 
(609)  866-0505  .  FAX  (609)866-2852 
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A  PC-based  protocol  analyzer 
that’s  serious  about  portability. 


LMI  is  •  registered  ifidefTurk  of  Pragrtssive  Computing.  Inc. 


The  LMI®  is  a  PC-based  protocol 
analyzer  with  a  lot  of  get  up  and  go.  In  a 
laptop,  it  weighs  less  than  15  pounds. 
You  get  maximum  portability  so  you  can 
zero  in  on  problems  in  the  shop  or  in  the 
field.  The  remote  option  lets  you 
monitor  off-site  lines,  and  captured  data 
can  be  analyzed  on  any  PC. 

The  I  Ml  gives  you  in-depth  plain 
English  decodes,  BERT/BLERT  testing, 
time  stamping,  and  interactive 
simulation. 

We’re  serious  about  performance  and 
portability.  Call  us  at  (708)  574-3399. 

PIVogrwiwi 
Computing 

Progressive  Computing,  Inc. 

814  Commerce  Drive,  Suite  101 
Oak  Brook,  IL  60521  USA 
(708)  574-3399  FAX  (708)  574-3703 
Circle  Reader  Service  No.  15 


NETWORK  CABLE 


PERIPHERAL  SHARING 


An  Incomparable  Jacket! 

Belden’s  newest  plenum  cable  has  a  jacketing  innovation  called 
Flamarrest."  Better  yet,  Wise  Components  has  it  in  stock  for  imme¬ 
diate  delivery. 

Costing  less  than  cable  with  a  traditional  fluorocopolymer  jacket, 
it’s  five  times  more  flexible.  Flamarrest  lies  flat,  weighs  less,  is  easy  to 
strip  and  simple  to  terminate. 

Most  important,  Flamarrest  is  IBM/ETL-approved  along  with 
being  UL/NEC-rated.  And  it  comes  in  over  30  types,  including  coaxial, 
multi-pair,  multi-conductor  and  fiber  optic  cables. 

Call  us  now  to  learn  how  you  can  save  time  and  labor  with  this 
extremely  cost-effective  product  for  long  cable  runs.  And  while  you’re 
at  it,  get  jacketed  with  Wise’s  superior  service,  too. 


JNkM 

WISE  COMPONENTS,  INC 


8005434333 


28  Henry  Street 
Greenwich,  Conn.  06830 

In  Conn.  800  852  8557  • 
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COOPER 

INOUSTBIES 


BELDEN 


Fax:  203  531  4859 


Cable-Free  Printer  Sharing! 


Eliminate  the  hassle  -  and  expense  --  of  cabling  with  the  GEC-Marconi/Verran 
AC  DataLink  Cable-Free  Computer  Connection  System.  Attach  a  DataLink  to  a 
serial  or  parallel  computer  and  a  DataLink  DPS  to  a  parallel  printer.  Then,  simply 
plug  each  DataLink  into  an  electrical  outlet  and  data  transmits  via  your  building’s 
AC  wiring.  Connect  up  to  seven  computers  to  one  printer  within  minutes.  No  extra 
software  needed.  No  cabling.  Just  plug  them  in! 

Prices  are  just  $345  for  the  AC  DataLink  and  $395  for  the  AC  DataLink  DPS. 
Ask  about  our  30-<jay  money-back  guarantee! 

For  more  information  and  free  brochure,  call  703-648-1 551 . 

For  mail  order  and  credit  card  orders,  call  800-456-4123. 


Dealer  and  distributor  inquiries  invited. 


=XPD 


SMUt 

at  Booth 
#1777 


m 

GEC  MARCONI 

SOfTWAAC  SYSTfMS 


GEC-Marconi  Software  Systems 
Suite  450, 12110  Sunset  Hills  Road 
Reston,  Virginia  22090 
Tel:  703-648-1551  Fax:  703-476-8035 
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NETWORK  MANAGEMENT  SOFTWARE 


SnapNET"  Displays 
WANs  and  LANs 
Worldwide! 


U.S.  Version 

$495 


SnapNET,  the  user-friendly  software  tool  for  managing  WAN  and  LAN  assets, 
is  now  available  in  three  versions.  Whether  your  network  is  strictly  in  the  U.S., 
extends  through  North  America,  or  stretches  across 
the  world,  SnapNET  allows  you  to  build,  track  and 
modify  worldwide  WAN/LAN  topological  layouts, 
and  create  network  databases/directories  and 
graphic  presentations. 

•  World  Version-$695 

•  North  American  Version-$550 

•  U.S.  Version-$495 


Call  for  a  FREE  demo  disk. 

NETWORK  MONITORING,  INC. 

2041  Mission  College  Blvd.,  Suite  170 
Santa  Clara,  CA  95054 
Phone:  (408)986-1166 
Fax.  (408)986-8174 
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Send  For  Free  Info 

NW  May  91 

For  more  information  on  any  of  the  products  and  services  advertised 
in  NetworkWorld’s  ActionCenter,  circle  the  Reader  Service  Numbers 
on  this  coupon  which  correspond  to  the  advertisement  of  interest  to 
you. 

Complete  the  coupon  information  and  mail  to: 

NetworkWorld 

P.O.  Box  5090,  Pittsfield,  MA  01203 

Expires  8/31/91 
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PROTOCOL  ANALYZER 


Omni  I/O 


TM 


PC  Based  Protocol  Analyzer 

FREE  DEMO  DISC 

•  Fast,  friendly  user  interface. 

Excellent  data  visibility. 

•  Integrated  data  capture, 
analysis,  DOS  file  storage. 

Named  configurations,formatted  print. 

•  Async,  Sync,  BOP’s  (SDLC,  X.25,  etc.).  Transparent,  ASCII, 
EBCDIC,  IPARS,  user  defined. 

•  Fits  PC,  AT  compatible,  386  and  Laptop  with  standard  bus  and 
CGA,  EGA  or  VGA. 

•  Programmable-  API  for  unprecedented  power  and  flexibility. 


Circle  Reader  Service  No.  17 


Romney,  WV 


FAX  304-822-4508 


P.O.  Box  2040, 151 -C  Jersey  Mt.  Road,  Romney,  WV  26757  •  304-822-3086 


SNA  DATA  COMMUNICATIONS 


SNA_IJnk  PC  Software  Connects  Low  Speed 
Devices  to  High  Speed  SNA  Backbone  Networks 


Connect  devices  having 
a  wide  range  of  trans¬ 
mission  speeds  to  a 
singie  high  speed,  fuii- 
dupiex  line. 

Concentrate  lines  and 
devices  to  reduce  com¬ 
munications  overhead 
and  boost  network  per¬ 
formance. 


Add  or  delete  resources 
without  changing  your 
backbone  network. 

Extend  the  life  of  exist¬ 
ing  equipment. 

Provide  dynamic  access 
to  one  or  more  SNA 
hosts. 

Circle  Reader  Service  No.  18 


IBM  47D0 


Call  1-800-NETUNK  for 
more  Information. 


NETLINK 

- me- 


SUBRATE  DDS  MULTIPLEXER 


Look  what 
you  can 
do  with 
Subrate  DDS! 


—  \ota 

—  N.  56Kbps 

_  DOS 

■H^OOWTYDCP9072 

SUBRAIEDOS 

MULTIPLEXER 


OTYB 


CHYD 


OTYF 


With  the  new  Subrate  DDS  Multiplexer  from  Dowty  Communications,  data  channels 
can  be  routed  to  different  destinations  via  the  DDS  network.  You  save  on  line  costs  and 
there’s  no  need  for  multiplexers  at  the  remote  sites. 

The  new  DCP9072  Subrate  DDS  Multiplexer  also  includes  a  built-in  CSU/DSU.  It 
accommodates  up  to  five  synchronous  inputs  at  an  aggregate  data  rate  of  up  to  48 
Kbps.  The  inputs  may  operate  at  2.4,  4.8,  9.6,  19.2,  28.8  and  38.4  Kbps. 


For  more  information  on  the  Dowty 
DCP9072  and  on  our  worldwide 
support  team,  call  800-227-3134  or 
write  Dowty  Communications, 
Cherry  Hill  Industrial  Center,  Cherry 
Hill,  New  Jersey,  08003 


Dowty  Communications 

Formerly  CASE/Datatel 
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TEST  EQUIPMENT 


ABREAKOUTBOX 
BUILT  TO  LAST- 
GUARANTEED! 

■  100  red/green  indicators 

■  Built-in  pulse  traps 

■  +/- output  voltages 

■  Null-modem  switches 

■  Lifetime  warranty 

PRICE:  ^J95°° 
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yjc 


CIccIrodciloJnc. 

23020  Miles  Road 
Bedford  Heights.  Ohio  44128-5400 
Call  Toll-Free  1-800-441-6336 
(216)  663-3333  TWX;  (810)  427-2280 
FAX:  (216)  663-0507 


UNIVERSAL  DSU 


DAmCOMM  500G/IJXR. 
THE  UNIVERSAL  DSU 
FOR  WORLDWIDE  NETWORKS. 


Our  new  DSU 
offers  universal 
rates  from  2.4  to 
64  Kbps.  Supports 
secondary  channel 
and  “clear  channel.”  Automatically 
selects  rate  and  mode  of  operation. 


Provides  extended 
range  operation 
over  DDS,  generic 
digital  services,  or 
FT-1.  Standalone  or 
rackmounted,  it’s  the  one  product 
to  buy.  Call  1-800-777-4005. 


GeneralDalaComm 


WORLD  CLASS  NETWORKING 

CORPORATE /INTERNATIONAL HEADQUARTERS  203-574-11 18  HONG  KONG 852-833-6779  CANADA416498-5IOO 
AUSTRALIA  61-2-956-5099  UNITED  KINGDOM  44-734-774868  FRANCE  33- i -30570200  JAPAN  81-33-862-1730 
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X.25  CONNECTIVITY 


)' 


idl 

vK' 

Ai 
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Save  money  with  X.25  Software 
Solutions  from  the  PC  Technologies 


Division  at  Microdyne 


Introducing... 

the  pcX25  product  line  with  TTY, 
VT52  and  VT100  Async  terminal 
emulation  providing  compatibility  with 
host  mainframe  terminal  support 
and... 

the  snX25  product  line  with  all  the 
features  of  pcX25  plus  3270  terminal 
emulation  for  connectivity  to  IBM'** , 
SNA  and  non-IBM'**  hosts. 


vKv 
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NETWORKING  MARKETPLACE 


DATA  COMMUNICATIONS 


RJE  FOR  PC'S 

Full  featured  Bisync  3780  or  SNA  3770  RJE  emulation  for  PC's  and 
PS/2's.  Automatically  execute  laatch  jobs.  Send  multiple  files 
to/from  your  IBM  host  using  iES2/3. 

Featuring... 

•  IBM  Mdl  3777-4  support 

•  Up  to  19.2K  bps  thruput 

•  Unattended  operations 

•  Printer,  card  punch,  console  support 

•  Data  compression  &  transparency 

Immediate  delivery 

Starting  at  $395 

Call  (800)  767-4844  today! 


Applications... 

PC-to-PC  File  Transfer 
IRS  Electronic  Filing 
EDI 
ACH 

Hi  Volume  Remote  Printing 


Buy  or  Rent 

(MONTH  Ynur 

TO  MONTH)  IwMI 

Favorite 

PREVIOUSLY  OWNED 


NEWUSED*BUY*SEU.*L£ASE 

code\ 

paradyne  ^ATbT 

ImM  Racal-Milgo 


)>IRK  C4SE 


Universal 
Data  Systems 


Oatatet 


NEW  WD  USED  EQUIPMENT  SACKED  fft  WNJRV^ 
NATX>M106S£(MCE  MNNTEISIVJCE /^NOlNSTNiy^TXDN  I 


INFOTRON 

EQUIPMENT 
WHOLE  UNITS/ 
SPARES 


990,  790,  632,  616,  680 
480,  380,  lO  NEST’S,  ETC. 
chassis,  cabinets  &  more 
MODULES 
1000  boards  in  stock 
all  items  50%  off  or  more! 
if  vje  don’t  have  it, 
we  can  find  it. 


M.A.R.C. 
615-822-7990 
FAX  615-822-7986 


TELECOM  EQUIP 


SOME  SAMPLES: 

ATT  2096A .  SI .695  I 

Codex  2660  (6  CH) .  $2,250 

IBM  5865-2  Modem .  $  1 ,995 

MiCom  Box  2  (16  CH) .  $2,300  I 

Paradyne  Pixnet  XL . Call  I 

TimeplexLink  I  &  2 . Calll 


AU  GUARANTEED  FOR 
MANUFACTURER  SERVICE. 

(201)586-3070  FAX  586-3080 

0  Warwick 

DATA  SYSTEMS,  INC, 

66  FORD  ROAD,  OENVILLE.  NEW  JERSEY  07834 


Summa  Four 

SDS-1000 

Programmable 

Switch 

For  Sale: 

Fully  redundant  with  power  supplies 
Slightly  used 
Latest  version  of  software 
Call  Brian  at  (818)  304-6016 


TRAINING  IlEGAL  NOTICE 


lELEtutor 


COMPUTER-BASED  TRAINING 


LAN 

X.25 

T1 


FOR  FREE  CATALOG 
OF  ALL  OUR  COURSES 

CALL 

1-800-542-2242 

(603)  433-2242 


METROPOLITAN  TRANSPORTATION 
AUTHORITY  NOTICE  is  hereby  given  that 
the  Metropolitan  Transportation  Authority 
(MTA)  will  receive  proposals  for  the  fol¬ 
lowing  article  as  indicated  below,  on 
which  date  they  will  be  opened  and  re¬ 
viewed  at  the  indicated  time  at  the  Author¬ 
ity's  offices  at  347  Madison  Avenue,  New 
York,  NY  10017  (5th.  floor).  Copies  of 
such  forms  and  specifications  may  be  se¬ 
cured  from  Ms.  Angie  Phifer,  Secretary, 
Department  of  Procurement  Services. 
Metropolitan  Transportation  Authority, 
347  Madison  Avenue,  New  York,  NY 
10017  or  by  calling  (212)  878-7298. 


RFP  #  DATE 
2-01 -91 11 4-06-1 7-91 


TIME 

3PM 


FOR:  A  Multi-Node,  High  Speed  Voice/ 
Data/Video  Network  Design 


COMPUTERS 


The  HAST  Solutions 


Starter  Solution 
AT-286  12  MHz  System 

*  00286/12  MHz  ‘ 

*  640K  Memory 

*  40  MB  Hard  Drive 

*  101  Keyboard 

*  1.2  MB  5.25  ' or 
1.44  MB  3.5"  floppy 

*  12"  mono  mortitor 

*  Monographice  card 

*  200W  power  aupply 

$599 

14"  VGA  Color  Monitor  Upgrade 

$285 


Big  Solution 
A  T-386  25  MHz  System 

*  80386/25  MHz 

*  1  MB  Memory 

*  40  MB  Hard  Drive 

*  101  Keyboard 

*  1.2  MB  5.25"  or 
1.44  MB  3.5"  floppy 

*  2  aerial,  1  parallel  porta 

*  Real  lima  clock  w/  battery 
backup 

*  Monographica  card 

*  12"  mono  monitor 

*  200W  power  aupply 


$999 


Roll  Your  Own  Solution 


A  T-286  Barebone  System 

*  80286/12  MHz 

*  1  MB  RAM 

*  OAK  VGA  card 

*  1:1  IDE  card 

*  200W  power  aupply 


$280 


Optlona: 

40  MB  IDE  HDD  $210 

1.44  MB  FDD  $  55 

DR  DOS  $  59 

Two  year  licnilad  warranty 
All  Syatema  Nalwork  A  Unix  Compatible 
24  Hr  Online  BBS  (5ia)«a»-3036 


mtBrewkrAt^e  ItSTJ 


NETWORKS 


$  $  SAVE  $  $ 


TAKE  ADVANTAGE  OF 
OUR  NETWORK  NODES" 

NODAL  FACILITY 
MANAGEMENT  SERVICES 

■  TURNKEY  FACILITES 

■  TRAINED  STAFF 

■  TEST  EQUIPMENT 

Rack  Space  available  in  following  citiea: 

Booten  Houoten  SanAxwiefoee 

CNeago  London  SIngtpoto 

Dtnvor  LooAngolmo  Tokyo 

rranktutt  IMtml  Toronto 

Hong  Kong  Now  York  Yoncotnroe 

Honokdu  Potto  aC/Ate&,  VA 

krtomotlonol  Totoeenununhotlono  Bendeee 

(516)589-8666  Sales 


SEMINARS 


WAN/LAN  Seminars 
from  Kaptronix 


Peer-to-Peer  SNA/SAA: 

APPC/LU  6.2,  PU  2.1,  APPN,  CPIC 
Architecture,  operation,  design,  _. 


IBM  Token  Ring:  Operation, 
Bridges,  Routers,  SNA  Gateways, 
Network  Management, 


FDDI:  Basics,  Design,  Operation, 
Implementation,  Alternatives,  ... 


In  June  and  July: 

a  NY/NJ  a  Houston  a  Wash-DC 

For  details,  call  (201)  769-4250 

12  Years  o/  excellence  in  education 


DISASTER  RECOVERY 
PLANNING  FOR 
TELECOMMUNICATIONS 

Intensive  Two  Day  Seminar 
June  6-7  San  Antonio,  TX. 
$549. 

Based  on  the  best-selting 
book  "Disaster  Recovery  Plan¬ 
ning  tor  telecommunications’ 
included  with  course  at  no 
charge  Book  may  be  ordered 
directly  at  the  number  below 
($48  US  •  $4  shipping) 

(214)733-6870 

Premiere  Netraork  Services  Inc 


OSI  and  GOSIP 
Product  Analysis 
and 

Planning  Guide 
1990-1993 
A  Network  World/ 

Mier  Communications  Report 

OSI  and  GOSIP  product 
strategies  for  over  two  dozen 
top  vendors,  including  DEC, 
H-P,  IBM,  AT&T,  NCR.  Sun 
and  others. 

'‘Vendor  interoperation  analysis 
♦Product  customization  and 
configuration  needs 
♦GOSIP  compliance  needs 
♦X.400  and  IT  AM  support 
♦Price  trends 

Single  copy  price:  $695 

VISA,  MaiteiCard  or  money  orden 

CONTACT: 

Cher^  Tynan 

Networic  World  Special  Reporta 
161  Worcester  Road 
Framingham,  MA  01701 
(800)  622-1108,  In  MA  (500)  875-6400 


VSATs:  Technology^ 
Applications  i  Economics 


2  Day  Seminar 
for 

Managers  ana  Engineers 


- by  Dr.  Ernest  Simo - 

ATLANTA  HOUSTON 

WASHINGTON  D.C.  LOS  ANGELES 
CHICAGO  LAS  VEGAS 

1-800-933-4540 

Please  call  for  current  schedule. 


NETIORKING  CAREERS 


DR.  S/MO'S  AUDIO  CASSITTI  TAPIS  OH 
SATCOM  I  VSAT  ARl  ALSO  AVAIIABLI 


Special  ICA  Show  Issue 
June  3 

Closes:  May  22n6 


PROFESSIONAL 
RESUME 
SERVICES 
Successfully  servicing 
networking 
.  professionals. 

All  levels  and  special¬ 
ties.  Effective!  Confi¬ 
dential,  creative.  We 
provide  resume  prepa¬ 
ration,  cover  letter  de¬ 
velopment  and  career 
planning.  Ongoing  ad¬ 
vice  &  support  to  cli¬ 
ents  throughout  job 
search.  Immediate  ser¬ 
vice  available. 

1-800-933-7598 
(24  hrs.), 

Alan  Kirschen,  M.A. 


For  more 
information  or 
to  place  your 
recruitment  ad  in 
Network  World’s 
Networking 
Careers,  call 
Bill  Reinstein, 
National  Sales 
Manager  or 
Pam  Valentinas, 
District  Manager  at 
1-800-622-1108 
(in  MA, 

508-875-6400) 

today! 


Reminder: 

The  June  10th  Issue 

Closes  May  29th 
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NETWORKING  RESOURCE  DIRECTORY 


Network  World’s  Resource  Directory  is  a  service  for  both  our  advertisers  and  our  readers.  The  Resource  Directory  is  updated  monthly  to  be 
the  most  comprehensive  listing  of  networking  products  and  services  available  anywhere.  With  over  two  hundred  categories  to  choose  from, 
you  can  place  your  company  under  the  most  appropriate  headings  to  make  it  easily  accessible  to  150,000  buying  decision  makers  of  network¬ 
ing  products  and  services. 


All  rates  for  listings  are  sold  on  a  26-week  basis  and  are  net  priced  for  that  period.  A  line  listing  is  company  name  and  telephone  number. 
Display  listings  are  also  available  in  four  sizes.  A  display  listing  consists  of  copy  of  your  choice. 


Line  Listing  Rates  (prices  are  net  for  26-week  period) 


Company  listing . $500. 

2-9  additional  listings . $450.  per  listing 

1 0  or  more  additional  listings . $400.  per  listing 

Bold  listing  —  extra . $  50.  per  listing 


Display  Listing  Rates  (prices  are  net  for  26-week  period) 


2  5/16"  wide  x  1/2"  deep . $1 ,000. 

2  5/16"  wide  x  1"  deep . $2,000. 

2  5/16"  wide  x  1  1/2"  deep . $2,800. 

2  5/16"  wide  x  2"  deep . $3,600. 


Space  and  copy  closing  for  next  updated  issue  is  May  23.  Listing  begins  in  June  17  issue  and  runs  through  the  December  9,  1991  issue. 


For  more  information  or  the  list  of  headings,  call  Eleni  Brisbois,  Resource  Directory/Project  Manager  at  1-800-622-1108  or  508-875-6400. 


To  place  your  listing  call  1-800-622-1108  or  fax  508-651-1853  or  mail  your  order  to  Network  World,  Eleni  Brisbois/Resource  Directory,  161 
Worcester  Road,  Framingham,  MA  01701-9172. 


Data  Communications 

Acoustic  Couplers 

Glasgal  Communications,  Inc.  ..201-768-8082 

Diagnostic  Test  Equipment 

Analog  Line  Testers 

GN  Navtel . 416-479-8090 

Cable/Interface  Testers 


LAN  Cable  Testers 


•  Twisted  Pair  •  Coax  •  Fiber  • 

Cable  Troubleshooting  &  Certification 

•  TDR,  Length,  Noise,  Attn.,  XTALK,  Line  Map 

•  Fast,  Easy,  One  Button  "Auto  Test" 

•  Automatic  Printout  of  Test  Results 

•  lOBASE-T,  Token  Ring,  Ethernet,  ARCNet, 

FDDI,  and  More 

Outside  California: 

1-800-854-27CI« 

Within  California: 

1-800-227-9781 


Beckman  Industrial” 

An  Allihate  of  Bmerson  Electric  Co. 


Glasgal  Communications,  Inc.  ..201 -768-8082 
GN  Navtel . 416-479-8090 

Error-Rate  Measurement  Equipment 
Glasgal  Communications,  Inc.  ..201 -768-8082 
GN  Navtel . 416-479-8090 

Performance- Measurement  Equipment 
Glasgal  Communications,  Inc.  ..201 -768-8082 
GN  Navtel . 416-479-8090 

Protocol  Analyzers 

Glasgal  Communications,  Inc.  ..201 -768-8082 
GN  Navtel . 416-479-8090 


TEST  YOUR  NETWORK 
WITH  THE  BEST 


OUR  PROTOCOL  ANALYZERS 

*  Test  Networks  at  Higher  Speeds 

*  Are  Easier  to  Use  with  EASY-VIEW® 

*  Are  More  Powerful  and  Flexible 

*  Test  ISDN.  T1,  SS#7,  SNA,  X.25,... 

=w=L£„£^CALL  1-800-368-3261 

‘  Diagnostic  Products 


Protocol/Interface  Simulators 

GN  Navtel . 416-479-8090 

T-Carrier 

Electrodata,  Inc . 800-441-6336 

Glasgal  Communications,  Inc.  ..201 -768-8082 


DSU/CSU 

Anixter . 800-232-0190 


DSU/CSU  cont. 

Glasgal  Communications,  Inc.  ..201-768-8082 


Kentrox  T1  CSUs  -  low  wholesale  prices. 
Configuration  &  diagnosticservice  via  modem. 
Koenig  Com.  -  Tl  Specialists  800-786-9929 


Modems 

Limited  Distance/Line  Drivers 

Equinox . 305-255-3500 

Glasgal  Communications,  Inc.. .201-768-8082 

High  Speed  (9. 6kbps + ) 

Eastern  Datacomm,  Inc . 201-262-9022 

Glasgal  Communications,  Inc.  ..201 -768-8082 

Fiber  Optic 

Canoga-Perkins  Corp . 81 8-7 1 8-6300 

Glasgal  Communications,  Inc.  ..201 -768-8082 

Multiplexers 

Fractional  T- 1 


^AYDINCONTROIS 


MULTIPLEXERS 

AND 

4:1  and  2:1 

DROP/INSERT  TRANSCODERS 


•  Full  and  Fractional  T 1  Rates 

•  Toll  Quality  Voice  High  Speed  Data 

•  Handles  9-6  Kbps  Modem  and  Group  III  FAX 


Call  1-800-366-8889 

4 1 4  Commerce  Drive  •  Fort  Washington.  Pa  1 9034-2602 


Glasgal  Communications,  Inc.  ..201 -768-8082 
Optical  Fiber 

Anixter . 800-232-0190 

Glasgal  Communications,  Inc.  ..20 1-768-8082 

Statistical 

Eastern  Datacomm,  Inc . 201-262-9022 

Glasgal  Communications,  Inc.  ..201 -768-8082 

Time  Division 

Equinox . 305-255-3500 

Glasgal  Communications,  Inc.  ..201 -768-8082 

T-1 

Anixter . 800-232-0190 

Canoga-Perkins  Corp . 818-718-6300 

Equinox . 305-255-3500 

Glasgal  Communications,  Inc.  ..201 -768-8082 

Networli  Management  Systems 

Glasgal  Communications,  Inc.  ..201 -768-8082 

Micro  Technology . 714-970-0300 


Network  Management  Systems  cont. 

Telenex-AR  Prod . 800-368-3261 

Telenex-Spectron  Prod . 800-222-01 87 

Patching  Equipment 

Glasgal  Communications,  Inc.  ..201 -768-8082 

Telenex-AR  Prod . 800-368-3261 

Telenex-Spectron  Prod . 800-222-0187 

Switches 

Data 

Equinox . 305-255-3500 

Glasgal  Communications,  Inc.  ..201 -768-8082 

Wise  Components  Inc . 800-543-4333 

Matrix 

Equinox . 305-255-3500 

Glasgal  Communications,  Inc.  ..201 -768-8082 
Telenex . 800-222-0187 

Packet 

Glasgal  Communications,  Inc.  ..201 -768-8082 
OST,  Inc . 703-817-0400 

Port  Selectors 

Eastern  Datacomm,  Inc . 201-262-9022 

Equinox . 305-255-3500 

Glasgal  Communications,  Inc.  ..201 -768-8082 

Systems  Integrators 

Glasgal  Communications,  Inc.  ..201 -768-8082 


LAN  UNIX  X.25  SQL 


StonyBrook  Technologies,  Inc. 
(516)567-6060  GSA  Contractor 
NOVELL  MICROSOFT 
DCA  EICON  EDA  SCO 
PRODUCT  SUPPORT  SERVICE 


Terminal  Servers 

Equinox . 305-255-3500 

Glasgal  Communications,  Inc.  ..201 -768-8082 

Local  Area  Networks 

Bridges 

Anixter . 800-232-0190 

Canoga  Perkins . 818-718-6300 

Glasgal  Communications,  Inc.  ..201 -768-8082 


Netronix. 

The  Second  Generation  Of  Ethernet  and 
Token  Ring  Bridges.  1  -800-282-2535 


Netronix 

Technology  That  Worlds. 


LAN/WAN  Bridges 

Glasgal  Communications,  Inc.  ..201 -768-8082 


Brouters 

Glasgal  Communications,  Inc.  ..201-768-8082 

RAD  Data  Communications  Inc...  201-587-8822 

Gateways 

Glasgal  Communications,  Inc.  ..201-768-8082 

Installation  Services 

Glasgal  Communications,  Inc.  ..201-768-8082 

Local  Area  Networks 

Broadband  Based 

Anixter . 800-232-0190 

Ethernet  Compatible 


Msm 

Wiring  Systems  Specialists 


Vbice  •  Video  •  OaU  •  Power 


Authorized  Distributor 
800-232-0190 


Glasgal  Communications,  Inc.. .201-768-8082 
Fiber  Optic  Based 

Anixter . 800-232-0190 

Glasgal  Communications,  Inc.. .201-768-8082 

Token  Ring 

Anixter . 800-232-0 1 90 

Glasgal  Communications,  Inc.. .201 -768-8082 

lOBaseT  Systems 

Anixter . 800-232-0190 

Glasgal  Communications,  lnc...201-768-8082 


CALL  THE 

CONNECTIVITY  EXPERTS 


•  David  Systems  •  Proteon 

•  Startek  •  OAMAC 

«;;Altied  Telesis  •  Others 

•  Network  Application  Technology 

Westech  Communications,  Inc 
28310  Industrial  Blvd,  Suite  K 
Hayward.  CA  94545  (415)887-8773 


LAN  Test/Management  Devices 

Anixter . 800-232-0190 

Glasgal  Communications,  Inc.  ..201 -768-8082 

Routers 

Glasgal  Communications,  Inc. ..201-768-8082 
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Security 


Dial  Back  Systems 

Equinox . 305-255-3500 

Glasgal  Communications,  Inc.  ..201 -768-8082 

Software 


Cable  Management 

Glasgal  Communications,  Inc.  ..201 -768-8082 
EMail/Messaging 

Notework  Corporation . 800-767-6683 


E-Mail  Gateways  for  Macintosh 

StarNine  Technologies  (415)548-0391 
2126  6lh  St.  Berkeley,  CA  94710 


Micro-to-Mainframe 

StonyBrook  Technologies,  Inc.. 51 6-567-6060 

Network  Management 

Anixter . 800-232-0190 

Glasgal  Communications,  Inc.  ..201 -768-8082 


NetAlarm  NetWare  Monitor  TSR 
“Smoke  Detector”  for  NetWare 
Meyer  &  Associates  415/277-1975 


Objective  Systems  integrators....  91 6-989-7340 


Use  Network  World’s 
Resource  Directory 
every  week  to  buy  or  sell 
networking  products 
and  services. 


Structured 
Wiring  Systems 


Baiuns 

Anixter . 800-232-0190 

Glasgal  Communications,  Inc.  ..201 -768-8082 


TIEX 

TWISTED-PAIR  WIRING  SPECIALISTS 
for 

IBM  AS/400,  S/3X.  TOKEN  RING,  3270  f  +  t 


800-533-TIEX 
fax  214-385-0723 


Cables 

Coax 

Anixter . 800-232-0190 

Glasgal  Communications,  Inc.. .201-768-8082 

Fiber  Optic 

Anixter . 800-232-0190 

Glasgal  Communications,  Inc.  ..201-768-8082 

Twisted  Pair 

Anixter . 800-232-0190 

Glasgal  Communications,  Inc.  ..201-768-8082 

Connectors 

Anixter . 800-232-0190 

Glasgal  Communications,  Inc.  ..201 -768-8082 

m^TAp. 

Toul  Wiring  Solurions 


YANKEE 


Support  Equipment 


Power  Distribution/ 
Equipment  Protection 


•EXIDE  -ELECTRONICS 

5608  Spring  Court,  Raleigh,  NC  27690-0457 
800-554-3448  fax:  800-75-EXIDE 


Support  Seryices 


1-800-365-9720  FAX:  603-625-4915 


Cross  Connect  Blocks 

Anixter . 800-232-0190 

Glasgal  Communications,  inc...201-768-8082 

Wiring  Concentrators 

Anixter . 800-232-0190 

Glasgal  Communications,  Inc.  ..201 -768-8082 


Consulting 

General  Network  Service  Inc . 203-327-2322 

MULTI-TECH  COMMUNICATIONS.  INC. 

VOICE  *  DATA  *  LAN 
CALL  201-627-2518 


NOVELL  SERVICE 


SUPPORT  &  CONSULTING 
(408)  559-7367 


Educational  Training  Services 

IBM:  SNA/APPC/CPI-C 

Galaxy  Consultants . 408-354-2997 

Lease/Resale  Organization 

Marketex-Leasing  Services . 408-241-3677 

Telecommunications/ 

Voice 


Centrex 

CENTREX  SYSTEM  ? 

CONSOLE 

TOURSELFWITH 

TOITECOMMANDER 

A  family  of  answering  l-'206-'883'3600 
consoles.  Please  call:  l'800-524'0024 

Fax  Processing  Systems 


Fax  with  FAX-LINK 


Easily  fax  WP,  PCs,  (Quotes,  Etc.  from  any  tenninaL 
PHONE;  4o»-k2-a»  hliitm;  TecyQ^  he  fax;  mn»Tm 

ISDN  Products 

Anixter . 800-232-0190 

Glasgal  Communications,  Inc.  ..201-768-8082 


Network  World’s 
Resource  Directory 
is  your  source  for 
selling  networking 
products  and  services. 

With  over  200  category 
headings  available, 
your  company’s 
products  are  easily 
accessible  at  a  glance. 

Published  weekly  and 
updated  monthly,  it’s  the 
most  comprehensive 
networking  directory 
anywhere. 

Call  Eleni  Brisbois  at 
1-800-622-1108  today 
to  place  your  listing. 


Transmission 

Seryices 


International 

World  Communications,  Inc . 212-607-2223 

Microwave 

FCC  Licensed  Digital  Microwave 
Carrier*  Bypass  •Alternate  Access 
•  Disaster  Recovery/Diversity 


LOCATE 


••• 

•  ••• 


(212)  509-5115 
17  Battery  Place,  Suite  1200,  NX  NY  10004 


Space  and  copy  closing  for 
July  15  issue  is  June  20. 

Listing  runs  through  the 
January  13,  1992  issue. 


VSAT 

GTE  Spacenet  Corporation . 800-535-5375 

International  VANs 

World  Communications,  Inc . 212-607-2223 


Network  World  1991  Editorial  Features 


June  3 

1 .  Buyer’s  Guide:  Bridges/routers 
2.  Survey;  Critical  issues  facing  users 

Show  Distribution:  ICA 
Special:  Lead  Service 

June  10 

Buyer’s  Guide:  Bypass  equipment 
June  17 

Voice  processing 
June  24 

Buyer’s  Guide;  SNMP  management  tools 
Special:  Lead  Service 

July  1 

Videoconferencing 
July  8 

Buyer’s  Guide:  T-1/T-3  multiplexers 
Special:  Harvey 

July  15 

1 .  Moving  to  OS/2:  How,  when,  why? 

2.  Network  management  update 

Show  Distribution: 

ComNet  West;  Net.  Computing  Forum 
Special:  Lead  Service 

July  22 

LAN  management  update 
July  29 

Technology  Trends: 

Packet  networks  of  the  future 

August  5 

Focus  on  applications  architectures 
August  1 2 

Buyer’s  Guide:  Virtual  network  services 
Show  Distribution:  DCI/NW  Mfg.  Nets 
Special:  Lead  Service 


1 
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“I  Want  To  Deal  With  A 
Network  Vendor  Who  Deals 
With  It  All.” 

It  sounds  like  Racal  could  help  me  meet  all  my  company’s  networking  needs. 

n  Please  send  me  a  free  copy  of  “Business  Applications  and  Trends  in  T1 
Technology:  A  Practical  Guide.” 

mi  Please  have  a  representative  call  me  to  discuss  my  company’s  needs. 

NAME _ 

TITLE _ 

COMPANY  _ 

ADDRESS  _ 

CITY  _ STATE  _ ZIP _ 

TELEPHONE _ 

CURRENT  NETWORKING  SOLUTION(s):  _ 


WE  UNDERSTAND  NETWORKING  INSIDE  AND  OUT.™ 

NW  52091 


SSBOO 

Racal-Milgo'^ 


NO  POSTAGE 
NECESSARY 
IF  MAILED 
IN  THE 

UNITED  STATES 


Business  Reply  Mail 

FIRST  CLASS  MAIL  PERMIT  NO.  8699  FT.  LAUDERDALE,  FL 


Postage  Will  Be  Paid  By  Addressee 


Racal-Milgo® 

ATTN:  MSB210 
P.O.  Box  407044 
Fort  Lauderdale,  FL  33340-9926 


IIIIIM 


nil 


liliililiiiilililliiiiilll 


U  SlNtSS  AI-PLKAnONS 
trends  in  T  1  TE<  HNDUH.V 


For  a  free  copy 


a  call 


give 


There’s  more  to  being  a 
good  network  provider  than  good 
Tl  products.  That’s  why  our 
approach  to  the  whole  network¬ 
ing  process  is  so  .  .  .  well,  whole. 

Of  course,  we  want  you  to 
know  we  can  meet  your  Tl  needs. 
From  entry-level  systems  and 

fractional  Tl  to 
sophisticated 
multinodal  con¬ 
figurations.  And 
our  full  line  of 
network  compo¬ 
nents  ranges 
from  analog  and 
digital  access 
products  to  fiber 
optic  systems  and  LAN/WAN 
internetworking  solutions. 

But  product  range  is  hardly 
our  primary  message.  You  see, 
we’re  in  a  unique  position  to  sat¬ 
isfy  your  total  networking  needs. 
To  go  beyond  hardware  to 
provide  the  expertise  to  make 
your  network  a  strategic  corp¬ 
orate  advantage.  From  initial 
analysis  to  integrated  network 
management. 

How  did  we  get  to  this 
point?  Over  30  years’  experience 
in  the  network  arena  was  a  good 
start.  Having  the  wherewithal 
of  a  ^3  billion  global  company 
doesn’t  hurt  either.  Factor  in 
our  position  as  today’s  leading 
independent  supplier  of  data 


What  Good  Is  A  Tl  Vendor 
If  They  Can’t  Support  The  Rest  Of 
Your  Networking  Needs? 


communications  systems  and 
services,  and  you’ve  got  a  partner 
who’s  there  for  the  long  haul. 

So  the  question  is:  Do  you 
merely  want  to  buy  Tl  products? 
Or  would  you  rather  team  up 


with  a  company  that  can  support 
your  total  networking  needs? 

If  your  answer  is  the  latter, 
call  1-800-RACAL-55  (in 
Florida,  305-846-4811).  Ask 
for  your  free  copy  of ''Business 


Applications  and  Trends  in  Tl 
Technology:  A  Practical  Guide.” 

It  just  might  be  the  start  of 
a  longstanding  relationship 
with  the  company  that’s  teaching 
beyond  today’s  standards. 


WE  UNDERSTAND  NETWORKING  INSIDE  AND  OUT' 


TH 


loc.  All  right*  resovad^ 


How  many  computer  trade  shows  offer  you 
the  ultimate  opportunity  to  connect  with  hundreds 
of  four-star  exhibitors  showcasing  the  latest 
products,  programs  and  services? 

And  how  many  provide  a  Seminar  Program 
with  a  direct  connection  to  the  best  in  the  industry 
eager  to  assist  with  ali  your  networking 
and  connectivity  needs? 

Oniy  one.  NetWorld  91.  The  Ultimate  Connection. 
For  information  on  advance  registration  call  today. 

800-444-3976 
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NetWorld  is  a  servicemark  of  Novell,  Inc.  licensed  exclusively  in  the  U.SA  to  Bruno  Blenheim  Inc. 


NETS  THAT  GO  ANYWHERE 


'  ( continued  from  page  39) 

j  ers  can  add  new  features  with  rel  - 
ative  ease,  and  each  carrier  is  us¬ 
ing  these  features  to  differentiate 
its  services  from  those  of  other 
providers. 

AT&T,  for  instance,  is  working 
on  a  new  feature  called  Inter-Cel¬ 
lular  Access  to  SDN.  The  carrier  is 
negotiating  with  a  number  of  lo¬ 
cal  cellular  carriers  to  allow  its 
customers  to  have  cellular  access 
to  their  Software-Defined  Net¬ 
work  from  areas  outside  their 
home  cellular  area. 

Rather  than  asking  for  new 
features,  however,  many  users 
are  requesting  more  powerful 
versions  of  existing  functions. 

“Given  that  you  have  relative 
feature  parity  and  relative  price 
parity  [among  carriers],  it  comes 
down  to  how  well  the  carrier  al¬ 
lows  customers  to  manage  their 
features,”  according  to  Allan 
Palmer,  MCI’s  Vnet  product  man¬ 
ager. 

Customized  elegance 

“Users  want  features  to  be 
more  elegant  and  more  ‘custom¬ 
izable,’  ”  US  Sprint’s  Canipe  says. 
“There  is  no  feature  war  going 
on.  What  one  carrier  creates  [in 
terms  of  features],  everyone  can 
replicate.” 

Thus,  users  will  see  more  func¬ 
tionality  from  existing  features. 
For  instance,  MCI  earlier  this 
month  simplified  the  process  that 
.  allows  customers  to  place  multi- 
i  pie  calls  using  their  Vnet  virtual 
I  network  service  cards, 
i  For  a  while  now,  MCI  Vnet  us¬ 
ers  have  been  able  to  hit  the 
i  ‘  ‘pound’  ’sign  after  a  call  to  place 

another  call  using  the  same  au¬ 
thorization  code. 

However,  while  MCI’s  network 
requires  a  signal  that  lasts  400 
msec,  some  equipment  —  nota- 
i  bly,  AT&T  phones  —  sends  only  a 

50  msec  pulse,  which  the  MCI  net¬ 
work  ignores.  With  the  new  up¬ 
grade,  the  network  now  supports 
pound-sign  reorigination  from 
all  types  of  phones. 

Service  integration  continues 
to  be  a  strong  theme  among  the 
carriers. 

US  Sprint,  for  example,  is  in¬ 
corporating  some  of  its  other  ser¬ 
vices  into  its  Virtual  Private  Net¬ 
work  (VPN)  product.  Last  year, 
I  US  Sprint  integrated  its  videocon- 
I  ferencing  service,  the  Meeting 

I  Channel,  into  VPN  through  a 

transparent  gateway,  enabling  all 
its  customers  to  dial  an  on-net 
number  to  access  the  Meeting 
Channel  system  in  Atlanta.  Cus¬ 
tomers  are  then  charged  VPN  on- 
net-to-on-net  rates  for  the  trans¬ 
port  portion  of  the  videoconfer¬ 
ence. 

US  Sprint  is  also  pursuing  this 
same  type  of  integration  for  its 
data  services,  such  as  SprintFax, 
SprintNet  and  SprintMail,  and  au¬ 
dio  conferencing  and  messaging. 
The  carrier  is  also  working  to¬ 
ward  providing  customers  with 
transparent  access  to  the  net¬ 
work,  though  not  just  through  In¬ 
tegrated  Services  Digital  Net¬ 


work,  Canipe  says. 

In  June,  AT&T  will  initiate  the 
first  phase  of  a  two-year  cutover 
that  will  merge  its  provisioning 
and  billing  processes  end-to-end. 
This  revision  should  enable 
AT&T  to  increase  efficiency,  im¬ 
prove  throughput  and  increase 
flexibility. 

In  the  past,  AT&T  has  had  pro¬ 
visioning  problems  due  to  the 
various  systems  and  paperwork 
involved.  At  times,  new  customer 
installations  have  been  bogged 
down  for  months. 

For  example,  at  switched  ac¬ 
cess  sites,  a  new  installation  re¬ 
quest  form  had  to  be  physically 
routed  through  seven  processes, 
and  a  mistake  or  problem  at  any 
point  would  send  the  order  back 
to  the  beginning  for  reprocess¬ 
ing. 

With  the  new  changes,  AT&T 
hopes  to  decrease  to  less  than  30 
days  the  time  it  takes  to  establish 
service  with  an  SDN  customer. 

The  provisioning  and  billing 
improvements  include  an  inter¬ 
nal  interface  that  will  allow  AT&T 
to  enter  new  location  and  cus¬ 
tomer  information  into  a  new 
mechanized  system.  That  capa¬ 
bility  will  lay  the  groundwork  to 
drive  the  provisioning  and  billing 
processes  from  only  one  plat¬ 
form  in  the  future. 

In  addition,  AT&T  is  designing 
some  new  customer  interfaces 
into  its  SDN  system.  As  part  of 
the  June  architectural  changes, 
AT&T  will  offer  its  employees 
electronic  access  to  customer  ser¬ 
vice  record  (CSR)  information, 
in  addition  to  the  call  detail  and 
invoice  information  already 
available. 

Many  local  exchange  carriers 
offer  CSR  reports  that  detail  ev¬ 
ery  charge  on  a  customer’s  ac¬ 
count.  However,  many  of  these 
are  extremely  difficult  to  read  be¬ 
cause  of  constant  references  to 
universal  service  order  codes. 

AT&T  hopes  to  eventually  of¬ 
fer  users  similar  access  to  the 
AT&T  SDN  system  but  in  a  more 
readable  manner,  says  Glenn 
Starr,  AT&T’s  product  manager 
for  SDN.  AT&T’s  goal  is  to  have 
the  product  on-line  for  customers 
by  early  1992. 

In  addition,  AT&T  is  finalizing 
market  research  designed  to  de¬ 
termine  how  to  revise  its  SDN  bill 
format  to  serve  users  best.  In¬ 
deed,  bills  have  been  cryptic  at 
times. 

For  example,  one  AT&T  SDN 
bill  listed  a  cost  item  as  “AJIAA 
VPC  ACC  COORD  FNCT.”  This  is 
an  access  coordination  fee,  which 
simply  could  have  been  written  in 
English. 

MCI  is  also  revising  its  billing 
service.  The  carrier  just  launched 
the  latest  version  of  Location  Lev¬ 
el  Billing,  which  offers  enhance¬ 
ments  such  as: 

■  Nine  levels  of  invoicing  and  re¬ 
porting  that  correspond  to  an  or¬ 
ganization’s  structure  for  an  un¬ 
limited  number  of  locations. 

■  The  capability  to  allocate  and 
distribute  volume  discounts  and 


corporate  features  charges  to  any 
location  within  the  organization. 

■  A  flexible  order  entry  system, 
which  allows  for  customized  se¬ 
lection  of  reports  and  report 
packages. 

■  Alternate  invoicing  and  report¬ 
ing  addresses  for  customers. 

■  Report  titles  that  can  be  cus¬ 
tomized  to  match  a  user’s  organi¬ 
zational  structure. 

US  Sprint  is  now  rolling  out 
the  second  portion  of  its  Invoice 
Processing  System.  Last  year,  the 
carrier  completed  implementa¬ 
tion  of  FONManager,  the  low-end 
billing  and  reporting  modules. 
However,  the  product  modules  in 
the  mid-range  to  high  end,  mar¬ 
keted  under  the  name  Manage¬ 
ment  Billing  Advantage,  have 


VPN  service].  [The]  cost  of  service 
might  reflect  that,”  MCI’s  Palmer 
says. 

Overall,  users  can  expect  a  5% 
to  6%  increase  in  rates  this  year, 
according  to  the  Big  Three’s 
product  managers. 

Recently,  AT&T  instituted  sev¬ 
eral  SDN  price  changes,  many  of 
which  are  designed  to  prompt  mi¬ 
gration  to  its  new  Distributed  Net¬ 
work  Services  (DNS)  product, 
which  was  originally  designed  for 
resellers. 

Specifically,  AT&T  increased 
its  local  exchange  and  off-net 
rates,  hitting  the  SDN  tariff  areas 
that  were  most  attractive  to  re¬ 
sellers. 

DNS  uses  the  same  network  ar¬ 
chitecture  that  drives  AT&T’s 


US  Sprint  is  also  working  on 
enhancing  its  card  product.  Later 
this  year,  US  Sprint  is  expected  to 
launch  automated  message  deliv¬ 
ery  and  information  services  for 
its  FONCard  product  line. 

Because  the  WN  FONCard 
uses  the  same  architecture  as  the 
regular  FONCard  product,  \TN 
users  will  have  access  to  the  same 
message-forw’arding  capabilities 
and  news  and  weather  data  as 
regular  FONCard  users. 

New  providers 

The  virtual  network  market 
still  has  room  for  more  players. 
AT&T,  MCI  and  US  Sprint  have 
largely  targeted  their  virtual  net¬ 
work  services  to  upper  tier  users 
—  those  with  more  than  $25,000 


Carrier  virtual  network  availability  overseas 

Interconnection  date 


'  MCI  Communications  US  Sprint 

PTT  AT&T  Corp.  Communications  Co. 


Australia  -  OTC,  Ltd. 

Service  available 

July  1991 

Fourth  quarter,  1991  (bilateral) 

Belgium  -  Regie  des 

Telegraphes  et  Telephones 

September  1991 

July  1 991 

November  1991  (bilateral) 

Canada  -  Tetecxim  Canada  ' 

Late  1 991  to  early  1 992 

Late  1991  to  early 
1992 

Late  1991  to  early  1992 

Canada  -  Unite! 

Communications,  Inc. 

Service  available 

September  1991 

Service  available  (bilateral); 
fourth  quarter,  1991 
(multilateral) 

Caribbean  -  Cable  &  Wireless, 
Ltd. 

1993  to  1994 

1993  to  1994 

1993 

France  -  France  Telecom 

Service  available 

September  1991 

Second  half,  1991  (bilateral) 

Hong  Kong  -  Hong  Kong 

Telecom  International,  Ltd. 

Fourth  quarter,  1 991 

Fourth  quarter,  1991 

Service  available  (bilateral):  first 
quarter,  1991  (multilateral) 

Ireland  -  Telecom  Eireann 

1991  to  1992 

1991  to  1992 

Second  half,  1 991 

Italy  -  ItalCable 

Second  or  third  quarter,  1991 

Fourth  quarter,  1991 

1992 

Japan  -  International  Digital 
Communications,  Inc. 

1991 10  1992 

1991  to  1992 

Fourth  quarter,  1 991  to  first 
quarter,  1992  (multilateral) 

'  Japan  -  International  Telecom 

Japan,  Inc. 

1992 

1992 

1992 

Japan  -  Kokusai  Denshin  Denwa 
Company,  Ltd. 

Service  announced  -  pending 
government  approval 

Third  quarter,  1 991 

1992 

Netherlands  -  PTT  Telecom 
Netherlands 

Third  quarter,  1991 

Third  quarter,  1991 

Third  quarter,  1991  (multilateral) 

Singapore  -  Singapore  Telecom 

Third  quarter,  1991 

Third  quarter,  1991 

Third  quarter,  1991 

. ■  ■ 

U.K.  -  British  Telecom 

Service  available 

Service  available 

Second  half,  1 991  (bilateral) 

U.K.  -  Mercury  Communications, 
Ltd. 

Late  second  quarter  to  early 
third  quarter,  1991 

Fourth  quarter,  1 991 

Service  available  (bilateral);  first 
quarter,  1991  (muitilateral) 
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been  delayed  in  development  and 
are  now  due  later  this  year.  This 
new  billing  and  reporting  system 
will  provide  US  Sprint  VPN  users 
with  more  than  20  reports  on 
their  network  usage. 

When  launched,  the  Invoice 
Processing  System’s  reporting 
and  billing  capabilities  will  make 
it  arguably  one  of  the  most  func¬ 
tional  systems  on  the  market. 
However,  exact  cutover  availabil¬ 
ity  dates  for  VPN  customers  are 
not  yet  available. 

Pricing 

Recently,  virtual  network 
pricing  has  been  creeping  up¬ 
ward.  AT&T,  MCI  and  US  Sprint 
each  raised  prices  by  about  2%. 

The  carriers  want  to  move 
away  from  generic  pricing  levels 
and  toward  higher  margin  pric¬ 
ing.  “As  we  invest  more  in  feature 
functions  and  enhancements,  it 
will  cost  more  to  provide  [our 


standard  long-distance  services. 
It  uses  the  10288  access  code  in¬ 
stead  of  the  SDN  10732  code, 
thus  allowing  the  carrier  to  take 
advantage  of  the  well-established 
provisioning  process  for  regular 
long-distance  service.  This  en¬ 
ables  AT&T  to  slash  customer  in¬ 
stallation  periods  from  the  cur¬ 
rent  30  to  40  days  to  about  seven 
days. 

New  card  functionality 

Last  month,  MCI  deployed  its 
Vnet  Card-Global  Reach  pro¬ 
gram,  which  launches  advanced 
services  for  its  Vnet  card.  MCI’s 
new  program  enables  Vnet  card¬ 
holders  to  access  their  Vnet  from 
26  countries  overseas. 

Importantly,  MCI  allows  users 
to  access  their  private  network  di¬ 
aling  plans  from  overseas  — 
which  AT&T  and  US  Sprint  virtual 
network  users  currently  cannot 
do. 


in  monthly  usage  charges.  There¬ 
fore,  much  of  the  future  growth  is 
expected  to  come  in  the  second 
tier  of  the  market  —  users  with 
more  than  $  10,000  but  less  than 
$50,000  in  monthly  usage  fees. 

Carriers  such  as  Advanced 
Telecommunications  Corp. 
(ATC)  and  Metromedia  Commu¬ 
nications  Corp.  are  readying  vir¬ 
tual  network  products  for  launch 
later  this  year  or  early  1992. 
Metromedia  hopes  to  take  advan¬ 
tage  of  its  established  billing  sys¬ 
tems  to  woo  customers;  ATC  al¬ 
ready  has  all  the  elements  for  its 
offering  in  place  and  is  working 
with  EDS  Communications  Co.  on 
enhanced  billing  for  the  service. 

Cable  &  Wireless  Communica¬ 
tions,  Inc.  also  is  developing  a  do¬ 
mestic  virtual  network  product 
—  a  process  that  may  be  has¬ 
tened  by  its  recent  acquisition  of 
TRT/FTC  Communications,  Inc., 
( continued  on  page  52 ) 
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The  First  150  Fax 
Get  TheTacts  on 


e  Approval 


All  countries  have  rules  and  proce-  ^ 
dures  associated  with  attaching 
telecommunications  equipment  to 
networks.  However,  countries  differ 
on  which  of  a  variety  of  technical 
standards  should  apply  to  those 
devices  that  will  be  integrated  into  a 
network.  ^  . 

Gaining  teleconjmum^tions 
equipment  approval  to  market  your 
products  globally  is  a  new  area  but 
one  rnanufacturers  and  marketers 
pai^ contend  with.  To  sell^your 
^ telecommunications  equipment 
effectively  in  all  foreign  markets,  you 
must  comply  with  regional,  national 
and  international  standards — 30 
countries  spanning  four  contfnents. 


BT  Teleprove,  Network  World  and  Squire,  Sanders  & 
Dempsey  are  pleased  to  present  the  Global  Telecommuni-  ^ 
cations  Equipment  Approval  seminar.  h  ^ 

•  Get  the  answers  you  need  on  global  standards.  s  ^ 

•  Find  out  how  most  country's  approval  processes  diffeh 

•  Discover  how  to  obtain  certificates  of  approval,  quickly 
-  anywhere  in  the  world. 


The  Global  Telecommunications  Equipment  Approval  semi- 
n^^ill  educate  manufacturers  offelecommunications^ 

Equipment  on  how  best  to  approach  their  global  type  ^ 

approval  requirements.  Topics  (^overed  will  include: 

The  type  approval  process  as  part  of  marketing  strategy. 

The  role  of  International  standards. 

How  cQuntries  approach  equipment  certification. 

Overview  ousting  options. 

Country  approaches. 

Regional  approaches.  i 

Do's  and  don/ts  of  global  certifibaitlon  projects. 


y 


Network  World  •  BT  Teleprove  •  Squire,  Sanders  &  Dempsey 


The  seminar  will  be  held  on  Monday  July  15  and  half  a  day  on 
Tuesday,  July  16  during  ComNet  West.  The  cost  will  be  $695. 


To  tentatively  confirm  one  of  the  150  course  openings  please  fill  out  the 
form  below  and  fax  to  Nanci  Farquharson  at  508-879-3167  or  call 
508-820-7402  or  mail  to: 

Network  World  Inc. 

161  Worcester  Road 
Framingham,  MA  01701 
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up  SMDS 


Sizing 

And  boiling  down  the  details 
of  the  technology  behind  this 
high-speed  packet  service. 


The  concept  of  Switched 
Multimegabit  Data  Service 
(SMDS)  is  fairly  well  understood 
—  it’s  a  high-speed  public  packet 
ser\ice  that  will  be  useful  mainly 
for  interconnecting  users’  local- 
area  networks. 

But  how  many  potential  users 
understand  the  technology  on 
which  SMDS  is  based?  For  exam¬ 
ple,  is  it  connection-oriented  or 
connectionless?  Does  it  require 
an  access  algorithm?  And  how 
does  it  differ  from  frame  relay 
and  broadband  Integrated  Ser¬ 
vices  Digital  Networks? 

It’s  important  to  grasp  this 
technology  now  because  SMDS  is 
coming  fast.  Several  regional  Bell 
holding  companies  have  SMDS 
trials  under  way.  Bell  Atlantic 
Corp.  is  expected  to  offer  the  first 
tariffed  SMDS  service  later  this 
year. 

The  fundamentals 

The  original  intent  behind 
SMDS,  which  the  IEEE  802.6  stan¬ 
dards  committee  began  designing 
in  1982,  was  to  create  a  high¬ 
speed  public  LAN.  The  scope  of 
SMDS  has  since  expanded,  but  it 
still  adheres  to  underlying  LAN 
basics. 

Like  Ethernet  LANs,  SMDS  was 
originally  designed  to  run  over  a 
bus  backbone.  In  this  case,  the 
concept  called  for  a  looped  bus 
topology,  which  looks  somewhat 
like  a  ring  with  an  opening  in  it 
and  is  designed  to  give  every 
packet  an  alternate  path  if  the 
original  path  is  severed. 

For  cost  reasons,  the  tele¬ 
phone  companies  are  not  deploy¬ 
ing  the  looped  bus.  So  in  most 
cases,  only  one  two-wire  circuit  is 
likely  to  be  set  up  between  an 
SMDS  gateway  on  the  customer 
site  and  the  telephone  switch. 
The  looped  bus  can  be  used  in 
campus  neMorks,  however. 

Like  any  LAN,  SMDS  requires 

Haber  is  a  Boston-based 
free-lance  writer  who  special¬ 
izes  in  computers  and  commu¬ 
nications. 


an  access  technique  to  prevent 
overlapping  transmissions.  But 
instead  of  using  carrier-sense 
multiple  access  with  collision  de¬ 
tection  or  token  passing,  SMDS 
relies  on  a  distributed  reservation 
scheme  with  each  node  counting 
the  requests  for  access  of  the 
nodes  ahead  of  it. 

An  SMDS  gateway  is  created  by 
installing  a  board  in  a  minicom¬ 
puter  or  other  processor.  The 
gateway  could  also  be  a  stand¬ 
alone  device  that  functions  as  a 
router,  reading  the  packets  of  any 
LAN  on  the  customer’s  premises 


and  routing  according  to  their 
protocols.  SMDS  has  extensive 
address  capabilities,  but  it  cannot 
be  considered  a  routing  service 
since  it  does  not  handle  packets 
at  Layer  3-  Thus,  SMDS  is  a  multi- 
port  bridging  service. 

Like  all  LAN  protocols,  SMDS 
is  connectionless,  which  means 
that  it  does  not  set  up  the 
chained-packet  sequence  that  has 
become  known  as  a  virtual  cir¬ 
cuit.  Its  packets  are  datagrams, 
meaning  that  each  one  is  ad¬ 
dressed  and  switched  indepen¬ 
dently  without  the  prior  estab¬ 
lishment  of  a  network  connection 
or  virtual  call,  as  in  X.25. 

However,  the  SMDS  packet 
header  contains  blank  spaces 
into  which  the  telephone  compa¬ 
nies  can  insert  code  for  creating  a 


virtual  circuit.  Thus,  telephone 
company  SMDS  packet  switches 
must  deal  with  multiple  SMDS 
connections.  Experts  believe  that 
these  switches  are  likely  to  use 
virtual  circuits  to  transmit  the 
data. 

Big  packets 

Each  SMDS  packet  can  contain 
as  many  as  9,188  octets  of  user 
information.  This  allows  SMDS  to 
encapsulate  entire  packets  from 
most  LANs,  including  Ethernets, 
most  token  rings  (except  for  the 
16M  bit/sec  token  ring,  which 
can  go  to  16,000  octets)  and  all 
lOOM  bit/sec  Fiber  Distributed 
Data  Interface  networks. 

The  lower  layers  of  the  SMDS 
interface  protocol  also  segment 
the  packets  into  slots  of  uniform 
length  (53  octets  per  slot,  of 
which  44  octets  can  be  user  infor¬ 


mation).  A  form  of  built-in  error 
protection,  a  10-bit  cyclic  redun¬ 
dancy  check  (CRC),  exists  at  this 
level.  SMDS  also  has  an  optional 
32-bit  CRC  that  covers  the  full 
packet. 

Current  plans  for  the  service 
call  for  transmissions  at  the 
1 .544m  bit/sec  T-1  rate  and  45M 
bit/sec  T-3  rate.  In  the  first  case, 
the  physical  medium  may  be  ei¬ 
ther  twisted  pair  or  fiber.  In  the 
second,  single-mode  fiber  is  re¬ 
quired  for  any  great  distance. 

Although  the  current  top 
speed  of  SMDS  is  45M  bit/sec,  the 
802.6  committee  is  working  on 
SMDS  transmissions  at  speeds  up 
to  155M  bit/sec  while  European 
standards  committees  are  work¬ 
ing  on  speeds  up  to  622M  bit/sec, 
says  James  Mollenauer,  802.6 


committee  chairman  and  presi¬ 
dent  of  Technical  Strategy  Asso¬ 
ciates,  a  consulting  firm  in  New¬ 
ton,  Mass. 

Because  SMDS  is  a  service  and 
not  just  a  technology,  the  Bell 
Communications  Research  speci¬ 
fication  provides  for  certain  stan¬ 
dard  service  features.  One  fea¬ 
ture,  says  Lawrence  Lange,  a 
member  of  the  S.MDS  technical 
staff  at  Bellcore,  is  source  ad¬ 
dress  validation,  w'hich  is  de¬ 
signed  to  ensure  the  security  of 
customers’  data. 

After  a  data  unit  enters  the 
network,  its  source  address  is 
checked  to  ascertain  that  it  is  le¬ 
gitimately  assigned  to  the  sub¬ 
scriber  network  interface  from 
which  it  originated.  If  the  two  ad¬ 
dresses  don’t  match  up,  the  pack¬ 
et  will  not  be  delivered. 

Another  feature  is  called  desti¬ 


nation  address  screening.  It  al¬ 
lows  the  network  to  screen  each 
data  unit  entering  the  net  to  en¬ 
sure  that  it  is  going  to  a  valid  re¬ 
cipient. 

Both  forms  of  address  screen¬ 
ing  allow  users  to  create  logical 
private  neMorks  by  allowing 
data  transfers  only  betw'een  ap¬ 
proved  sites. 

Some  experts  believe  that 
SMDS  will  migrate  to  the  broad¬ 
band  ISDN  standard  in  the  late 
1990s,  while  others  feel  that  the 
802.6  technology  will  serv^e  as  a 
front  end  for  broadband  ISDN.  In 
any  case,  a  number  of  high-speed 
networking  options  are  on  the 
horizon.  Of  these,  SMDS  may  be 
useful  for  maintaining  LAN  con¬ 
nection,  provided  that  carriers 
offer  it  at  an  attractive  price.  □ 
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SMDS  is  designed  to  work  with  an  organization’s  existing  network  protocol  architecture. 


LLC  =  Logical  link  control 
MAC  =  Media  access  control 
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SIP  =  SMDS  Interface  Protocol 

SMDS  =  Switched  Multimegabit  Data  Service 

SOURCE;  BELL  COMMUNICATIONS  RESEARCH.  RED  BANK,  N.J. 
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NETS  THAT  GO  ANYWHERE 


( continued  from  page  49 ) 

which  already  has  an  international  virtual 

netw’ork  servicing  the  U.K. 

Global  net  exploding 

Perhaps  the  area  of  greatest  growth  for 
virtual  network  services  is  in  the  interna¬ 
tional  market.  According  to  a  recent  re¬ 
port,  more  than  1 5  carriers  worldwide  will 
have  operational  virtual  network  services 
by  year  end.  This  number  is  expected  to 
climb  to  25  by  the  end  of  1992,  and  by 
1993,  at  least  35  carriers  worldwide  are 
expected  to  have  operational  virtual  net¬ 
work  services,  with  interconnection 
among  these  services  reaching  approxi¬ 
mately  70%.  (The  chart  on  page  49  depicts 
the  global  availability  of  virtual  network 


services  of  AT&T,  MCI  and  US  Sprint.) 

AT&T  is  pursuing  a  global  SDN  strategy 
designed  to  interconnect  with  as  many 
non-U.S.  carriers  as  possible.  Product 
managers  at  AT&T  predict  that  by  year 
end,  the  carrier  will  have  service  available 
to  more  than  1 5  countries. 

This  service  is  limited  largely  to  simple 
seven-digit  dialing  capabilities  —  a  far  cry 
from  the  feature-rich  U.S.  networks.  How¬ 
ever,  AT&T  does  offer  the  lowest  prices  for 
virtual  network  service  between  the  U.S. 
and  the  U.K.  (“Int’l  virtual  network  rates 
due  to  change,”  NW,  Dec.  17, 1990). 

MCl’s  Vnet  International,  through  its 
connection  with  British  Telecom’s  Inter¬ 
national  FeatureNet,  offers  a  great  deal 
more  functionality  but  at  more  expensive 


rates.  However,  this  may  soon  change; 
pricing  by  all  the  carriers  is  in  a  state  of 
flux. 

The  major  focus  of  all  the  carriers’  vir¬ 
tual  network  services  will  be  on  offering 
the  basic  features  of  a  private  network,  no¬ 
tably  on-net  dialing  plans.  AT&T’s  initial 
offering  to  foreign  countries  provides  sim¬ 
ple  seven-digit  dialing. 

MCI  is  attempting  to  offer  customers 
something  more  than  that  in  its  initial  im¬ 
plementation  of  Vnet  International,  which 
has  slowed  the  product’s  deployment.  The 
carrier  has  interconnected  with  British 
Telecom’s  FeatureNet  service  and  has  an¬ 
nounced  four  other  similar  connections 
for  this  year.  MCI  expects  to  have  links  to 
seven  or  eight  countries  by  year  end. 


US  Sprint  is  working  with  Cable  &  Wire¬ 
less  and  several  international  carriers  (un¬ 
der  the  Global  FON  alliance  name)  to  de¬ 
velop  a  set  of  common  features  under  a 
single  product  structure,  Global  VPN 
(GVPN).  The  service  is  just  now  getting  un¬ 
der  way  after  a  six-month  delay  due  to 
switch  problems. 

For  users  interested  in  feature-rich  net¬ 
works,  the  wait  could  be  long,  depending 
on  the  carrier  selected.  Finding  common¬ 
ality  among  these  different  features  can  be 
difficult  without  some  type  of  internation¬ 
al  standard. 

For  instance,  a  user  wanting  to  imple¬ 
ment  global  authorization  codes  will  find 
that  AT&T  offers  three-  to  1 2-digit  codes, 
MCI  offers  one  to  seven  digits,  US  Sprint 
has  one  to  nine  digits,  British  Telecom  of¬ 
fers  10  digits.  Mercury  Communications, 
Ltd.  has  one  to  nine  digits  and  Australia’s 
OTC,  Ltd.  offers  three  digits.  The  advan¬ 
tages  of  a  standardized  offering  are  clear; 
GWN,  for  instance,  has  standardized  on 
one  to  seven  digits  for  account  codes. 

But  not  all  features  will  be  available  in 


T 

Xhe  focus  of  all  the 
carriers’  virtual  network 
services  will  be  on  offering 
the  basic  features  of  a 
private  network. 

AAA 


all  countries:  Users  have  varied  require¬ 
ments,  depending  on  where  they’re  locat¬ 
ed.  Most  post,  telegraph  and  telephone  ad¬ 
ministrations,  for  instance,  already  have 
some  type  of  calling  card  product  that  al¬ 
lows  users  to  make  telephone  calls  and 
charge  them  to  the  customer’s  account. 
However,  for  now,  it  seems  doubtful  that 
the  PTTs  will  offer  VPN  card  service;  the 
general  feeling  among  the  PTTs  is  that  one 
card  product  is  sufficient  at  this  time. 

Given  the  pressure  to  offer  services  to 
multinational  firms,  most  countries  are 
developing  a  basic  level  of  international 
interconnection  before  launching  a  do¬ 
mestic  VPN  service.  Domestic  VPN  services 
are  expected  to  lag  1 2  to  24  months  behind 
international  versions. 

During  the  next  1 2  to  18  months,  users 
can  expect  to  see  the  major  telecommuni¬ 
cations  carriers  —  AT&T,  MCI,  US  Sprint, 
British  Telecom,  Cable  &  Wireless  and 
France  Telecom  —  vying  to  offer  transit 
virtual  networking  services.  Their  target 
market  is  the  smaller  carriers  that  want  to 
offer  international  connectivity  but  do  not 
have  the  traffic  to  warrant  the  required 
dedicated  facilities  to  worldwide  points. 
Thus,  by  1992,  transit  services  may  enable 
even  the  newest  virtual  networks  to  offer 
service  to  global  virtual  networks  world¬ 
wide. 

Price  will  remain  the  primary  motiva¬ 
tion  for  users  in  the  international  realm. 
Foreign  carriers  have  been  lowering  prices 
for  many  outbound  services,  and  virtual 
network  rates,  where  they  exist,  will  also 
fall.  Certainly,  the  trend  toward  lower  in¬ 
ternational  rates  will  affect  the  new  global 
virtual  network  service  prices  as  they  are 
created.  □ 


MODEM  MANAGER 


DO  THE  IMPOSSIBLE!  Responsibilities  include 
configuring;  managing  and  monitoring  10, 100, 
1000  or  more  diaKup  modems  simultaneously. 
Must  be  able  to  diagnose  errors  and  correct  dimn 
immediately  -  wiHtout  supervision.  Must  report 
ail  system  activity  ciearly.and  concisely  on 
^demand.  Expected  to  work  24  hours  a  day. 

^  No  vacation,  no  personal  days. 

: 

AN  EQUAL  OPPORTUNITY  EMPLOYER 


jiff; 


YOU  NEED  THIS  PERSON.  Where  can  you  find  an  individual  who  will  take  full  responsibility  for 
every  aspect  of  your  modem  system?  And  keep  it  functioning  under  the  most  demanding 
conditions?  This  person  will  shorten  response  time,  boost  productivity  and  increase  the  ROI 
for  your  modem  system.  After  an  extensive  search,  you’ll  discover  that  the  most  qualified 
candidate  isn’t  a  person  at  all.  It’s  the  Total  Control  dial-up  modem  management  system 

from  U.S.  Robotics.  And  it’s  ready  to  work  for  you.  For  a  resume, 
simply  call  1  800  DIAL-USR.  IDglDSlISgllSIDISlilll 

With  Auto  Response^" 

The  modem  management  system  for  network  managers  who  have  better  things  to  do  than  manage  modems. 


U.S.  Robotics.  8100  N.  McCormick  Btvd  .  Skokie.  IL  60076 .  U.S.  Robotics  and  Total  Control  are  trademarks  o(  U.S.  Robotics,  Inc. 
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Now  90%  Of  Your  Network  Is 
100%  More  Manageable... 

with  the  managed  card  system  from  Racal  InterLan. 

n  Please  send  me  more  information  about  Racal  InterLan’s  complete  family 
of  managed  cards  and  the  FREE  Managed  Ethernet  Card  program. 

Name _ _ _ 

Title  _ _ 

Company _ 

Address _ 

City _ State _ Zip _ 

Phone  ( _ ) _ 

Best  Time  to  call  _ 

GMSBB  OrcaU  1-800 -LAN-TALK 

Racal  InterLan 

^1991,  Racal  Data  Communications,  Inc.  All  rights  reserved. 
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RACAL  INTERLAN  INC. 

ATTN:  PRE-SALES  SUPPORT 
155  SWANSON  ROAD 
BOXBOROUGH  MA  01719-9980 


;  ■-  • 
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This  Concept 
By  Racal 


Made  Possible 
Interlan. 


As  a  “Network  Manager,”  what  are  you  really 
managing?  After  all,  up  to  90  percent  of  the 
active  components  in  your  network  have  been 
thoroughly  unmanageable. 

Until  now. 

Introducing  managed  cards  from  Racal  InterLan, 
a  concept  so  simple,  yet  so  important,  we’re  sur¬ 
prised  nobody  else  has  thought  of  it. 

Our  cards  are  specifically  designed  to  help  you 
better  manage  your  network.  Each  has  a  built-in 


SNMP  management  agent.  Combine  these  with 
Roll  Call  7  our  universal  SNMP  card  manage¬ 
ment  system,  which  runs  under  Windows  3.0, 
and  you’ll  have  more  control  over  your  network 
than  ever  before. 

At  Racal  InterLan,  we’re  meeting  the  standards 
of  today,  as  well  as  the  management  challenges 
of  tomorrow. 

To  find  out  more,  simply  call  Racal  InterLan  at 
1-800-LAN-TALK. 


QQSEO  WE 

Racal  InterLan 


UNDERSTAND  NETWORKING  INSIDE  AND  OUT.™ 


'1  RaciiDauCoaununKttioiu,  Ine.  All  righu  retrrved. 


FREE  CARD  OFFER! 

Sec  helca  for  deta:!’ 


Managed  Cards  from 
Racal  InterLan 

For  every  bus  and  every  cable: 


PC/XT  8-bit  Family 


Thick/Thin 

NI5210-8 

^295 

lOBASE-T 

NI5210/8-10BT 

^350 

LattisNet 

NI5210/8-UTP 

^395 

ISA  (AT)  16-bit  Family 


Thick/Thin 

NI6510 

^375 

lOBASE-T 

NI65 10-1  OBT 

^395 

LattisNet 

NI6510-UTP 

^450 

Thick/Thin  NI9210  ^495 

lOBASE-T  NI92 10-1 6/1 OBT  ^495 

LattisNet  NI9210-16/UTP  ^595 


EISA 

Thick/Thin  ES3210  ^995 


MacConnect™  Family 


NuBusThick/Thin  NIA310  ^450 

NuBus  lOBASE-T  NIA3 10-1  OBT  ^495 

SE  Thick/Thin  NISE  ^395 

SE/30  Thick/Thin  NISE/30  ^495 

SE/30  lOBASE-T  NISE/30-10BT  ?550 


For  every  operating  environment: 

•  Novell  NetWare  •  LAN  Manager 

•  Banyan  VINES  (and  all  other  NDIS) 

•  PC-NFS  •  PC/TCP 

•  AppleTalk  •  DECnet  DOS/PCSA 

All  with  the  Racal  InterLan  lifetime 
warranty. 

To  place  an  order,  or  for  more  information 
about  our  cards  and  our  FREE  Managed 
Ethernet  Card  program,  simply  call 

1-800-LAN-TALK 

Quantity  discounts  available.  Call  for  the  name  of 
your  nearest  authoriied  Racal  InterLan  reseller. 


Notes  chief 
details  offering 

continued  from  page  26 
ments,  forms,  reports  and  ideas. 
These  items  are  inherently  looser 
and  work  differently  than  num¬ 
bers  that  are  used  repetitively 
and  tend  to  be  very  rigid,  struc¬ 
tured  and  predictable.  In  the  case 
of  documents,  it’s  a  more  subjec¬ 
tive  situation,  so  we  handle  some 
structure  if  it  is  appropriate  and 
[handle]  the  lack  of  structure  if 
that’s  appropriate,  too. 

So  Notes  uses  preindexed 
views  for  selecting  and  sorting  in¬ 
formation.  In  the  case  of  Notes, 
these  views  are  prearranged  so 
that  all  the  user  has  to  do  is  select 
off  a  menu;  there’s  no  query  lan¬ 
guage  to  know.  A  view  then  is  like 
a  live  report. 

What  about  the  acquisi¬ 
tion  of  cc:Mail,  Inc.?  Are  you 
going  to  have  it  work  in  con¬ 
junction  with  Notes? 

We’re  very  excited  about  it  be¬ 
cause  we  see  a  lot  of  opportunity 
for  the  products  to  work  well  to¬ 
gether.  Customers  that  have  a 
mixed  environment  consisting  of 
cc:Mail  and  different  types  of  op¬ 
erating  systems  and  computers 
can  reach  the  entire  enterprise, 
which  Notes  can’t  do  yet  because 
it  requires  Windows  or  Presenta¬ 
tion  Manager.  Also,  some  cus¬ 
tomers  see  Notes  as  solving  some 
of  their  needs  in  a  particular 
group  or  application.  But  cc:Mail 
would  be  a  system  to  everybody, 
and  Notes  would  be  used  only  in 
certain  areas. 

Do  you  plan  to  merge 
cc:Mail  into  the  E-mail  com¬ 
ponent  of  Notes? 

It’s  not  that  simple  because 
Notes  mail  is  fairly  imbedded,  but 
that’s  one  thing  we’re  looking  at. 
There  are  some  near-term  inte¬ 
gration  things  we’re  doing  right 
away.  We  already  had  a  gateway, 
but  we  are  enhancing  it  to  encom¬ 
pass  more  data  types  and  enable 
it  to  run  on  the  Notes  server. 

The  next  step  is  directory  syn¬ 
chronization.  Since  many  cus¬ 
tomers  see  themselves  in  a  mixed 
environment  for  a  long  time, 
there  is  a  real  need  to  have  syn¬ 
chronized  directories  so  changes 
in  either  Notes  or  cc:Mail  are  re¬ 
flected  for  users  of  both  systems. 
In  terms  of  near-term  integra¬ 
tion,  we  are  planning  to  add  some 
administration  tools,  additional 
documentation  and  training. 

Over  the  longer  term,  we’d 
like  to  merge  the  API  so  you  could 
write  a  mail-enabled  application 
that  would  work  with  either 
cc:Mail  or  Notes.  We  also  plan  to 
merge  the  directories  into  a  sin¬ 
gle  directory.  There’s  a  number 
of  things  we  can  do  to  leverage 
our  development  efforts;  we  see 
development  of  a  communica¬ 
tions  product  line  out  of  this  that 
will  be  very  strong. 

According  to  some  re¬ 
search  firms,  Notes  brought 
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in  about  $6  million  in  reve¬ 
nue  last  year  and  it  will  bring 
in  three  times  more  than  that 
this  year.  Is  that  correct? 

Those  numbers  aren’t  quite 
right,  but  they’re  in  the  right 
neighborhood.  We  haven’t  an¬ 
nounced  the  actual  numbers,  but 
we  are  planning  for  some  large 
growth  this  year  —  something  in 
the  range  of  tripling.  One  [thing] 
that  has  contributed  to  our 
growth  this  year  has  been  open¬ 
ing  up  the  channel  a  bit  more. 

Would  you  say  one  of  the 
things  hindering  the  accep¬ 
tance  of  Notes  is  the  lack  of 
true  enterprisewide  nets? 

To  some  degree.  To  install 
Notes,  most  of  our  customers 
have  had  to  do  something  like  up¬ 
grade  computers  and  software  or 
deploy  networks  more  quickly. 
Certainly,  they  have  had  to  buy 
server  hardware. 

What  networks  and  oper¬ 
ating  systems  do  you  sup¬ 
port? 

We  run  on  NETBIOS  for  No¬ 
vell,  IBM,  3Com  [Corp.]  and  Mi¬ 
crosoft  networks.  In  the  case  of 
Banyan  [Systems,  Inc.],  we  want- 
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ed  to  have  access  to  all  the  wide- 
area  networking  capabilities,  so 
we  decided  to  do  a  sockets  driver, 
which  allows  us  to  be  a  node  on 
the  net.  One  of  the  reasons  com¬ 
panies  adopted  Banyan  for  their 
large  networks  is  because  of  the 
seamless  integration  of  all  the 
LANs.  So  for  Banyan,  we  benefit 
from  all  the  wide-area  network¬ 
ing  capabilities.  We’re  even  plan¬ 
ning  on  doing  a  directory  syn¬ 
chronization  with  StreetTalk; 
that  makes  sense  to  do. 

What  about  customization 
for  NetWare?  Isn’t  NETBIOS 
limited  in  terms  of  inter¬ 
networking? 

Somewhat,  but  not  really  in 
practical  ways.  People  don’t  have 
the  enterprisewide  networks  with 
NetWare  that  they  have  today 
with  Banyan.  Now  they  will,  and 
as  that  develops,  we  will  have  to 
do  the  right  things  to  make  all 
that  practical  for  Notes. 

You  support  personal 
computers.  What  about  the 
Apple  Computer,  Inc.  Macin¬ 
tosh? 

We  announced  that  we’re 
working  on  it,  but  we  haven’t  an¬ 
nounced  availability. 

What  about  Unix  environ¬ 


ments,  and  minicomputers 
and  mainframes? 

Part  of  what  is  interesting 
about  a  Unix  server  version  is  the 
ability  to  scale  up  to  larger  envi¬ 
ronments.  I  don’t  see  it  as  a  high 
priority  to  port  into  the  main¬ 
frame  environment  in  general. 
After  all,  we  are  talking  about  a 
downsizing  here  —  taking  infor¬ 
mation  and  decentralizing  it, 
making  it  available  to  the  users. 

Within  the  platforms  you 
support,  what  plans  do  you 
have  to  improve  the  func¬ 
tionality  and  increase  the 
performance  of  the  product? 

We’re  spending  a  lot  of  effort 
on  improving  infrastructure,  im¬ 
proving  performance  and  ex¬ 
panding  limits,  so  that  it  will  scale 
more  to  larger  communities. 
Some  companies  eventually  want 
to  take  this  to  100,000  users,  so 
we  want  to  be  able  to  support 
them. 

Isn’t  cost  a  barrier  to  en¬ 
try? 

Not  really.  A  package  for 
$62,500  gives  you  200  licenses, 
plus  five  days  of  on-site  help  from 
a  systems  engineer  to  do  some  in¬ 
stallation  or  one-on-one  training 
to  help  prototype  your  applica¬ 
tions  and  get  you  started.  It 
comes  to  about  $300  a  user  but 
includes  the  support  and  the  sales 
cost  for  an  education-intensive 
product.  The  payback  is  obvious¬ 
ly  larger  [as]  more  users  are  in¬ 
stalled. 

What  are  some  milestones 
that  you  want  to  achieve  with 
Notes  during  the  next  few 
years? 

We  think  of  three  major  direc¬ 
tions  in  terms  of  functionality. 
We  need  to  have  a  broad  plat¬ 
forms  story.  Right  now,  we  have 
Windows  and  Presentation  Man¬ 
ager,  and  we’re  adding  the  Macin¬ 
tosh.  We’ve  talked  about  the  fact 
that  we’re  going  to  Unix  next.  An¬ 
other  area  we  are  focusing  on  is 
connectivity.  We  need  to  fit  into 
communications  infi-astructures 
so  we’re  trying  to  gateway  to  ev¬ 
erything:  every  mail  system, 
mini,  mainframe,  LANs,  public 
and  private  networks,  faxes  and 
pagers. 

Do  you  see  Notes  as  almost 
a  layer  between  the  network 
operating  system  and  appli¬ 
cations? 

Some  of  our  customers  are 
really  looking  at  it  that  way  right 
now.  I  think  what  we’re  seeing 
here  is  a  layer  that  enables  a 
whole  set  of  additional  function¬ 
ality  and  applications,  and  is 
practical  enough  that  people  em¬ 
brace  it  on  a  wide  scale.  It  could 
become  the  standard.  That’s  our 
vision  for  it  —  that  it  does  be¬ 
come  a  communications  infra¬ 
structure  for  companies.  We  real¬ 
ly  see  that  Notes  can  provide  the 
layer  that  enables  people  to  work 
together  more  effectively  in  a 
wide  variety  of  applications.  □ 
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they  are  well  on  their  way. 

How  costly  is  it  to  migrate 
to  standards? 

It  was  very  costly.  I  don’t  think 
we  fully  understood  the  best  way 
to  approach  the  migration.  Since 
we  reimplemented  the  same  pro¬ 
grams  using  new  standards,  we 
spent  money  with  very  little  im¬ 
mediate  value.  However,  the 
long-term  value  is  that  migrating 
to  standards  has  allowed  our  en¬ 
tire  supply  base  to  come  on-line. 

We  never  fully  explored 
whether  we  could  have  operated 
in  [proprietary  and  XI 2]  envi¬ 
ronments.  There  were  cases 
where  we  had  to  implement  new 
[XI 2]  transaction  sets.  But  when 
we  just  created  an  XI 2  response 
to  a  proprietary  transaction.  I’m 
not  sure  we  gained  anything.  But 
that’s  water  under  the  bridge. 

What  unexpected  prob¬ 
lems  did  you  confront  in  mi¬ 
grating  to  standards? 

We  grossly  overestimated  the 
ability  of  our  suppliers  to  under¬ 
stand  our  EDI  programs  and  the 
ability  of  the  software  industry  to 
respond  to  the  needs  of  our  sup¬ 
pliers.  I  don’t  think  we  had 
formed  a  tight  enough  partner¬ 
ship  between  these  three  groups. 
We  didn’t  understand  one  anoth¬ 
er’s  roles,  responsibilities  and 
needs. 

The  automakers  wanted  to 
bring  our  suppliers  on-line,  but 
we  didn’t  want  to  write  the  soft¬ 
ware  to  make  it  happen.  So  we  al¬ 
lowed  the  software  industry  to 
develop  the  code.  But  we  didn’t 
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ning  to  back  up  these  cables 
only  via  satellite.  By  contrast, 
AT&T  has  laid  out  plans  to  back 
up  its  primary  international 
fiber  links  with  other  fiber 
routes. 

Overcoming  obstacles 

Your  editorial  “The  class  issue 
in  open  systems  must  be  re¬ 
solved’’  {NW,  April  1)  accurately 
identifies  two  obstacles  users  en¬ 
counter  when  making  a  decision 
to  move  toward  open  systems: 
lack  of  migration  plans  and  lack 
of  a  business  case  for  an  open  in¬ 
formation  architecture. 

Corporation  for  Open  Systems 
International  (COS)  members 
are  addressing  both  obstacles 
through  projects  in  their  require¬ 
ments  committee  and  the  User  Al¬ 
liance  for  Open  Systems,  a  COS 
requirements  interest  group. 

The  requirements  committee 
is  preparing  an  open  systems 
planning  and  transition  guide, 
while  the  User  Alliance  is  devel¬ 
oping  an  open  systems  business 
case.  Members  working  on  these 
projects  include  representatives 


write  clear  enough  specifica¬ 
tions,  and  the  quality  of  the  prod¬ 
uct  we  got  back  wasn’t  up  to  par. 

The  AIAG  has  encouraged  EDI 
vendors  to  form  their  own  sub¬ 
group  [of  AIAG’s  EDI  Implemen¬ 
tation  Planning  Workgroup]  so 
they  can  start  discussing  their 
own  common  problems.  We  don’t 
want  to  tell  them  what  to  do.  But 
if  they  want  to  be  in  this  business, 
they  ought  to  understand  it  more 
clearly. 

How  receptive  is  the  auto 
industry  to  EDI  for  Admin¬ 
istration,  Commerce  and 
Transport  (EDIFACT)  stan¬ 
dards?  Is  there  a  sense  that 
EDIFACT  could  force  compa¬ 
nies  to  undergo  another  cost¬ 
ly  migration  to  a  new  set  of 
message  formats? 

My  guess  is  that  both  EDIFACT 
and  XI 2  will  be  working  out  of 
the  same  set  of  dictionaries,  but 
the  messages  might  be  slightly 
different. 

Alignment  will  happen  as  a 
function  of  version  releases  over 
the  years.  For  example,  when  we 
decide  to  implement  a  new  trans¬ 
action  set  for  purchase  orders,  we 
will  at  the  same  time  decide 
whether  to  adopt  the  EDIFACT 
message  set.  But  I  don’t  think  we 
will  do  any  full-scale  conver¬ 
sions.  It’s  too  expensive,  and  it’s 
not  value-added. 

We  will  probably  modify  our 
sytems  to  handle  both  EDIFACT 
and  XI 2.  So  when  an  internation¬ 
al  message  is  most  appropriate, 
that’s  what  we’ll  provide.  And 
where  a  local  message  is  most  im¬ 
portant,  we  will  stay  in  the  XI 2 
environment. 

We  will  do  a  lot  more  planning 
this  time;  I’ll  tell  you  that.  □ 


from  user  and  vendor  companies. 

The  results  of  these  projects 
should  provide  organizations 
with  excellent  guidance  for  over¬ 
coming  the  aforementioned  ob¬ 
stacles. 

The  guide’s  purpose  is  to  pro¬ 
vide  users  with  generic  strategies 
and  plans  to  migrate  from  a  pro¬ 
prietary  architecture  to  one  of 
open  systems.  The  committee 
also  intends  to  include  open  sys¬ 
tems  procurement  language  in 
the  guide. 

The  authors  of  the  business 
case  address  topics  such  as  cost 
and  benefits,  critical  success  fac¬ 
tors  and  decision  evaluation  fac¬ 
tors  for  open  systems.  This  infor¬ 
mation  is  crucial  to  developing  a 
sound  case  for  moving  resources 
to  open  systems. 

COS  invites  interested  parties 
to  participate  in  these  important 
projects.  Anyone  interested  in 
more  information  can  contact  me 
at  COS  by  calling  (703)  883- 
2723. 

Ed  Albrigo 
Director  of  engineering 
services 
Corporation  for  Open 
Systems  International 
McLean,  Va. 


Your  savings  on  AESS' MEGACOM 
WATS  outbound  long  distance 
service  can  really  add  up. 

Sign  up  before  September  2, 1991 
and  you  can  get  $7500  (or  seven 
Clevelands  and  a  McKinley)  in  free 
long  distance  service. 

Well  also  waive  about  $2,100 
(a  couple  of  Clevelands  and  Grants) 
in  installation  and  start-up  costs.* 

And  after  that,  youll  fcep  on  see¬ 
ing  more  and  more  of  these  guys. 

Because  if  your  business  spends 
$3,800  or  more  a  month  in  outbound 
long  distance,  AIAT MEGACOM  WATS 
gives  you  AT&T’s  biggest  WATS  savings 
over  basic  long  distance  rates. 

Usage  Volume  discounts.  Term 
Plans  and  Multi-Location  WATS 


Calling  Plans  are  available  to  save 
you  even  more. 

And  these  savings  are  just  part  of 
the  story  AIM' MEGACOM  WATS  gives 
you  the  advanced  technology  of  digi¬ 
tal  access.  Plus  all  the  advantages  of 
the  AT&T  network. 

Still  not  convinced?  Then  use 
at  least  $2,500  a  month  in  AIM 
MEGACOM  WATS  Long  Distance 
Service  for  six  months.  If  you’re  not 
happy,  we’ll  pay**  to  switch  you  back 
to  whatever  long  distance  service 
you’re  using  now 

So  call  1  800  247-1212,  ext.  385.  Or 
return  the  coupon. 

And  keep  more  of  these  guys  right 
where  you  want  them. 

In  your  pocket. 


•Service  must  be  installed  by  11/1/91.  Applies  to  new  or  increased  Term  Plan  usage. 
'•To  take  place  within  30  days  after  the  6  month  usage  requirement  is  fulfilled. 


I  n  I  want  $7,500  in  free  long  dis-  . 

I  tance  service.  Please  contact  me  in  time  I 

I  to  take  advantage  of  your  incredible  | 

I  MEGACOM  “MEGA  BUCKS”  offer.  j 

I  Name _  i 

'  Title _  * 

I  Company _  | 


Address _ 

City _ State _ Zip 

Telephone  ( _ ) _ 

Current  Long  Distance  Service _ 


Monthly  Spending _ 

Mail  this  coupon  to  AT&T,  PO  Box  45038,  Jacksonville,  FL  32232-99'?i. 

Or  call  AT&T  at  1 800  247-1212,  ext.  3K.  Or  fox  this  coupon  to 

LI  800  248-2492.  Offer  expires  Sept.  2, 1991.  Service  must  be 

installed  by  Nov.  1, 1991.  N  W520 


©AT&T  1991 


AT&T 

The  right  choice. 


Project  forces  N.E.  Tel  to  fiber 
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day,  include  some  260  cables 
supporting  about  4,800  fiber 
miles  and  more  than  200,000 
copper  conductor  miles. 

As  part  of  New  England  Tele¬ 
phone’s  project,  network  traffic 
among  central  office  switches  in 
do^v^lto^^^l  Boston  will  be  shifted 
onto  a  new  fiber  network  being 
built  about  1 2  miles  from  the  con¬ 
struction  site.  Local-loop  circuits 
to  user  sites  will  be  moved  in 
stages  as  the  new  highway  is  built. 

The  highway  project  has  pre¬ 
sented  the  carrier  with  technical 
challenges  and  users  with  con¬ 
cerns  about  network  uptime.  But 
the  project,  dubbed  Big  Dig,  has 
also  provided  the  impetus  for 
New  England  Telephone  to  up¬ 
grade  its  aging,  mostly  copper 
network  to  fiber,  giving  users’ 
new  routing  options  and  provid¬ 
ing  support  for  new  advanced  ser¬ 
vices. 

“The  project  presents  us  with 
a  unique  opportunity  to  build  a 
permanent  diverse  [fiber]  path 
and  increase  our  capacity,’’  said 
Earle  Jenkins,  director  of  opera¬ 
tions  for  New  England  Tele¬ 
phone’s  Central  Artery  Division. 
The  company  hopes  to  start  the 
upgrade  w'hen  the  mainline  Cen¬ 
tral  Artery  construction  begins  in 
early  1992  and  finish  the  task  as 
quickly  as  possible. 

User  concerns 

New  England  Telephone  es¬ 
tablished  its  Central  Artery  Divi¬ 
sion  in  1988  to  prepare  for  the 
highway  project  and  address  cus¬ 
tomer  concerns  about  how  their 
nets  would  be  affected  by  the  con¬ 
struction.  Some  200  customers, 
including  Fidelity  Investments 
Co.  and  the  Federal  Reserve  Bank 
of  Boston,  have  visited  the  divi¬ 
sion’s  customer  presentation 
center  since  it  opened. 

“We’ve  visited  with  New  En¬ 
gland  Tel  numerous  times  to  un¬ 
derstand  how  it’s  working  to  en¬ 
sure  network  availability,”  said 
Bill  Maybaum,  vice-president  of 
telecommunications  at  Fidelity 
Investments,  which  uses  hun¬ 
dreds  of  the  carrier’s  circuits  at 
its  eight  sites  here. 

“We  want  to  be  prepared  to 
take  advantage  of  any  new  data- 
com  services  enabled  by  fiber  de¬ 
ployment,  too,”  he  said. 

The  project’s  impact  on  utili¬ 
ties  was  the  top  concern  of  local 
businesses  surveyed  by  a  business 
task  force,  said  Elizabeth  Knight, 
an  area  operations  manager  for 
the  carrier’s  eight-employee  Cen¬ 
tral  Artery  Division.  That  con¬ 
cern  is  justified  because  the  cur¬ 
rent  net  intersects  the  path  of  the 
new  highway  in  nearly  40  loca¬ 
tions. 

“If  a  project  this  size  took 
place  10  years  ago,  our  clients 
would  probably  have  been  kept  in 
the  dark  on  a  lot  of  these  issues,” 
she  said.  “In  today’s  competitive 
environment,  however,  we’ve  got 
to  handle  things  differently  by  be¬ 


ing  proactive  wth  customers.” 

New  England  Telephone  will 
shift  a  large  portion  of  the  traffic 
currently  carried  between  its 
downtown  central  offices  to  a 
new  fiber  net  strung  between  14 
central  office  switches  on  the  out¬ 
skirts  of  the  city.  This  network, 
which  will  be  largely  funded  by 


the  federal  government,  will  cost 
about  $  17  million  and  take  three 
months  to  build. 

Learning  from  experience 

Officials  of  New  England  Tele¬ 
phone  decided  to  relocate  the 
carrier’s  facilities  after  visiting 
several  cities  that  recently  under¬ 
took  major  construction  projects. 
The  carriers  serving  those  cities 
chose  to  leave  their  networks  in 
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very,  very  successful.” 

Initially,  Infolan  will  support 
Transmission  Control  Protocol/ 
Internet  Protocol  and  source¬ 
routing  protocols  for  token-ring 
nets.  Support  for  Digital  Equip¬ 
ment  Corp.’s  DECnet  protocols 
and  Novell,  Inc.’s  Internetwork 
Packet  Exchange  (IPX)  will  be 
added  in  early  1992. 

Infolan  service  is  slated  to  be¬ 
gin  next  month  in  Belgium,  Fin¬ 
land,  France,  Germany,  the  Neth¬ 
erlands,  Sweden,  Switzerland, 
the  U.K.  and  the  U.S.  It  will  begin 
in  the  fourth  quarter  of  1991  in 
Canada,  Hong  Kong  and  Japan, 
and  in  the  first  quarter  of  1992  in 
Australia  and  Denmark. 

Jean  Noel  Moneton,  Infonet’s 
vice-president  for  communica¬ 
tions  services,  said  the  firm  plans 
to  supplement  Infolan  with  pub¬ 
lic  frame  relay  service  next  year. 
He  declined  to  detail  those  plans. 

Cisco  routers 

Under  the  Infolan  service,  In¬ 
fonet  will  install  a  two-port  Inte¬ 
grated  Gateway  Server  multipro¬ 
tocol  router  from  Cisco  Systems, 
Inc.  on  a  user’s  premises  that  will 
link  a  user’s  LAN  or  other  device 
to  a  local  Infonet  node.  Wide- 
area  traffic  will  flow  over  a  subnet 


place,  an  unwieldy  and  danger¬ 
ous  setup,  Knight  said. 

Local-loop  traffic  will  be 
moved  on  more  of  a  piecemeal 
basis  dictated  largely  by  the  high¬ 
way  construction  schedule. 

The  circuits,  which  currently 
look  like  a  maze,  will  be  laid  in 
new  “corridors”  provided  by  the 
state  that  will  allow  for  the  order¬ 
ly  layout  of  other  utility  facilities 
as  well. 


Bob  Bentley,  an  area  opera¬ 
tions  manager  in  New  England 
Telephone’s  Central  Artery  Divi¬ 
sion,  said  users  will  not  even  no¬ 
tice  when  the  carrier  swaps  their 
voice  circuits  to  the  new  local- 
loop  facilities. 

However,  customers  will  be 
contacted  before  the  cutover  of 
new  data  circuits,  he  said,  since 
“even  a  tiny  hit  could  ruin  a  data 
transmission.”  □ 


of  Cisco  routers  on  Infonet’s 
backbone  to  the  end  node. 

Infonet  will  manage  a  users’s 
IP  addresses  and  monitor  net¬ 
work  faults.  The  company  will 
charge  a  flat  monthly  fee  for  Info¬ 
lan  service  that  will  vary  based  on 
the  speed,  number  and  location 
of  access  ports. 

For  example,  the  typical 
charge  for  a  mesh  Infolan  net¬ 
work  with  five  9-6K  bit/sec  ac¬ 
cess  ports  in  North  America  and 
Europe  will  cost  $11,000  to 
$  1 6,000  per  month.  A  similar  In¬ 
folan  net  with  19.2K  bit/sec  ac¬ 
cess  would  cost  $15,000  to 
$20,000  per  month,  while  a  net 
with  56k  and  64K  bit/sec  access 
would  cost  $24,000  to  $28,000. 

By  contrast,  the  monthly 
charge  for  a  private  net  of  56K 
bit/sec  circuits  in  a  star  topology 
from  New  York  to  Chicago,  Lon¬ 
don,  Paris  and  San  Francisco 
would  be  about  $15,000.  That 
does  not  include  equipment,  lo¬ 
cal  access  or  personnel  expenses. 

With  those  costs  factored  in, 
Infonet  said  Infolan  is  priced 
competitively  with  private  nets. 
Infolan  will  also  be  more  reliable 
than  a  star-topology  private  net. 

Analysts  said  Infolan  could  be 
a  big  hit  because  no  other  high¬ 
speed  internet  service  is  available 
with  such  a  broad  global  reach.  A 
handful  of  firms,  including  Per¬ 
formance  Systems  International, 
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“The  only  surprise  was  that  ev¬ 
erything  has  gone  so  well.” 

Announced  in  March,  WilPak 
is  the  first  available  public  frame 
relay  service.  It  is  based  on  Stra- 
taCom,  Inc.  IPX  32  fast  packet 
multiplexers,  which  have  been  in¬ 
stalled  in  eight  cities  in  WilTel’s 
11,000-route-mile  digital  micro- 
wave  and  fiber-optic  network. 

Although  Wil^k  requires  a  T- 
1  access  line,  a  customer  can  as¬ 
sign  any  number  of  channels  on 
the  link  to  support  the  frame  re¬ 
lay  service. 

The  service  supports  perma¬ 
nent  virtual  circuits,  meaning 
paths  are  fixed  between  end 
points  and  packets  always  follow 
the  same  route. 

Hub  sites 

Before  using  WilPak,  Convex 
operated  a  25-node  T-1  backbone 
supporting  field  sales  offices  and 
regional  technology  centers  with 
one  or  more  Ethernet  LANs. 

Now  Convex  has  designated  its 
three  largest  sites  as  hubs  into 
which  smaller  sales  offices  feed 
traffic  through  WilPak.  These 
sales  offices  are  linked  to  WllTel 
points  of  presence,  which  are 
linked  to  the  hubs  via  T-1  access 
lines.  By  using  WilPak,  the  com¬ 
pany  has  been  able  to  dramatical¬ 
ly  reduce  leased-line  costs. 

The  remaining  sites  will  use 
existing  T-1  lines  and  multiplex¬ 
ers  to  support  a  private  frame  re- 


Inc.  in  Reston,  Va.,  offer  public, 
router-based  internet  services, 
but  only  domestically  and  pri¬ 
marily  to  users  of  the  Internet. 

Even  BT  North  America,  Inc.’s 
and  US  Sprint  Communications 
Co.’s  new  frame  relay  services 
will  have  a  smaller  global  reach 
than  Infolan,  analysts  said.  And 
Infolan ’s  reach  could  expand 
even  farther  than  originally 
planned  because  it  will  be  linked 
with  router-based  internet  ser¬ 
vices  from  carriers  in  Finland  and 
other  countries. 

The  META  Group’s  Gonzalez 
and  other  analysts  said  Infolan 
will  also  have  an  edge  over  frame 
relay  because  it  will  rely  on  time- 
proven  technology.  Frame  relay 
is  likely  to  suffer  from  the  imple¬ 
mentation  bugs  that  plague  most 
new  technologies. 

Two  companies  that  plan  to 
begin  using  Infolan  in  June  — 
Kredietbank,  N.V.  of  Brussels, 
Belgium,  and  Mips  Computer  Sys¬ 
tems,  Inc.  of  Sunnyvale,  Calif.  — 
said  they  were  offered  prices  for 
Infolan  services  that  are  competi¬ 
tive  with  private-line  pricing. 

But  Ken  McGee,  program  di¬ 
rector  at  Gartner  Group,  Inc.,  a 
consultancy  in  Stamford,  Conn., 
cautioned  that  Infonet  is  not  de¬ 
voting  full-time  personnel  to 
monitoring  Infolan  services  and 
that,  as  a  result,  response  time  to 
outages  could  be  slow.  □ 


lay  network.  The  private  net  will 
be  linked  via  gateways  to  the  pub¬ 
lic  frame  relay  service. 

Convex  uses  WilPak  service  to  ’ 
carry  traffic  between  computers  | 
on  khernet  LANs  at  speeds  of  i 
1.024M  bit/sec.  “Frame  relay  | 
service  is  ideal  for  LAN-to-LAN 
connectivity  anytime  the  traffic  is 
bursty,”  Gibson  said. 

Because  frame  relay  uses 
bandwidth  more  efficiently  than 
traditional  time-division  multi¬ 
plexing,  there  has  been  no  per¬ 
ceptible  change  in  throughput 
since  Convex  moved  from  full 
1.536m  bit/sec  speed,  Gibson 
said. 

“Pessimistically,  you’d  expect 
there  would  be  a  lower  overall 
throughput  on  the  network.  But 
the  throughput  and  response 
time  haven’t  changed,”  he  said. 

The  frame  relay  service  pro¬ 
vides  visualization  stations  locat¬ 
ed  at  the  sales  offices  with  access 
to  supercomputers  here,  Gibson 
said.  The  interconnections  en¬ 
able  Silicon  Graphics,  Inc.’s  Iris 
and  other  workstations  to  per¬ 
form  graphical  simulations  of 
wind  flowing  over  the  wing  of  a 
plane  or  a  car  crashing  into  a 
wall,  for  example. 

The  company  uses  visualiza¬ 
tion  stations  to  demonstrate  the 
capabilities  of  Convex’s  super¬ 
computers  to  prospective  cus¬ 
tomers  and  business  partners, 
Gibson  said.  Convex  also  uses  the 
frame  relay  service  to  support  or¬ 
der  entry,  electronic  mail  and  ad¬ 
ministrative  applications. 

Tying  in  small  sites 

Because  WllTel  charges  users 
a  low,  flat  monthly  rate  for  WH- 
Pak  and  it  does  not  cany  a  usage 
element.  Convex  has  been  able  to 
tie  in  some  smaller  remote  sites 
via  WilPak. 

“A  site  had  to  spend  $3,000  or 
more  on  monthly  data  communi¬ 
cations  costs  to  be  connected 
[via]  leased  line  to  the  network,” 
Gibson  said.  “With  WilPak,  that 
monthly  minimum  drops  below 
the  $1,000  mark.” 

Prior  to  WilPak,  smaller  sites 
would  use  a  public  X.  25  service  or 
dial-up  lines  to  reach  Convex’s 
headquarters  here. 

“The  other  side  of  this  is  the 
way  they  charge  for  the  service,” 
Gibson  said.  “It’s  not  mileage- 
sensitive,  so  if  you’re  paying  for 
long-haul  services,  you  immedi¬ 
ately  change  to  a  fixed  flat  rate  in¬ 
dependent  of  the  mileage  be¬ 
tween  the  two  end  points.” 

Gibson  declined  to  divulge 
specific  savings  realized  from 
moving  from  the  T-1  lines  to  Wll- 
Pak. 

Convex  is  looking  to  WilTel  to 
manage  the  frame  relay  service. 

“To  us,  WilPak  loofo  like  any 
other  carrier  service  that  WilTel 
offers,”  Gibson  said.  “We  don’t 
have  any  direct  visibility  at  this 
time  into  the  StrataCom  equip¬ 
ment  on  their  side  of  the  network, 
so  we  rely  on  them  to  manage  the 
net  and  keep  it  up  and  run-  i 
ning.”  □ 


Boston’s  big  dig 


To  reduce  traffic  congestion, 
Boston’s  Central  Artery  will 
be  relocated  underground 
and  a  new  harbor  tunnel  will 
be  built.  New  England 
Telephone  will  reroute 
interoffice  traffic  from 
downtown  offices  to  a  new 
fiber  loop  outside  the  city. 

GRAPHIC  BY  SUSAN  J,  CHAMPENY  SOURCE:  NEW  ENGLAND  TELEPHONE  AND  TELEGRAPH  CO.,  BOSTON 
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IBM  stops 
selling  PROFS 

continueajrom  page  4 
PROFS  users  to  OfficeVision/VM 
last  year.  “If  we  didn’t  tell  users 
[we  were  converting  to  OfficeVi- 
sion/VM],  they  wouldn’t  have 
known.’’ 

According  to  users  and  consul¬ 
tants,  IBM’s  move  away  from 
PROFS  reflects  the  rise  of  client/ 
server  processing.  OfficeVision 
products  help  users  share  appli¬ 
cations  and  exchange  data  across 
mainframes,  minicomputers  and 
local  networks. 

“The  decision  [to  stop  selling 
_  PROFS]  is  an  indication  that 
^  mainframe-only  messaging  is  a 
.%  thing  of  the  past,”  said  Walter  Ul¬ 
rich,  director  of  the  consultancy 
Arthur  D.  Little,  Inc.  in  Los  Ange¬ 
les. 

David  Atlas,  senior  analyst  for 
electronic  messaging  at  Interna¬ 
tional  Data  Corp.,  a  market  re¬ 
search  firm  in  Framingham, 
Mass.,  said  the  number  of  LAN 
electronic  mail  users  is  growing 
rapidly  and  by  1992  will  eclipse 
the  number  of  users  of  main- 


Users  support 
carrier  freedom 

continued  from  page  6 
Coors  Co.,  The  Dial  Corp.,  The 
Dow  Chemical  Co.,  General  Elec¬ 
tric  Co.,  Georgia-Pacific  Corp., 
Holiday  Inns,  Inc.,  Hospitality 
Franchise  Systems,  Inc.  (Howard 
Johnson  and  Ramada  Inn,  Inc.), 
Kemper  Financial  Services,  Inc., 
Midway  Airlines,  Inc.,  PaineWeb- 
ber,  Inc.  and  the  University  of 
Texas. 

In  general,  users  said  they  are 
frustrated  by  doing  business  with 


frame  message  systems,  such  as 
PROFS. 

Don  Price,  corporate  PROFS 
administrator  at  Texaco  in  Tulsa, 
Okla.,  said  IBM’s  evolution  to  Of- 
ficeVision  fits  with  many  users’ 
plans  to  downsize  platforms  and 
adopt  client/server  architec¬ 
tures. 

Other  users  agreed.  Emily  Lis- 
kow,  a  systems  analyst  at  East¬ 
man  Kodak  Co.  in  Rochester, 
N.Y.,  said  OfficeVision/VM  posi¬ 
tions  Eastman  Kodak  to  get  into 
client/server  computing  in  the 
near  mture. 

“While  we  don’t  gain  much 
from  the  first  version  of  OfficeVi- 
sion,  it  is  a  stepping-stone  for  the 
future,”  Liskowsaid. 

But  some  users  believe  they 
have  to  migrate  to  OfficeVi- 
sion/VM  sooner  than  they  would 
like.  Price  said  Texaco  had  origi¬ 
nally  planned  to  convert  its 
13,000  PROFS  users  to  OfficeVi- 
sion  next  year,  when  OfficeVision 
is  enhanced  with  additional  fea¬ 
tures.  Currently,  he  said,  Offi- 
ceVision  offers  little  additional 
value  compared  to  Texaco’s  cus¬ 
tomized  PROFS  system. 


AT&T,  citing  delays  in  obtaining 
service,  an  inability  to  get  new 
services  folded  in  under  existing 
Tariff  12  deals  and  uncertainty 
on  the  part  of  AT&T  salespeople 
about  what  they  can  legally 
promise  users. 

“You  want  to  know  when  you 
shake  hands  [with  a  carrier]  that 
you  have  a  deal,”  said  Theodore 
Hockman,  senior  vice-president 
at  Kemper  Financial  Services.  He 
said  officials  at  his  firm  have  had 
to  become  too  involved  in  the 
regulatory  process  in  order  to 
purchase  telecommunications 


However,  Texaco  has  decided 
to  convert  about  2,000  PROFS  us¬ 
ers  to  OfficeVision/VM  this  sum¬ 
mer.  These  users,  who  are  part  of 
a  business  unit  that  is  growing 
rapidly  and  needs  additional 
mainframe  capacity,  had  to  be 
converted  to  OfficeVision  be¬ 
cause  Texaco  will  no  longer  be 
able  to  obtain  a  license  for 
PROFS. 

“It’s  frustrating  to  have  to 
purchase  OfficeVision  now  when 
our  PROFS  system  offers  all  the 
features  and  functions  our  users 
need,”  Price  said. 

Wells  Fargo  Bank’s  Hudnall 
said  converting  from  PROFS  to 
OfficeVision/VM  is  not  a  monu¬ 
mental  task  but  is  more  work  than 
upgrading  to  a  new  release. 

Certain  new  features  need  to 
be  modified  in  order  to  work  in 
each  company’s  environment, 
Hudnall  said. 

IBM  has  compiled  a  cookbook 
of  advice  gleaned  from  internal 
IBM  conversions  to  OfficeVi- 
sion/VM  to  assist  users  in  imple¬ 
menting  OfficeVision.  The  guide 
can  be  obtained  from  any  IBM 
branch  office.  □ 


limited  users  to  searching  only 
local  partitions. 

“Basically,  this  lets  users  de¬ 
cide  where  to  put  computing  pow¬ 
er  —  on  the  desktop,  on  the  LAN 
or  somewhere  else  in  the  organi¬ 
zation,”  said  Peter  Kastner,  vice- 
president  of  the  Aberdeen  Group, 
a  consulting  and  market  research 
firm  based  in  Boston. 

The  announcement  shows 
Verity  has  been  listening  to  its 
customers,  said  Gerald  Michalski, 
vice-president  of  New  Science  As¬ 
sociates,  Inc.  a  consulting  firm  in 
Southport,  Conn.  “Users  have 
been  telling  Verity  ‘We  need  to 
form  an  enterprisewide  docu¬ 
ment  retrieval  system  but  we 
can’t  do  that  with  a  product  opti¬ 
mized  for  LAN  environments 
only,’  ”  he  said. 

TOPIC  Partition  Server  will 
ship  June  1  as  an  option  to  TOPIC 
3.0.  The  software  is  available  un¬ 
der  special  contract  from  Verity’s 
Consulting  Services  for  a  negoti¬ 
ated  price.  TOPIC  3  0  will  also 
ship  June  1  andwill  costs  between 
$15,600  and  $150,000,  depend¬ 
ing  upon  the  number  of  clients. 
TOPIC  Retrieval  Client  costs 
$795.  □ 


services  —  the  company’s  largest 
expense  other  than  labor  costs. 

Douglas  Patterson,  senior 
vice-president  of  reservations  for 
Hospitality  Franchise  Systems,  a 
firm  representing  1,000  hotel 
owners,  said,  “We  don’t  feel  like 
we  need  the  FCC.  We’re  all  big 
boys  and  can  negotiate  on  our  be¬ 
half.” 

Other  telecommunications 
managers  agreed  that  their  com¬ 
panies  had  missed  out  on  savings 
by  having  to  wait  for  the  FCC  to 
clear  AT&T’s  tariff  filings.  Ray 
Rourke,  corporate  manager  for 


McDATA  touts 
flexibility 

continued  from  page  2 

The  largest  7100,  the  Model 
10,  supports  as  many  as  128 
3270  ports  and  34  ASCII  ports. 
The  largest  IBM  3174  supports 
half  as  many  3270  ports  and  10 
fewer  ASCII  ports. 

McDATA’s  7100  Model  20  sup¬ 
ports  64  3270  and  10  ASCII  de¬ 
vices,  while  the  Model  60R  has  32 
3270  and  three  ASCII  ports. 

When  configured  as  local  con¬ 
trollers,  Models  10  and  20  sup¬ 
port  one  or  two  host  interface 
adapters,  or  as  many  as  four 
adapters  when  outfitted  with 
McDATA’s  host  interface  control¬ 
ler. 

IBM  controllers  support  a 
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1 T  JL  cDATA  enhanced 
its  controller  software  to 
give  each  7100  model 
support  for  Ethernet. 
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maximum  of  three  hosts,  and  that 
requires  the  use  of  two  IBM  Con¬ 
current  Communications  Adapt¬ 
ers. 

As  with  IBM’s  3174,  each  ter¬ 
minal  attached  to  a  7 1 00  control¬ 
ler  can  support  as  many  as  five  si¬ 
multaneous  host  sessions.  But 
the  7100  can  support  that  feature 
on  any  terminal,  not  just  IBM  Dis¬ 
tributed  Function  Terminals.  IBM 
offers  the  same  feature  only  un¬ 
der  special  request,  said  Paul  Si- 
korsld,  McDATA’s  product  man¬ 
ager  for  the  7100s. 

In  addition,  with  an  IBM  3174 
Model  HR,  only  32  of  the  maxi¬ 
mum  64  3270  users  can  access 
multiple  hosts,  he  said.  On  the 
7100  Model  10,  all  128  3270 
terminals  can  have  as  many  as 
five  simultaneous  sessions  with 
as  many  as  four  hosts. 

McDATA  also  enhanced  its 
controller  software  to  give  each 
7100  model  support  for  Ether¬ 
net.  That  upgrade,  coupled  with 
support  for  DEC’S  Local  Area 
Transport  (LAT)  protocol  on  all 
models,  enables  3270  terminals 
or  ASCII  devices  attached  to  a 


information  services  and  tele¬ 
communications  at  Boise  Cas¬ 
cade,  estimates  that  his  firm  lost 
about  $2  million  in  savings  dur¬ 
ing  the  10  months  it  took  to  ob¬ 
tain  a  Tariff  1 2  deal. 

Despite  their  contentions  that 
AT&T  must  be  allowed  more  reg¬ 
ulatory  freedom  in  order  to  ade¬ 
quately  address  users’  needs,  nei¬ 
ther  Stanley  Welland,  manager  of 
corporate  telecommunications  at 
GE,  nor  Rourke  said  they  would 
move  immediately  to  roll  over 
their  Tariff  1 2  deal  to  a  private 
contract.  □ 


7 1 00  to  communicate  with  a  DEC 
VAX.  The  4174  44R  supported 
LAT  only  for  3270  devices. 

The  7100  software  option  that 
supports  LAT  also  provides  the 
terminal  emulation  required  to 
let  3270s  access  VAX  hosts  or  to 
let  ASCII  terminals  emulate 
3270s  to  access  IBM  hosts. 

“The  closest  thing  IBM  can  do 
to  that  is  provide  [asynchronous] 
output  from  its  3174,  and  then 
you’d  have  to  run  that  into  a  ter¬ 
minal  server,”  said  David  Pass- 
more,  a  partner  with  Ernst  and 
Young’s  Network  Strategies,  Inc., 
a  consultancy  in  Vienna,  Va.  “I 
could  see  that  as  being  very  nice 
to  have  in  a  multivendor  shop.” 

Other  features  of  the  new 
7100s  include  improved  re¬ 
sponse  time  by  supporting  re¬ 
mote  links  of  up  to  128K  bit/sec 
half  duplex  or  64K  bit/sec  full  du¬ 
plex,  Sikorski  said.  IBM  supports 
64K  bit / sec  full  duplex  only  when 
configured  as  a  local-area  net¬ 
work  gateway  to  a  wide-area  net. 

The  LinkMaster  7100  control¬ 
lers  will  be  available  June  3. 
Prices  range  from  $5,635  for  a 
1 6-port  single-host  configura¬ 
tion  to  $29,935  for  a  128-port 
single-channel  configuration. 
Additional  host  and  LAN  connec¬ 
tions  are  extra.  LAT  support 
ranges  from  a  price  of  $3,500  for 
as  many  as  35  devices  to  $8,000 
for  162  devices.  □ 
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Verity  software  eases  access 

continued  from  page  2 

product  manuals  stored  at  its  grade  the  software  to  run  on  oth- 


Scotts  Valley,  Calif.,  headquar¬ 
ters.  The  company  already  uses 
TOPIC  to  enable  local  customer 
service  representives  to  retrieve 
product  documentation  to  help 
solve  customer  problems. 

Without  TOPIC  Partition  Serv¬ 
er,  Borland  would  have  to  ship 
disks  with  updated  copies  of  doc¬ 
uments  to  each  remote  site  run¬ 
ning  TOPIC.  “Tying  overseas  of¬ 
fices  into  an  on-line  wide-area 
network  makes  more  sense  than 
shipping  disks  with  100  or  200 
[megabytes]  of  data  back  and 
forth  on  a  weekly  basis,”  said 
Bruce  Runyan,  Borland’s  MIS  di¬ 
rector. 

TOPIC  Partition  Server  in¬ 
cludes  client  code  that  runs  on 
Sun  Microsystems,  Inc.  or  Digital 
Equipment  Corp.  Unix-based 
worlitations.  The  client  uses  the 
Transmission  Control  Protocol/ 
Internet  Protocol  to  create  a 
peer-to-peer  link  with  a  remote 
Sun  or  DEC  Unix-based  system 
running  the  server  code. 

Later  this  year.  Verity  will  up- 


er  vendors’  Unix  implementa¬ 
tions  as  well  as  VMS-,  DOS-, 
OS/2-  and  Apple  Computer,  Inc. 
Macintosh-based  clients  and  serv¬ 
ers. 

Through  the  peer-to-peer 
link,  the  client  instructs  a  server 
to  search  TOPIC  data  bases, 
called  partitions,  on  a  remote  lo¬ 
cal-area  network.  Partitions, 
which  contain  a  description  of  all 
documents  based  on  key  words 
and  topics,  are  distributed  to 
disks  on  LAN  workstations  or 
servers. 

The  system  running  TOPIC 
Partition  Server  downloads 
copies  of  all  local  partitions, 
scans  them  and  extracts  descrip¬ 
tions  of  documents  that  meet  the 
search  criteria.  That  list  is  passed 
back  to  the  client. 

With  earlier  versions  of  TOP¬ 
IC,  workstations  running  TOPIC 
Retrieval  Client  used  the  file 
sharing  capabilities  of  network 
operating  systems  to  download 
partitions  from  net  servers  or 
other  workstations.  That  format 
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Playing  the  Trump  Card  of  Ihchnology 
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laying  the  trump  card  of  network 
technology  today  will  determine  your 
competitiveness  in  the  global  market¬ 
place  tomorrow. 


Making  CIM  and  concurrent 
engineering  a  reality 

Handling  network  cutovers 
and  upgrades  without 
headaches 

Designing  and  building 
an  open,  standards-based 
manufacturing  network 

Applying  LANs  effectively 

Using  MAP-based  networks 

Breaking  down  the  organi¬ 
zational  barriers  that  stand 
in  the  way  of  manufacturing 
network  excellence 

Building  a  paperless 
manufacturing  environment 

Extending  your  networks 
to  customers  and  suppliers 

Making  JIT  manufacturing 
work 


Advanced  manufacturing  networks  can  level 
the  playing  field  for  U.S.  companies  competing 
against  aggressive  foreign  rivals  that  often 
enjoy  lower  labor  costs  and  protectionist 
trade  policies.  Networking  technology 
streamlines  design,  development  and 
production  and  enables  you  to  bring  products 
to  market  more  quickly.  It  allows  you  to  build 
stronger  ties  to  customers  and  suppliers  and  oper¬ 
ate  more  efficiently  and  productively. 

At  this  conference  you’U  see  how  leading  compa¬ 
nies  are  building  the  enterprise  manufacturing 
network— an  information  superhighway  that 
extends  from  the  factory  floor  to  the  executive 
suite  and  out  to  customers  and  suppliers. 

Learn  about  the  hottest  networking  topics  from 
speakers  of  the  leading  manufacturing  companies 
...Alcoa,  Coming-Asahi,  Digital  Equipment, 
General  Motors,  Hughes  Aircraft,  IBM,  John 
Deere,  Monsanto,  Northrop,  SteelCase, 

Tbxas  Instruments,  Warner-Lambert,  and 
The  Corporation  for  Open  Systems 
International.  Plus. .  .hear  a  special 
keynote  presentation  from  a  top 
network  official  at  Saturn  Corp. 
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Remember:  The  technology  decisions  you  make  today  will  shape  your  future. 
Call  (508)  470-3880  today  to  get  more  information  on  this  one-of-a-kind  event 
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The  Product  Showcase  at 
The  Manufacturing 
Networks  Conference  gives'^ 
you  the  opportunity  to 
interact  with  top  network¬ 
ing  vendors  and  gain  the 
product  education  you  need] 
to  make  key  product 
purchasing  decisions. 

3Com  Corporation 
Cabletron  Systems  Inc. 
ChipCom  Corporation 
Cisco  Systems 
Optical  Data  Systems 

Teleport  Communications 
Group 

Interested  in  exhibiting? 

Call  Tom  Reiling  at 
(508)  470-387a 
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Expert  net  tool 
getting  smarter 

continued  from  page  1 
center  services  for  McKesson,  a 
large  wholesale  distributor  of 
pharmaceutical  and  dry  goods 
here,  said  McKnowledge  uses 
simple  rules  that  feed  off  the  vast 
data  base  of  problems  and  resolu¬ 
tions  stored  in  Information  Man¬ 
agement. 

“Information  Management 
contains  every  problem  that 
we’ve  ever  had  on  the  system,  on 
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xXn  expert  system 
doesn’t  learn.  You 
have  to  teach  it 
everything  you  know.” 
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the  network,  on  applications,  on 
whatever,”  said  Turner,  who  will 
give  a  presentation  on  McKnow¬ 
ledge  on  June  3  at  the  annual  In¬ 
ternational  Communications 
Association  conference  in  Ana¬ 
heim,  Calif. 

What  makes  McKnowledge  dif¬ 
ferent  from  traditional  expert 
systems  is  that  its  abilities  and  ex¬ 
perience  base  will  expand  while 
its  rules  stay  virtually  the  same. 

McKnowledge ’s  rules  identify 
alerts  or  help-desk  problems  as 
they  arrive  in  Information  Man¬ 
agement  by  code  numbers  as¬ 
signed  to  the  type  of  problem  or 
its  symptoms.  It  then  uses  those 
codes  to  search  for  similar  prob¬ 
lems  in  its  experience  base. 

That  experience  base,  stored 
on  a  mainframe  under  IBM’s  DB2 
relational  data  base  management 
system,  is  a  subset  of  McKesson’s 
Information  Management  data 
base. 

Each  night,  the  company  runs 
a  batch  job  to  upload  to  the  expe¬ 
rience  base  key  codes  along  with 
brief  descriptions  for  any  prob¬ 
lems  and  accompanying  solu¬ 
tions  entered  into  Information 
Management  that  day,  thus  in¬ 
creasing  McKnowledge’s  experi¬ 
ence  base. 

So  without  changing  or  adding 
to  its  rule  base,  the  range  of  prob¬ 
lems  McKnowledge  can  handle 
conkantly  expands.  Typically, 
expert  systems  require  users  to 
write  new  rules  to  deal  with  new 
problems. 

“An  expert  system  doesn’t 
learn.  You  have  to  teach  it  every¬ 
thing  you  know  about  network 
and  system  problem  determina¬ 
tion,  and  then  it  turns  around  and 
tells  you  what  you  just  taught  it,” 
Turner  said. 

A  key  to  McKnowledge’s  suc¬ 
cess  will  be  the  NetView  Bridge, 
which  IBM  announced  last  Sep¬ 
tember.  The  bridge  forges  an  LU 
6.2  link  between  NetView  and  In¬ 
formation  Management  to  auto¬ 
matically  open  trouble  tickets. 


which  today  is  a  manual  process. 
That  is  important  because  an  er¬ 
ror  in  entering  alarm  or  symptom 
codes  to  Information  Manage¬ 
ment  could  result  in  an  erroneous 
McKnowledge  search,  he  said. 

Once  a  problem  is  sent  to  In¬ 
formation  Management,  a  McKes¬ 
son-written  program  automati¬ 
cally  calls  the  host-based  expert 
system.  For  the  prototype,  that 
expert  system  was  built  using 
IBM’s  Expert  System  Environ¬ 
ment  (ESE),  an  older  IBM  tool  for 
developing  expert  system  appli¬ 
cations.  The  company  will  use 
AlCorp’s  Knowledge  Base  Man¬ 
agement  System  for  the  produc¬ 
tion  version  because  it  is  easier  to 
use  than  ESE,  Turner  said. 

McKnowledge’s  search  of  its 
DB2-based  experience  base  is 
conducted  via  an  SQL  search. 

If  it  finds  that  a  similar  prob¬ 
lem  has  occurred  in  the  past, 
McKnowledge  uses  an  LU  6.2  ses¬ 
sion  to  forward  data  on  the  last 
20  occurrences  to  an  operator 
and  flashes  a  message  on  the  op¬ 
erator’s  management  console. 
That  will  arrive  at  about  the  same 
time  the  NetView  alert  appears. 
Turner  said,  so  the  operator  will 
get  both  an  alert  and  suggested 
resolutions. 

Today,  operators  get  only  the 
alert  and  have  to  conduct  the 
search  on  their  own,  which  only 
the  most  experienced  do  well. 

Operator  consoles  are  based 
on  token-ring  attached  OS/2 
workstations,  which  run  software 
McKesson  developed  to  automate 
many  routine  functions  (“User 


ITJLy  objective  is 
to  grow  the  work  load 
by  a  factor  of  10,” 
Turner  said. 

AAA 


automates  help  desk,  net  control 
with  IBM  tools,”  NW,  Nov.  13, 
1989)-  ^ith  that  tool.  Turner 
said,  management  personnel 
should  be  able  to  add  value  to 
McKnowledge  by  writing  routines 
that  automate  responses  to  prob¬ 
lems  that  occur  frequently. 

For  example,  if  an  operator 
notices  that  the  last  three  times  a 
problem  occurred  a  particular  se¬ 
ries  of  commands  was  used  to 
correct  it,  he  could  write  a  rou¬ 
tine  that  captures  those  com¬ 
mands  and  automatically  reis¬ 
sues  them  whenever  that  prob¬ 
lem  occurs.  That  approach  will 
help  McKesson  reach  its  produc¬ 
tivity  goals. 

“My  objective  is  to  grow  the 
work  load  here  by  a  factor  of  10 
and  not  increase  the  head  count 
any  more  than  a  factor  of  two,” 
Turner  said.  “We’re  exceeding 
our  growth  objectives  and  also 
exceeding  our  head  count  objec¬ 
tives.”  tJ 


NetWare  to  be 
LAN  standard 

continued  from  page  I 
ny  uses  a  variety  of  LANs  but  pri¬ 
marily  IBM’s  LAN  Server  and  the 
older  IBM  PC  LAN  Network.  It 
also  uses  Microsoft’s  LAN  Manag¬ 
er,  Ungerman-Bass,  Inc.’s  LAN 
Manager  and  some  NetWare  nets. 

No  single  large  contract  award 
is  expected  as  a  result  of  the  deci¬ 
sion  to  back  NetWare,  nor  are 
there  plans  to  systematically  re¬ 
place  existing  LANs  with  Net¬ 
Ware. 

Chevron,  a  $46  billion  compa¬ 
ny,  says  it  is  too  big  to  impose  a 
rigid  standard  on  users.  As  a  re¬ 
sult,  areas  of  the  company  with 
unique  applications  will  still  be 
able  to  pursue  alternative  net¬ 
works  or  systems.  But  one  source 
within  the  company  said  NetWare 
will  be  the  first  recommendation. 

Besides  backing  NetWare,  the 
company  is  promoting  a  plan 
calling  for  the  coexistence  of  new 
NetWare  LANs  with  the  existing 
installed  base  of  LANs. 

Ironically,  one  of  the  primary 
reasons  Chevron  selected  Novell 
was  for  support,  an  area  for 
which  Novell  has  long  been  criti¬ 
cized  in  the  past.  In  fact,  Novell 
recently  crafted  a  Technical  Ser¬ 
vice  Alliance  in  an  effort  to  rectify 
some  of  the  service  problems 
commonly  associated  with  multi¬ 
vendor  installations. 

Support  is  critical  to  Chevron 
because  it  is  actively  downsizing 
mission  critical  applications  to 
personal  computer  LANs  and 
wants  “IBM-type  service”  for  the 


TSA-type  program  of  its  own, 
sources  said. 

Multivendor  service  and  sup¬ 
port  programs  surfaced  in  the 
mid-1980s  and  have  been  evolv¬ 
ing  during  the  past  few  years.  The 
multivendor  services  market  to¬ 
taled  about  $500  million  in  1990 
and  will  grow  at  a  rate  of  about 
8.5%  per  year  through  the  end  of 
1994,  according  to  Ledgeway/ 
Dataquest,  a  Lexington,  Mass., 
market  research  firm. 

Current  programs  typically 
position  one  vendor  as  the  single 
point  of  contact  to  provide  or  co¬ 
ordinate  service  and  support. 
Some  vendors,  such  as  HP  and 
Digital  Equipment  Corp.,  train 
their  field  service  staffs  to  handle 
problems  with  their  own  products 
as  well  as  hardware  and  software 
from  other  vendors. 

In  other  programs,  the  prima¬ 
ry  contact  serves  as  an  adminis¬ 
trator  that  handles  problems  with 
its  own  products  and  works  be¬ 
hind  the  scenes  with  other  ven¬ 
dors  to  solve  problems  involving 
their  equipment.  IBM  often  works 
this  way,  observers  said. 

Where  the  market  may  be 
headed  is  toward  TSA-like  pro¬ 
grams.  Unlike  traditional  multi¬ 
vendor  support  programs,  the 


networks.  If  Chevron  opts  to  con¬ 
tract  with  IBM  for  net  support, 
the  service  would  probably  be 
provided  by  Novell  initially  while 
IBM’s  technicians  are  brought  up 
to  speed  on  Novell  products. 

Chevron,  which  is  using  Ora¬ 
cle  Corp.’s  relational  database  to 
develop  many  of  the  new  down¬ 
sized  applications,  was  also  en¬ 
couraged  in  its  decision  to  go  with 
NetWare  by  the  recent  release  of 
the  Oracle  Server  product  written 
specifically  for  NetWare  386. 

Another  factor  behind  the  de¬ 
cision  was  the  ability  to  use  Net¬ 
Ware  networks  to  integrate  a 
range  of  operating  systems  and 
computers,  which  includes  IBM 
mainframes.  Digital  Equipment 
Corp.  VAXes,  Apple  Computer, 
Inc.’s  Macintosh  and  Unix  work¬ 
stations. 

Chevron  was  also  influenced 
by  the  availability  of  NetWare- 
compatible  products  from  a  huge 
number  of  hardware  and  soft¬ 
ware  developers.  A  group  within 
information  systems  (IS)  opera¬ 
tions  will  now  focus  on  evaluat¬ 
ing  these  products  for  use  on  the 
NetWare  platform. 

At  this  week’s  conference  of 
personal  computer  coordinators 
from  Chevron  sites  around  the 
country,  one  day  will  be  dedicat¬ 
ed  specifically  to  LANs.  It  is  dur¬ 
ing  these  presentations  that  IS  of¬ 
ficials  plan  to  outline  the  LAN 
strategy  to  the  estimated  6OO 
Chevron  attendees. 

In  addition,  Chevron  has  set 
up  an  exposition  at  the  confer¬ 
ence  and  invited  vendors  to 
showcase  their  products.  □ 


TSA  approach  encourages  multi¬ 
ple  vendors  to  collaborate  on 
solving  problems. 

“We’re  going  to  see  a  move  to¬ 
ward  multiple  vendor  support  in 
which  a  team  of  vendors  works  to 
solve  a  problem,”  said  Jeff  Kap¬ 
lan,  director  of  Service  Industry 
Research  Programs  at  Ledge- 
way/Dataquest. 

^ile  service  already  ac¬ 
counts  for  as  much  as  40%  of 
some  vendors’  revenue,  they  still 
have  an  incentive  to  team  up  with 
rivals.  For  one,  many  customers 
are  demanding  a  one-stop  shop¬ 
ping  approach  to  service.  Also, 
the  programs  give  vendors  an  op¬ 
portunity  to  solidify  account  con¬ 
trol  and  extend  the  technical  and 
geographic  depth  of  their  service 
units  cost  effectively. 

Roger  Costa,  general  manager 
for  HP’s  Product  Support  Divi¬ 
sion,  said  users  are  the  driving 
force  behind  vendors  starting  and 
improving  their  multivendor  ser¬ 
vice  programs. 

“Our  customers  are  commit¬ 
ted  to  open  systems  and  expect 
products  not  only  to  play  togeth¬ 
er,  but  that  vendors  will  have  co¬ 
operative  working  relationships 
that  can  be  called  upon  when 
problems  arise,”  Costa  said.  □ 


Users  praise  multivendor  plans 

continued  from  page  6 
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Today;  to  stay  competitive  in  bush 
nesses  like  retailing  and  banking  you |iai|^^ 
to  provide  more  services  for  customer^^^ 
Without  increasing  costs.  Codex  has  ^  ^ 
solution  that  does  just  that. 

It’s  the  Codex  6525,  a  flexible  packet 
switch  that  allows  several  different  applica¬ 
tions  and  protocols  to  operate  on  a  single 
line. 

For  example,  if  you’re  a  bank  using 
three  tines  to  run  your  ATM,  teller  and 
security  applications,  now  you  can  consoli¬ 
date  them  into  one.  And  you  can  use  the 

remaining  prats 
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This  packet 

SOLUTION 
REALLY 
SAVED  ME 
A  BUNDLE/' 


(up  to  44)  on  the 
6525t6add 
moresenrices 
without  increas¬ 
ing  your  line 
costs.  Savings 
can  go  right  to 
your  botto  line. 

Add  Codex 
network  manage¬ 
ment  to  the 


5,  and  you  extend  intelligent  band- 
man^ment  to  every  one  of  your 
:hes.’  ■ 

The  Codex  6525  is  just  one  exani|^ 
of  Jiow  you  can  benefit  from  our  29  ye^' 
netv^  innovation,  experience  and  > 
iihsurpassed  reliability  in  90  ceantnes  f 
worldwide. 

If  you’d  like  a  demonstration,  give  us: 
A  call  at  1-800-426-1212  ext.  7215  or  fax 
your  business  _ 
card  to  508- 

337-8004.  ^  codex 

i  a  And  see 

yw  can  give  customers  a  lot  more  se^ 
witiBut  a  lot  more  cost. 
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The  Codex  6525  was  voted  “Best  Equipment”  in  Data  Communications  magazine’s  recent  X.25  user  survey 
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